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Some Fire Carriers, 
Agents to Confer on 
Casualty Facilities 


Meeting in New York on Novem- 
ber 12 Sponsored by State Asso- 
ciation of Insurance Agents 


BROADER MARKETS SOUGHT 


Agents Invite Fire Carriers Not 
in Casualty Field to Explore 
Problem; Stott Is Chairman 


In an effort to find some measure of 
relief for the constriction of the casu- 
alty market, the New York State Asso- 
ciation of Insurance Agents has invited 
the presidents of those fire companies 
with multiple-line charters which have 
not entered the casualty field to meet 
with a committee of the association to 
explore the entire problem. 

Emil T. Clauss of Buffalo, president 
of the agent’s association, stated in his 
letter to the fire company executives 
that, “there is no surer or quicker 
method to invite further encroachment 
by Government than to continue to ac- 
celerate the constricting market in the 
casualty field.” 


Two Questions Asked 


Mr. Clauss then posed two questions, 
namely : 

1. Would entrance into the casualty 
field by those fire companies whose 
charters so permit, give some measure 
of relief ? 

2. Would they agree to sit with rep- 
fesentatives of companies similar to 
your own and a committee of the New 
York association to discuss the matter 
further ? 

The company response was largely 
favorable to such a meeting and the 
mneeting has been arranged for Wednes- 
day, November 12, in New York. 

John C. Stott, Norwich, has been ap- 
Pointed chairman of the agents’ com- 
mittee. Serving with him will be Joseph 
A. Neumann, Mr. Clauss, Arthur L. 
Schwab, William F. Stanz, David S. 
McFalls, Russell M. L. Carson, Charles 
- Schoen and Roy A. Duffus. Emil 
ederer, Chicago, chairman of the Na- 
tional Association of Insurance Agents 
Metropolitan agents committee, will also 
be present. 
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The combination of natural ability, 
ring generalship learned through 
experience, and a fighting heart 
usually marks the champion boxer. 
But with it all, he knows the im- 
_ portance of having strong hands. 
GUARDIAN strengthens the hands 
of its field representatives by of- 
fering a diversified and well- 
rounded kit of attractive policies 
and services. 


Included among them are: 
Low cost Preferred Risk 
‘Low premium TERM 
DISABILITY INCOME PROVISION 
Unique Pension Trust facilities 
Salary Savings Insurance’ 


They help towards performance of 
real championship calibre. 
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GUARDIAN 

Go Fraunance Copany 
OF AMERICA 


FIFTY UNION SQUARE 
NEW YORK 3, N. Y. 


Mass Coverage Seen 
Encroaching On Sales 
Of Individual Agent 


Claude Benner, Continental Ameri- 
can President, Also Sees Great 
Expanding Market 


TOO MUCH TERM INSURANCE 


General Agents’ and Managers’ 
Conference at Hershey Hears 


Many Well Known Speakers 


Although mass insurance coverage is 
encroaching on the individual insurance 
salesman’s market through Group life, 
veterans insurance and even Social Se- 
curity, the national income is so high 
that most persons with insurance needs 
are well able to support an adequate 
insurance program on top of such mass 
coverage, Claude L. Benner, president 
of Continental American Life of Wil- 
mington, Del., told the Eastern General 
Agents’ and Managers’ Conference at 
Hershey, Pa., October 29 to 30. The 
conference, sponsored by Pennsylvania 
Association of Life Underwriters, was 
devoted to discussion of insurance mar- 
kets and the men for those markets. 
Mr. Benner’s talk served to introduce 
the theme of the program which con- 
tained many well-known insurance men 
as speakers. 

Writing of Term Insurance 


Mr. Benner also dealt with the cur- 
rent excessive amount of Term insur- 
ance being written. 

“May I suggest,” he said, “that the 
responsibility for this, situation may lie 
within your own agencies rather than in 
economic conditions. In a_ surprising 
number of instances, I have found that 
salesmen have permitted themselves to 
be convinced by the specious arguments 
of some of their prospects that Term in- 
surance is the right kind of insurance 
to purchase at this time. The weak 
salesman has always sold low premium 
forms of insurance. The prospect natur- 
ally prefers to buy them because of the 
smaller outlay which he must make. If 
this trend to Term is to be stopped, you 
general agents and managers must see 
its fallacy clearly. You must then con- 
vince your men that in the long run 
an excessive amount of Term insurance 
will not meet adequately the insured’s 
needs. It can be accepted as a general 
rule that salesmen tend to sell that 
type of policy in which they believe. 
Please do not blame the market too 
much for the increasing volume of Term 
insurance being sold. In any event, you 
cannot change the market. But, you can 
do something about the thinking of your 
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Investment Trends and Problems 


Of Life Insurance Companies 


James J. O’Leary, Director of Investment Research for 
Life Insurance Association Reviews Changes Since World 


War II Before University of Nebraska Institute 


Despite the wealth of investment out- 
lets which have been available to life 
companies in the postwar period there 
are a number of problems facing the life 
company investment officer, said Dr, 
James J. O’Leary, director of invest- 
ment research for Life Insurance Asso- 
ciation in a lecture before the Insurance 
Institute at University of Nebraska last 
week. “These range,” said Dr. O’Leary, 
“from the fairly technical question of 
establishing a sound system for the 
valuation of assets to the broad eco- 
nomic problem of whether in coming 
years the supply of investment outlets 
in our national economy will be suffi- 
ciently great to absorb the savings ac- 
| through life insurance and 
through other channels. There is no 
need to recapitulate these vroblems. 
Suffice it to say that there will always 
be problems connected with any process 
as dynamic as the investment of life 
insurance savings must be. During the 
past five vears T have had a_ splendid 
opportunity to become acquainted with 
many of ie men who make policy with 
respect to life company investments, and 
I feel confident that they can be counted 
upon to solve the problems which face 
them.” 


cumulated 


Future Investment Opportunities 


Concerning future investment oppor- 
tunities, Dr. O’Leary said: “This is an 
old question which has troubled thought- 
ful people in the business for many 
years, and particularly since the Thir- 
ties. In the postwar period it has been 
pushed into the background by the tre- 
mendous investment boom we have been 
experiencing. Today, however, the ques- 
tion is again raised, somewhat as fol- 
lows. Under present conditions the life 
companies have between $7 to $8 billion 
to invest each year growing out of net 
cash income after disbursements, matur- 
ing investments, amortization of mort- 
gages. sinking fund payments on indus- 
trial loans, and the like. (This amount 
age exclude any sums which might 
be obtained through refunding of exist- 
ing holdings or sales of existing hold- 
ings.) Thus, the $7 to $8 billion is an 
annual flow of funds which is unlikelv 
to diminish in any sizable amount in 
the next several years regardless of 
business conditions. On the other hand, 
with the rate of increase in defense 
expenditures to come to a close in 1953, 
and with the possibility of a substantial 
downturn in plant and equipment ex- 
penditures of business concerns as well 
as in industrial and other construction, 
there are some who anticipate that the 
annual demand for capital funds may re- 
cede significantly in the period begin- 
hing, sav, in 1954. Tf this should occur, 
depending upon the extent of the 
shortage of investment opportunities, 
the pressure of life company and other 
institutional funds seeking investments 
could reverse the postwar rise in inter- 
est rates. Such a situation would very 
likely see an easy money policy by the 
Federal Reserve which would further 
depress rates. 

“Of course, all of this gloomy picture 
need not develop if business and Gov- 
etmment adopt intelligent policies. 
However, the problem of future invest- 
ment opportunities is in the back of in- 
vestment officers minds as they work 


today to take advantage of the wealth 
of relatively attractive offerings.” 
Expanding Federal Influence 
Another problem touched on by Dr. 
O’Leary was the expanding network of 
Federal influence in the investment field. 
“A broad and longer-run problem 
which confronts the life insurance busi- 


ness is the steadily expanding influence~ 


Federal Government exerts 
on life company investments,” he said. 
“This problem has many far-reaching 
ramifications and I have time here only 
to touch the high spots. The most obvious 
Federal influence on life company in- 
vestments is the competition which Fed- 
eral lending agencies give to private in- 
vestors. For example, the Federal Na- 
tional Mortgage Association acts as a 
residual purchaser of FHA and VA 
mortgages to insure a market for these 
mortgages at the interest rates estab- 
lished in Federal law. Thus, in periods 
in which the demand for capital has 
been so high as to create a scarcity of 
VA mortgage money at the 4% rate 
prescribed by the VA, the FNMA has 
stepped into the breach and purchased 
VA mortgages in order to hold up the 
prices of these mortgages. Beyond, this 
partly again to support the VA 4% 
rate, the VA has a limited authorization 
of $150 million on a revolving fund basis 
to make direct loans to veterans in areas 
where VA loans are not available. Fur- 
thermore, serious proposals have been 
made in recent years for direct Govern- 
ment loans to cooperative housing and 
to educational institutions. Finally. the 
direct Government lending by the RFC 
and the Federal Land Banks are other 
sources of competition to private in- 
vestors. According to a study made bv 
the National Bureau of Economic Re 
search the volume of loans made by 
Federal agencies to agriculture, business, 
financial institutions, minor governmen- 
tal units, and for housing purposes out- 
standing at the end of 1950 amounted 
$7.3. billion. Beyond that, the volume 
of loans for the same purposes as listed 
above which were insured or guaranteed 
by Federal agencies and were outstand 
ing at the end of 1950 amounted to 
$18.2 billion. 

“In addition to direct competition, the 
Federal Government has extended more 
and more influence over life comnany 
investment of a more or less direct 
nature. You are all familiar with the two 
credit control measures exercised by the 
Federal Reserve in the period after the 
Korean outbreak until recently, namelv 
Regulation X and the Voluntary Credit 
Restraint Program. Both of these meas- 
ures exerted control over life comnany 
investments and, although justified bv 
the defense emergency and the upsurge 
of inflation, set the precedent for similar 
action in later periods of not such an 
emergency nature. 

“Beyond Regulation X and the VCR 
Program, the Federal Reserve and the 
Treasury, through their power to influ- 
ence the availability of commercial bank 
reserves, are able to exert a tremendous 
influence on the whole structure of in- 
terest rates and thus upon the return 
life companies realize on their invest- 
ments. 

“In the past few vears the Federal 
Government has used the instrument 
of ‘moral suasion’ with increasing fre- 
quency to influence life company in- 


which the 


vestment decisions. For example, in 
March, 1951, at the time of the ‘accord’ 
between the Treasury and the Federal 
Reserve, both agencies appealed strongly 
to the life companies to exchange their 
holdings of the two longest issues of 
marketable Government bonds for the 
non-marketable 234% bonds which were 
offered at that time. The life compa- 
nies responded to this appeal. by ex- 
changing $2.9 billion out of total hold- 
ings of $3.2 billion. Again, last Feb- 
ruary the Treasury and Federal Reserve 
urged the life companies to invest in 
Government securities to aid in the 
fight against inflation and to help the 
Treasury finance its deficit from non- 
bank sources. Here again the Treasury 
probably had in mind an issue of non- 
marketable bonds; the strategy in re- 
cent years has been to tie up Govern- 
ment securities in savings institutions 
through the issuance of nonmarketable 
bonds to them. At this time the large 
advance investment commitments made 
if impossible to accommodate the Treas- 
ury’s suggestion. A similar situation of 
‘moral suasion’ exists in the housing 
field where the VA and the Senate 
Banking and Currency Committee keep 
constant pressure on the life companies 
to continue heavy purchases of VA 
loans. 

“Recently, during the Patman Com 
mittee hearings on general credit con 
trol and debt management policy, Pro 
Seymour Harris, of Harvard 
University, offered a which 
may foreshadow a new approach to con- 
trol of life company investments. After 
having stated that the heavy liquidation 
in holdings of Government securities by 
life insure ince companies in the postwar 
period failed to ‘reflect an adequate 
sense of responsibility,’ Professor Harris 
argued that there was much to be said 
for requiring financial institutions, in- 
cluding life insurance companies, to hold 
a certain minimum proportion of their 
assets in United States Government se- 


fessc Tr 


suggestion 


curities. The idea of requiring a special 
reserve in Government. securities has 
long been considered in the case of 


commercial banks, but Professor Harris 
was the first to suggest a similar re 
serve for life companies. 

“There has been a great deal of criti- 
cism of life insurance companies for 
their disposal of Government securities 
in the postwar period on the grounds 
that a large part of these securities had 
to be purchased by the Federal Reserve 
System in order to support the market, 
and that these purchases added to com- 
mercial bank reserves and thus fed the 
fires of inflation. Mvy answer to this 
criticism, briefly, is that the basic diffi- 
culty lay not in the sale of Govern 
ments by life companies but in the sup- 
port purchases by the Federal Reserve. 
The Federal Reserve policy of support- 
ing Governments above par invited sales 
of Governments by all nonbank_ in- 
vestors. The inflationary aspect of life 
insurance company disposal of Govern- 
ment securities grew directly out of the 
purchases by the Federal Reserve rather 
than out of the sales by life compa- 
nies. If the Federal Reserve had seri- 
ously tried to reduce these sales it could 
have done so by the procedure finally 
used in March, 1951, namely the aban- 
donment of rigid support of Government 
securities prices. As I pointed out 





O'LEARY 


DR. JAMES J 


earlier, it was perfectly natural for the 
life companies to have followed the in- 
vestment course which they did follow 
in the postwar period. The enormous 
demand for capital funds by business 
and industry and in the housing field, 
in direct response to encouragement by 
Government policy, exceeded the supply 
available from current savings and cre- 
ated great pressure on life companies to 
liquidate Governments in order to meet 
the demand. Moreover, Govern- 
ment economists have argued, the 
solution to inflation in the postwar pe 
riod was to increase industrial output to 
catch up with the war-expanded money 
supply, and life company investments 
have contributed heavily to the 
expansion of output.” 


Problems in the Mortgage Field 


as most 


basic 


postwar 


Discussing problems in the mortgage 
field, Dr. O’Leary said: “In recent 
months I] have noted more and more 
thoughtful concern among the mortgage 
lending officers of life companies about 
the effect of a business recession on 
monthly payments on residential mort- 
gage loans. Those who have indicated 
concern point to the tremendous volume 
of mortgage acquisitions by the life 
companies in the postwar period and 
note that a large part of these mort 
gages are on a low down-payment and 
long maturity basis. Thus, on a large 
part of mortgage holdings, where loans 
have been made at inflated values, the 
amount of principal repaid has not been 
x expressed is 
heavily in 


very great. The concern 


that many mortgagors are 


debt, not only with respect to their 
homes but also with respect to other 
consumer durables, so that a business 
recession of any sizable proportions 
might touch off a serious wave of delin- 
quencies and foreclosures, 

Since much of this feared difficulty 
would undoubtedly center in Federally 


insured and guaranteed mortgages, it 
would seem that the life companies are 
adequately protected i possible 
losses. However, many companies have 
learned by experience that the expenses 
involved in foreclosing an FHA loan 
and obtaining the 244% FHA deben- 
tures are often heavy in some areas of 
the country and cut sharply into the 
vields on FHA mortgages. A factor in 
the picture is a long period of redemp- 
tion under the foreclosure laws of some 
states. Likewise, the limited guarantee 
on VA mortgages may lead to difficul 
ties if a sharp decline in residential real 


against 


estate values should occur. Moreover, 
in the case of conventional mortgage 
loans, both residential and commercial, 
more and more study is being given 
to strengthening reserves against pos- 
sible losses. All of the foregoing should 


not suggest serious worry upon the part 
of mortgage lending officers, but merely 
a recognition that significant problems 


(Continued on Page 4) 
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Welfare Retirement 
Covers Nearly 24,000 


JOHN HANCOCK IS REINSURER 


National Health & Welfare Retirement 
Association Started Seven 
Years Ago 


Approximately 24,000 workers in hos- 
pitals and welfare organizations are par- 
ticipating in the retirement program of 
the National Health and Welfare 
Association it was reported at 


Re- 
tirement 
the annual meeting at Waldorf-Astoria, 
October 30. Henry Bruere is chairman 
and Ralph Blanchard, executive director 
of Community Chests and Councils of 

America, is president. The Association 
was started seven years ago. 

The association’s program is_ rein- 
sured with John Hancock Mutual Life, 
Treasurer Hobart M. McPherson re- 
porting that John Hancock holds re- 
serves of $26,182,153 against contractual 
benefits. 

Benefit Payments 

President Blanchard reported that an- 
nual retirement benefits totaling $317,- 
000 are now being paid out to workers 
who have reached age 65. Since Octo- 
ber, 1945, when the association started 
operations the association has paid out 
$870,000 in death benefits on behalf of 
workers who died. Mr. Blanchard an 
nounced that the association has 
benefit protection in force. of 
$41,000,000. 

Officers of the association 
elected were Gerard Swope, 
chairman; Henry  Bruere, 
Milton H. Glover, vice chairman; 
Blanchard, president; William J. Flather, 
Tr., John O. Stubbs, Mrs. Hibben 
Ziesing, vice presidents; Hobart M. Mc- 
Pherson, vice president and treasurer; 
Tohn H. Hayes, assistant treasurer; 
Homer Wickenden, vice president and 
secretary; Paul E. Mais, vice president 
and comptroller, and Samuel H. Our- 
backer, vice — and field director. 

Joseph D. Gibbon, director of the 
Philadelphia Community Chest and Dr. 
Anthony J. J. Rourke, director of the 
Hospital Council of Greater New York, 
were elected trustees and members of 
the executive committee. Others elected 
as trustee, Class of 1955, are Joseph 
P. Anderson, Henry Bruere, Shelby M 
Harrison, paca M. McPherson, John 
S. Sinclair and Mrs. Hibben Ziesing, of 
New York; George Bugbee, Chicago; 
Walter G Davis, Portland, Me; 
Nicholas H. Dosker, Louisville; A. 
Crawford Greene, San Francisco; Clar 
ence E. Hill, Minneapolis; Sidney Hol 
lander, Baltimore; Peter H. Husch. M 
R. Kneifl and Benjamin M. Loeb of St. 
Louis; Ralph B, Mayo, Denver; C. Whit 
Pfeiffer, Los Angeles; and John O 
Stubbs, Boston. 
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Pacific Mutual’s Production 
Campaign Shows 33% Gain 


Emphasizing the marked — in 
sales which has been experienced by Pa 
cific Mutual Life throughout the current 
year are recent results developed in the 
company’s traditional, field - wide fall 
inter-agency production contest. At the 
end of its fourth week the campaign 
reflects a 33% increase in amount of 
life insurance written as compared with 
the corresponding contest a te in 1951, 
with an almost exactly parallel increase 
in accident and health writings. 

Wayne S. Bishop, sales promotion 
manager, credits the gains to intensive 
promotion on the part of Pacific Mu- 
tual general agents. 


Investment Trends 


(Continued from Page 3) 


may develop in the not-too-distant fu- 
ture. 
Purchaser of Common Stock 

“Another problem which in recent 
years“has received considerable attention 
in the life insurance business has been 
the extent to which, if at all, the com- 
panies should invest in common stocks. 
The biggest factor prompting this ques- 
tion has been the quest for an improved 
over-all rate of return growing out of 
the persistent spread in yields between 
‘blue-chip’ common stocks and high- 
gerade corporate bonds. Other facts of 
lesser significance have been the com- 
petition of such institutions as mutual 
funds and the general public recognition 
of the value of common 
hedge against inflation. 

“Traditionally the life companies have 
been wary about common stock invest- 
ments because of the uncertainty of in- 
come return over the business cycle, 


stocks as a 


as well as the propensity of common 
stock prices to fluctuate and the require- 
ment that stocks be valued at year-end 
market price. As mentioned earlier, this 
latter barrier still remains, so that sub- 
stantial investment in common. stocks 
carries the threat of important changes 
in surplus growing out of swings in the 
stock market. However, more and more 
life companies seem to be moving toward 
a modest investment in common stocks 
on the assumption that they are long- 
term investors and that over the long- 
pull they will receive a satisfactory re- 
eo 

“Tied jn with the question of whether 
to purchase common stocks at all is the 
question of how operation of the stock 
portfolio should be carried out. This has 
led many companies to study the results 
which may be obtained through “dollar- 
averaging’ or the various types of for- 
mula plans. Decision to enter the com- 
mon stock field requires not only a plan 
of operation but also a decision on how 
much should be placed in common stocks 
and whether the portfolio should be run 





The ready acceptance of the Berkshire “Centennial” Accident 
& Health policy — for business and professional men — is the 
result of building into an A & H policy unique features which 
make it exceptionally attractive and saleable. Agents handling 
this quick-selling select risk policy have almost an ‘exclusive’ 
... very few companies have anything to match it. Compare 
the “Centennial” and you'll quickly see why it is outstanding 


as a commission-maker! * 


For Illustration: == 
fi SICKNESS BENEFITS 


Income for total disability for 2 years, confinement not required. 
* Income for total disability thereafter, while confined—even for life. 


* 


ACCIDENT BENEFITS 


% Income while totally disabled — even for life. 
Income for 6 months while partially disabled. 
Dismemberment and Loss of Sight schedule. 
Physicians’ expenses for non-disabling injuries. 
Accidental Death provision. 


OPTIONAL BENEFITS 





Hospital, Surgical and Medical Benefit Riders 
may be included at additional cost. 


THE “CENTENNIAL” IS ONLY ONE OF OUR FIVE VERY ATTRACTIVE A & H POLICIES 


tan nt ate: se t 


BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire General Agent for FREE copies of the 
handy pocket-size Merchandise Chart which lists the — 
unusual sales opportunities offered by this Company. kk 
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Consult With 
The Three Musketeers: 
JOE BACHMAN 
SAM JOHNSON 
CLIFF DALEY 
of the 
Champ Edwards Agency 


551 Fifth Avenue, New York 19, N. Y. 
MUrray Hill 2-7330 











by company staff or by an 
firm specializing 
Restrictiveness of State Laws 

“Still another type of problem which 
has been. a source of concern to life 
company investment officers in the post- 
war years has been the restrictiveness of 
state laws affecting life insurance invest- 
ments. The root of this problem is that 
the process of investment is dynamic 
and ever-changing in response to the 
capital needs of the country. At the 
same time, many state laws affecting life 
company investments were drawn in an 
earlier period in a different climate of 
opinion on investments so that frequent- 
ly today it suddenly develops that the 
law unduly limits perfectly good invest- 
ments by the companies. Examples of 
this restrictiveness are numerous and | 
shall cite only a few. Up until a short 
time ago, for example, New York State 
prohibited the purchase of common 
stocks by companies domiciled in the 
state, and its ‘substantial compliance’ 
provisions held down the common stock 
investments of companies domiciled else- 
where which wished to do business in 
New York. At the present time the New 
York law is hampering the investment 
by many New York companies in Cana- 
dian municipal and industrial bonds, as 
well as mortgages, This grows out of the 
fact that although the law permits a 
company to invest up to 10% of its 
assets in Canadian dominion and provin- 
cial bonds, it limits the investment in 
other Canadian out! lets, such as munici- 
pal and industrial bonds and mortgages, 
to 150% of the life insurance reserve 
liabilities which the company has in 
Canada. For those companies which 
have large reserve liabilities in Canada 
there is presently no real problem, but 
for others the law is unduly restrictive 
in view of the great industrial devel- 
opment which is taking place in Canada 
and the attractive investment opportuni- 
ties to be found there. Finally, one other 
example of restrictiveness is the provi- 
sion of the New York law which pro- 
hibits investment in unincorporated 
business concerns and thereby places a 
barrier in the way of life company 
investing in 


outside 
in stock investment. 


smaller. business concerns.” 


1. ey Geshead apa iggg 

Joseph E. Garland, Farmville, Va., re- 
cently observed his 40th anniversary as a 
general agent of Pacific Mutual Life. 

In the early years of his career Mr. 
Garland was associated with the late 
E. Scott Martin, and in 1912, as Gar- 
land and Martin, Virginia state man- 
agers, the two founded the organization 
that later grew to be one of the largest 
in Pacific Mutual’s coast-to-coast net- 
work of general agencies. Since the 
death of Mr. Martin in 1934, Mr. Gar- 
land has carried on as head of the or- 
ganization. 

In addition to the outstanding role he 
has filled in insurance circles for the 
past four decades, Mr. Garland is promi- 
nently identified with business, social 
and philanthropic activities. 





Are You on the Right Track? 
Are You Heading inthe Right Direction? 


W. CLEMENT STONE, President 
of the Combined Group 





You Will Be....I1f You 


HEARTHSTONE INSURANCE CO. OF MASS. 
120 Boylston Street Boston 16, Mass. 


Represent — 


COMBINED INSURANCE CO. 
5316 Sheridan Road 


COMBINED AMERICAN INSURANCE CO. 
2817 Maple Avenue Dalles 4, Tex. 


OF AMERICA 
Chicago 40, Ill. 
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New Organization to Assist Life 


Companies in A. & H. Development 


W. B. Hulse, President; Howard Dana Shaw, Executive Vice 
President and Mark Kormes Consulting Actuary 


Announcement is being made to life 
insurance companies of the formation 
of a nationwide service to work with 
them in the establishment or expansion 
of an accident and health program. The 
Life and Accident Management Organi- 
gation has been incorporated in New 
Jersey. Its offices are in Ocean City, 
N. J. 

Providing 


both operating and con- 


sultative services, LAMO represents an 
expansion of the work in which Willis 
Jarton Hulse, president of the new cor- 
por ition, has been engaged for 25 years, 
in coordination with an executive staff 





MARK KORMES 


of technical specialists in insurance man- 
agement problems. 

To both life and casualty companies, 
the new organization offers two types 
of assistance: (1) a comprehensive pro- 
gram in which LAMO provides detailed 
engineering guidance in setting up an 
accident and health department, or de- 
veloping an existing department, in co- 
operation with a company’s executive 
management; and (2) various individual 
services separately from a comprehen- 
Sive program. 

A brochure explaining how the organ- 
ization works, and detailing the 19 serv- 
ices comprising their plan of operation, 
is currently being mailed to top execu- 
tives in life companies. 

25 Years of Specialized Experience 


Mr. Hulse has been actively identi- 
fied in the field of accident and health 
for 25 years. He entered the business 
in 1927 with the Aetna Life and ob- 
tained his early training and experience 
in the home office of that company. In 
1936 he joined the Ocean Accident as 
Manager and underwriter of the com- 
mercial accident and health department 
in the New York branch. He later 
joined the Continental Casualty as 
branch office manager of the disability 
division with headquarters in Boston, 
and Subsequently served as eastern su- 
Pervisor of agents of the commercial 
department in New York. 

In 1941 Mr. Hulse joined the Ameri- 
can Mutual Liability of Boston where 
he organized an accident and health 
department, designed its policy equip- 
ment, and formed and trained its acci- 
dent and health force. He later was 





associated with the Manufacturers Casu- 
alty Co. For the past seven years he 
has been in establishment and expan- 
sion of both life and accident and health 
departments for various companies in 
the east on the executive administrative 


level. 
Other Officers 

Elected executive vice president and 
a director of the new organization was 
Howard Dana Shaw who possesses a 
background of 20 years in insurance 
sales promotion. Since 1943 Mr. Shaw 
has conducted his own business in 
Philadelphia serving predominantly life 
companies in various agency problems 
with considerable success, and he is 
regarded as well qualified for the ad- 
ministrative post he assumes in LAMO. 
Mr. Shaw’s client roster includes such 
companies as Berkshire Life, California- 
Western States, Connecticut Mutual, 
Girard Life, Mutual Benefit Life, New 
York Life, Reliance Life and State Mu- 
tual. 

Consulting actuary of LAMO is M: irk 
Kormes, who is a Fellow of the Casu- 
alty Actuariz il Society and a member of 
the American Mathematical Society and 
the American Statistical Association. 
He is author of many papers on mathe- 
matical and statistical subjects as they 
apply to insurance actuarial problems, 
and since 1940 has been in private prac- 
tice as a consulting actuary for clients 
in the United States, Central and South 
America. 

Alfred R. Smith, Jr.. a commercial 
artist with experience in insurance pro- 


















HOWARD DANA SHAW 


motional work, is vice president and art 
director and will devote his efforts to 
the over-all planning and_ production 
problems of this department. Mr. Smith 
is a graduate of the Pennsylvania Mu- 
seum School of Art and has a back- 
ground of work as a teacher, advertis- 
ing artist and art director. Besides his 
insurance activities, he has done special 
promotional work for such organizations 
as Gimbel Brothers, Bell Telephone and 
Curtis publications. 


Purpose of New Corporation 


“The purpose of our enlarged scope 
of service as represented i in the new cor- 
poration,” says Mr. Hulse, “is to provide, 
under one roof, every needed detail of 
a complete over-all program for inaug- 
urating or expanding an accident and 
health operation in coordination with 








BROKERAGE 


years. 


man. 


confidence. 





Wanted | 
| 


ONE of NEW YORK’S LARGEST and OLDEST 
AGENCIES is looking for a replacement of one of 
its present brokerage supervisors who is resign- 
ing to devote his full time to personal production. 
Agency and Company enjoy highest reputation, 
doing an outstanding brokerage business for many 


| 
This is a marvelous opportunity for the right | 
Compensation—salary-plus basis. | 

| 


While we hope the man selected will have con- | 
tacts of his own, we will turn over to him a sub- 
stantial number of existing accounts. 


Write Box 2127, The Eastern Underwriter, 
93-99 Nassau Street, New York 38, N. Y. 
age, qualifications, experience in the job, ete. Your 
letter and resulting interview will be treated in 


SUPERVISOR 


State 




















W. B. HULSE 


top management. The service is com- 
pletely flexible, however, and will be 
tailored to fit individual company needs 
in all cases. 

“We will not attempt to sell a com- 
pany on accident and health, and we 
have no cut-and-dried formula for those 
already sold on it. 

“Our assistance will begin with the 
all-important question of whether a 
company should enter accident and 
health. Where indications are negative, 
we will not propose our further serv- 
ices. 

“When a life insurance company un- 
dertakes to integrate into its frame- 
work a type of insurance that in many 
ways is foreign to it, it pays to make 
the right decisions and lay the right 
groundwork. Our group of specialists 
aims to be of substantial assistance in 
showing the way through all the neces- 
sary steps and in aciually setting up 
methods and materials.” 

Among the 19 “service sections” that 
comprise LAMO’s inclusive program, 
some of which are available individually 

as enumerated in the announcement 
brochure—are these requirements: Anal- 
ysis, procedural planning, policy drafting, 
premium calculation, manuals (of pro- 
cedures, rates, classifications), sales 
training, direct mail lead system, sales 
aids, recruiting, publicity and advertis- 
ing, and policyholder relations. 

L. Carlton Smith has been elected sec- 
retary and treasurer and a director, 
Franklin A. King, general counsel and a 
director, and William Spencer Anderson 
a director. 


Hancock Makes R. B. Miner 
Manager City Mortgages 


Mutual Life has ap- 
pointed Reginald B. Miner, manager of 
the City Mortgage department. 

Mr. Miner, who holds degrees from 
both Dartmouth College and the Massa- 
chusetts Institute of Technology, has 
been with the John Hancock for 24 
years. Before his promotion, he was as- 
sistant manager of the City Mortgage 
department. 


John Hancock 


Vivian Anderson Plaque 

The Ohio Life Underwriters Associa- 
tion has presented to C. Vivian Ander- 
son, CLU, Provident Mutual Life, Cin- 
cinnati, and former president of National 
Association of Life Underwriters, a 
plaque “for distinguished and meritorious 
service to the institution of life insur- 
ance in Ohio and throughout the nation. 
Through his inspired leadership, his un- 
selfish devotion and a lifetime of service 
to the profession over and beyond the 
call of duty the institution of life insur- 
ance has grown in stature and its service 
to the public has increased notably,” the 
plaque reads. 
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Peter A. Peyser Concentrates on 


Young Men Who Are Successful 


Associate General Agent for Manhattan Life Develops This 
Business Through Personal Contacts and Referred Leads; 


Clientele’s Programs Keep 
The Percy A. Peyser agency of Man- 
hattan Life, 140 West 57th Street, New 
York, last week celebrated its 12th anni- 
versary. Another anniversary observed 
was that of Peter A. 
general agent, who completed his sixth 


Peyser, associate 


year in the life insurance business. 
Peter A. Peyser began his life insurance 
career as an Manhattan Life, 
following his discharge from the Army 
in 1940, 
attended Colgate University, graduating 
in 1942 with a B.A. degree. At 


he was a member of Phi Kappa Psi and 


agent for 
Prior to entering the service he 
Colgate 
was on the varsity hockey team of 1941- 


42, which 
the university 


was the only team in the his- 


tory of that finished the 
season undefeated, posting sixteen con- 
He was also a member of 


secutive wins. 
the varsity tennis team. 


Concentrates on Young Men 








Since entering the business Peter A. 
Peyser has built a_ sizable production 
volume by concentrating on young suc 
cessful men and young men who have 
the poter lities tor future success. Al- 
though he does not devote his efforts 
exclusively to this particular age range, 
the bulk of his clientele is composed of 
men in his own age bracket. This has 
proven to be a most desirable field, as 
the amount of insurance on each individ- 
ual increases as his progress in business 
grows. It also represents high quality 
business, has an extremely low lapse 
ratio, and de tions are almost non 


develops most of 


contacts 





existent. Mr. ; 
this business through personal 
and referred leads 

During World War II, Peter A. Pey- 
overseas with the 99th In- 
participated in the 
and the Battle of 
He is at the pres- 
the 107th Infantry, 
National Guard, Seventh 


ser served 
fantry Division. He 
Battle of the Bulge 


the Ramagen Bridge 


New York 
Regiment 
During the past three years Mr. Pey- 
been among the leading pro- 
ducers of the company and has quali 
fied every year for the Manhattan Club, 
top production club of the company. 
Active in life underwriter association 
activities, Mr. Peyser has also completed 
the course in agency management of 
the Life Insurance Agency Management 
Association. He is one of the founding 
members and has served on the board 
of directors of the Colgate Club of New 
York at 4 West Forty-third Street. A 
resident of Westchester County, he is a 
member of Ardsley Country Club, Ards- 
ley on the Hudson. Mr. Peyser’s wife, 
Marguerite, who is a professional artist, 
recently finished a series of water colors 
of French provincial scenes for New 
York’s prominent French restaurant, 
Chateau Briand, on Fifty-fourth Street. 
At the 
water colors for a 
restaurant. Mrs. 


ser has 


time she is doing some 
New Orleans French 
Peyser also does the 
art work for the current ad- 
vertisements being so effectively used 
by the Peyser Agency, in some of the 
trade publications. Mr. and Mrs. Peyser 


present 


series of 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








Up With Business Progress 


have one daughter, Penny, 20 months 
old and are expecting a new addition in 
December. 
Agency 12 Years Old 

The Peyser Agency was organized 
from scratch 12 years ago by Percy A. 
Peyser, and since that time has made 
consistent production increases. Since 
locating at its present headquarters at 
140 West Fifty-seventh Street, on the 
ground floor of a studio apartment build- 


ing, gains have been registered each 
month over the corresponding month 
of the previous year. The Peyser 


Agency, which also does a_ substantial 
pension trust business, is among the 
leading agencies of the company. In- 
creases have also been recorded in an- 
nual premiums. 

The agency’s progress is very impres- 
sive in as much as the father and son 
combination constitute the only full-time 
i Percy A. Peyser attributes 
the organization’s success to 


writers. 
much of 


cies 





PETER A, PEYSER 


the excellent service and intimate han- 
dling of all cases submitted by brokers 
and surplus writers. It is also the 
agency's practice to cooperate whole- 
heartedly with the home office under- 
writing department by presenting the 
facts on each case in detail, which 
speeds up home office action. 








', 
One of the fastest growing 























*One reason: Memo #59 


Reducing mortgage protection to 
age 70! Issue ages 20-60; periods 
10-30 years; termination age to 70; 
substandard to Class “C” (175% ); odd 
year plans; low premium rates! 


life insurance companies 
in America! 












Postal Life was one of the first to offer reducing term 
without a basic policy. For all the facts—ask for Postal’s 


Memo #59! 


*For the reasons that will interest YOU most, write— 


Roy A. Foan 


Vice President and Director of Agencies 


POSTAL LIFE INSURANCE COMPANY 


541 


FIFTH AVENUE, NEW YORK 











EXCELLENT LOCATION FOR 


COMPANY 
FUNCTIONS 


OF EVERY KIND 


Private rooms for 10 to 3000. 

Wonderful values! 5 min.from 

downtown N.Y. Clark St. sta. 

7th Ave. IRT sub. in hotel. 
MAin 4-5000. 


sore. ST.GEORGE 


Clark St., Brooklyn 
N.H. Free, Mgr. CC. R. Maison, Bat. Mar. 
BING & BING, Inc., Management 











U. S. Life Licensed in 
State of Washington 


United States Life has been licensed 
in the state of Washington, according 
to an announcement by R. W. Staton, 
superintendent of agencies. 

“Adding the state of Washington to 
Oregon and California means _ that 
United States Life now covers the en- 
tire west coast area,” said Mr. Staton. 
“General agencies will soon be developed 
in this state.” 

U. S. Life, tenth oldest life insurance 
company in the country, has had its 
greatest growth in the past ten years. 
Within the last several months six 
states have been added to the company’s 
list of licensed states; Washington now 
makes the seventh. 

U. S. Life is now among the top 10% 
of life companies in terms of insurance 
in force and offers a complete portfolio 
of life, Group and accident and health 
plans. The home office is located at 84 
William Street, New York City. 


J. F. Garland Gen’! Agent 
In Phila. for Minn. Mutual 


Minnesota Mutual Life announces the 
appointment of Joseph F. Garland as 
general agent in Philadelphia, as_ of 
November 1. Mr. Garland brings to 
Minnesota Mutual a wide knowledge of 
life insurance selling and sales manage- 
ment acquired in 28 years of experience 
in the life insurance business. 

Previous to joining Mirnesota Mu- 
tual, Mr. Garland was life insurance su- 
pervisor with the Philadelphia Home 
Office Agency of Penn Mutual Life for 
the past five years. In this capacity he 
was in charge of hiring, training and 
supervising new men. 

Mr. Garland’s extensive life insurance 
career dates back to 1924 when he first 
joined Penn Mutual as a clerk in its 
premium collection department. Since 
then his rise to life insurance supervisor 
was preceded by positions as life under- 
writer of the prospect bureau. 

Well known in Philadelphia insurance 
circles, Mr. Garland is director of the 
Insurance Club of Philadelphia and a 
member of the Philadelphia Association 
of Life Underwriters as well as_ its 
General Agents and Managers Section. 
He attended the University of Pennsyl- 
vania and Temple University. In 1946, 
1947 and 1948, he qualified for the 
National Quality Award. 





HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
OMAHA 


INDIANAPOLIS 
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HERE 19 A 
CHRISTMAS GIFT IDEA 
FOR YOUR EMPLOYEES 
THAT WH ALSO 8& GOOD 
FOR YOUR BUSINESS 


According to a Fortune Magazine Survey,* business executives spend 
more than $250,000,000 annually on business gifts. The peak months when 
business gifts are selected are November and December. 


Over a third of U.S. business firms give Christmas gifts to employees. 


The business man not only plans his gift activities in advance but regards 
the practice of gift-giving as an important part of his public relations. 


The survey points out that tops on ihe list, and duplicated year after year, 
are such items as food products, liquor, and perfumes. 


Since these are the facts, why not encourage executives to give employees 
a more lasting gift —- GROUP INSURANCE. It demonstrates a keen interest in his 
employees’ well-being, and it is a gift which lasts the whole year ‘round. 


Here is a gift that for employees means greater security and peace of 
mind .. . for the executive reduced employee turnover, increased production, and 
the reputation of having his company known as ‘‘A Good Place To Work.”’ 


*A survey taken by the Fortune Magazine Commercial Research Department. 


Write for free copy of form G-257 . . “Group Insurance As a Christmas Gift.” 


NEW YORK LIFE INSURANCE COMPANY 


5S] MADISON AVENUE, NEW YORK 120;°N 27. 
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Paul S. Ranck Retiring at End of Year 


Chairman of Charles B. Knight Agency, Union Central, With 


That Company 39 Years; Agents Start Campaign in His 


Paul S. Ranck, chairman and _ treas- 
urer, of Charles B. Knight, Inc., gen- 
eral agents of Union Central Greater 
New York, and one of the outstanding 
United States, 
year. In 


gency executives in 
will retire at the end of the 
recognition of their regard for him the 
wents will conduct a campaign during 
November and December, 
goal of $6,000,000 has been 


months of 


for which a 


set. In charge of the campaign is 
this committee: Sam Sitomer and Joe 
Minden, co-chairmen; Charles Blatch- 
lev, Edward Sweedler, D. H. Ward, 


Sidney Wolkenberg and Fred Notari. 

The full time men in the agency has 
been divided into six teams and a mini- 
mum of $39,000 production for the 39 


working days has been set for each field 





the goal will be reached is 


man. 
evidenced as it was stated at a meeting 
n the Union Central’s agency Monday 


Barton, 
to $1,000,000 in appli- 


ly been 


by Charles N. president of the 
agency, that close 
cations had alreac written al- 
though 


nouncement” 


there had been no “official an- 
of the retirement until Mr. 


Monday 


Through 


Ranck told about it at the 


morning meeting of the agency. 


the grapevine, however, general agents 
and managers of the company through- 


heard that Mr. 


Ranck was to retire and telegrams and 


out the country had 
good wishes were received in New York 
from agency heads of the company living 
in Minneapolis, Dayton, Oakland, Cin- 
cinnati, Memphis, Nashville, Los An- 
geles, Houston, San Francisco, Oklahoma 
City, Louisville, St. Louis, Syracuse, 
ve San Antonio, Kansas City, Man- 
hester, N. H., Philadelphia, and some 
other cities. In his telegram Paul Hom- 
meyer, manager at Minneapolis, de- 
scribed Mr. Ranck as a man who “for 
years has been a silent partner of the 
Union Central’s field men in Greater 
New York.” 

Has More Than $300,000,000 in Force 


The Charles B. Knight Agency has 
more than $300,000,000 insurance in force 
and last year paid for $23,000,000. In 
addition to Messrs. Ranck and Barton 
the key executives of the agency are 
Hubert E. Davis and Maurice Ziff, vice 
presidents; Earl] H. Whitney, Group 
manager; Hugh White (cashier) and 
James D. Banks, CLU, assistant man- 
agers; Paul Goodman, unit manager, 
and Henry Lake, supervisor. Mr. Davis 
is in charge of educational activities 
and Mr. Ziff of underwriting of risks. 

On January 15 at the Waldorf-Astoria 
a dinner to Mr. Ranck will be given 
by the Union Central with an expected 
attendance of 250 including 
some officers of the company, agents and 
brokers dealing with the agency, wives 
and members of the agency’s staff. 


Career of Mr. Ranck 


Ranck was brought up on a 
father who had become a 
milk dealer in Philadelphia took out a 
20-Year Endowment policy in The Pru- 
dential on Paul’s life and when he quit 
business and returned to the farm he 
cautioned Paul to keep the policy in 
force. “You will always find it a great 
asset,” he said, “and it will teach you 
how to save.” Paul went to work for 
a Philadelphia bank. One day in mailing 
a premium to The Prudential Mr. 
Ranck asked the company if it would 
be interested in his becoming one of 
its agents. The Prudential sent the let- 
ter to Charles Knight, then its Phila- 








persons, 


Paul S 
farm. His 






delphia manager who put Ranck on as 


Honor for $6,000,000 Production This Mo. & Dec. 


PAUL S. RANCK 


an agent. That was in 1908 and the 
former farm boy eventually became a 
leading producer for that company. 
Mr. Knight was appointed general 
agent of Union Central for Greater New 
York in 1914 and when he arrived here 
he brought along with him Walter E. 
Barton and Mr. Ranck. Both became 
assistant managers of the agency. Ranck 
was elected secretary-treasurer of the 
agency in 1930 when it was incorpo- 
rated and he became vice president and 
treasurer in 1934. When Charles B. 
Knight died that year Walter E. Bar- 
ton became president and Ranck became 
vice president and treasurer. Walter 
E. Barton died in 1948 and Mr. Ranck 
succeeded him as president and treas- 
urer. Charles N. Barton, who was then 
elected vice president of the agency 
became president in January, 1952, at 
which time Mr. Ranck became chairman. 
Mr. Ranck is a trustee of the Broad- 
way Savings Bank and is chara in of 
its executive committee. He is a mem- 
ber of the Greater New York Managers 
Round Table and also is a member of the 
Life Managers Association of New York. 
Active for years in Life Underwriters 
Association of City of New York he 
was chairman of its finance committee 
for a number of years. At time of his 
appointment to that post the Association 
was in the red. He soon got it into the 
black. Also, he served on that associa- 
tion’s law and legislative committee. He 
is a member of Chamber oe Commerce 
of State of New York and of the New- 
comen Societ His home ei in Pelham 


Manor, N. Y. 





FEDERAL LIFE CONVENTION 


R. L. Hogg, Frank P. Sanford and M. F. 
Browne Will Be Among Its Speak- 
ers; Spencer R. Keare to Preside 
The Federal Life will hold its 33rd 
country-wide convention at Sherry Fron- 
tenac Hotel, Miami Beach, Florida, No- 
vember 9-14. Those attending will 
include ali qualifiers for the Managers 
Club, Federal Life Club and Inner Cir- 
cle. Spencer R. Keare, executive vice 

president, will preside. 

Speakers will include Robert L. Hogg, 
executive vice president and _ general 
counsel, American Life Convention; 
Frank P. Sanford, president, Liberty 
National; and M. F. Browne, agency 
vice president, Occidental Life of North 
Carolina, and one of the chief humor- 
ists of the business life insurance busi- 
ness. President of company is L. 
Cavanaugh. 












Companies Use Movies to Help Agents 


Some Dialogue From New York Life’s “Tailor-Made Dollars” 
Numerous Other Movies Play Up the 


In helping the agent sell insurance a 
of motion pictures have been 
made in the industry. One of the first 
was called, “Yours Truly, Ed Graham.” 
He was a model agent. Three made un- 
der the direction of Institute of Life 
Insurance are “For Some Must Watch,” 
“Search for Security” and “The Ameri- 
can Portrait.” 

Two of the most effective from stand- 


number 


point of selling life insurance as a career 
and salesmanship itself are the New 
York Life’s “Tailor-Made Dollars” and 
“Strictly Business.” The dollars picture 
was originally designed as a_ training 
film which takes the audience behind the 
scenes of the sale and for that reason 
was not intended as a picture for the 
public. The film, however, has gone par- 
ticularly well with college audiences, 
particularly among upper classrfen in 
business administration and salesman- 
ship. The New York Life will loan the 
film to any life insurance organization 
or any audience predisposed to salesman- 
ship and life insurance. “Strictly Busi- 
ness” deals with sale of business insur- 
ance. 
“Tailor-Made Dollars” 

Theme of “Tailor Made Dollars” is 
planned security. In the beginning of 
the film Agent Fred Davis of New York 
Life has just completed a planned se- 
curity program for Stephen King. As a 
result of King’s appreciation of the serv- 
ice rendered and the good will dev eloped 
in King’ s mind the agent succeeds in ob- 
taining information from King of an- 
other prospect John D. Miller. This 
method of securing a new prospect or 
aualifving a new name comes under the 
heading of “endless chain” or “center of 
influence” prospecting. 

Agent Davis has called Miller, the 
prosnect, on the telephone and goes out 
to his house and sees him and his wife 
after the children have been put to bed. 
The Millers have agreed among them- 
selves that they are not going to buv life 
insurance, but are curious and will listen 
ant of courtesy to their common friend, 
King, 

The movie then demonstrates how the 
Millers were shown why they did not 
have enough insurance, what needs they 
especially thought were imperative for 
them to have and why their program al- 
ready purchased did not fill the bill. 
They had not considered what would 
happen to their family in case of death 
of Mr. and Mrs. Miller in an automobile 
accident, whether the policies gave the 
beneficiaries the protection of a modern 
spendthrift clause, and various other 
points were brought out. But the Millers 
insisted that while they wanted the pro- 
gram which Agent Davis suggested it 
was beyond their reach. 


The Closing Interview 


It looked as if the fact finding inter- 
views would conclude with nothing but 
an acknowledgment of facts, and that 
the Millers would not, be able to buy 
more insurance, but Davis returned to 
the Millers home and made the close. 
Here’s the way he did it. 

Davis: Getting back to your problem 

—after trying a number of arrangements 
I’ve worked out a plan I think you both 
will like. It seems to me to fit in per- 
fectly with objectives as you have given 
them to me. 

Miller: After you were here I realized 
my insurance might need some rearrang- 
ing so we'd have all those features you 
mentioned. 

Davis: When I was here a week ago 
you gave me considerable personal and 
confidential information regarding your- 
self and your desires for your family. 





Agent or Tell How He Closes 









Scene From Film “Tailor-Made Dollars” 


You both set up various minimum lump 
sum and monthly income needs which 
you wanted your life insurance to cover 
in event of your death, or for Mrs. 
Miller and yourself at retirement age 

Miller: You mean arranging so much 
a month for Mrs. Miller and the chil- 
dren and for a college fund, etc. ? 

Davis: Exactly. Perhaps the best way 
to start would be to review exactly w hat 
you and Mrs. Miller agreed these mini- 
mum amounts should be. (Turns to Mrs. 
Miller and continues.) You will remem- 
ber you agreed that if anything were to 
happen to your husband you felt that a 
$5,000 Clearance Fund was necessary— 
with any balance not needed for that 
purpose to be kept as a future emer- 
gency fund. That’s right? 

Mrs. Miller: Yes, I don’t see how it 


could be any smaller. 
Repeats the Needs 


Davis: Then you felt that there should 
be provision to cover the balance of the 
mortgage in which the insurance de- 
creases as the mortgage balance de- 
creases. And then you agreed that Mrs. 
Miller would need a miniinum of at 
least $300 a month for two years to ad- 
iust herself to living without your earn- 
ings. Then this would be reduced to 
$200 a month thereafter until your 
daughter reached age 18. From that 
point on Mrs. Miller would receive $100 
a month for life. 

Mrs. Miller: That $100 a month would 
start when Sue is 18? 

Davis: Yes. Then there was also a 
provision to guarantee necessary college 
funds of $75 a month, 10 months each 
year for four years for each child as 
soon as they finish high school, with an 
extra $100 payable twice each year for 
extra or special expenses. Then assuming 
that you live, you also wanted your in- 
surance to provide a minimum of $200 a 
month for yourself and Mr. Miller for a 
retirement income starting at age 65. 

Miller: That sounds about right as I 
remember it. 


Rearranging Present Insurance 


Davis: Fortunately, your present in- 
surance will go a Jong way toward ac- 
complishing these objectives. By arrang- 
ing your present insurance so as to take 
advantage of the older and more favor- 
able settlement options, the total amount 


(Continued on Page 13) 
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- ARTHRITIS 
rs” 

Today the outlook for most people with The little finger illustrates the en- ination is needed. Only in this way can 
ich arthritis—particularly those affected larged ends of bones and the diminished an exact diagnosis be made and treat- 
ver by the rheumatoid type—is encourag- joint spaces caused by osteoarthritis. ment outlined to meet the patient’s 
Irs. ing. This is because medical research It is primarily the result of aging and individual needs. 

a has uncovered new facts about this generally does not cause severe crip- There is no known cure as yet for 
hil- disease, and provided more effective pling. rheumatoid arthritis. Medical authori- 
drugs for its treatment. ties believe that standard treatment — 
ay Such advances are heartening be- : = if continued persistently—can prevent 
hat cause the arthritic diseases are not only Safeguards against Arthritis serious complications in 70 percent of 
ni- 2 ea A : 
wae widespread but are second in disabling 1. Keep your weight at normal, or below. cases, and even completely relieve the 
m- effect among all diseases in the United 2. Bate heluneed Golly diet, and got painful symptoms in many cases. 1 his 
to States. In fact, the Public Health treatment includes rest, good nutrition, 
ta . plenty of rest and sleep. as j h Bs Ess 
: Service recently reported that more physical therapy, and other measures. 
iat than 10 million people in our country Sannin Good poms. To help prevent arthritis—or lessen 
>r- have some form of this disease. 4. Develop a calm mental outlook. the effects if it should occur—one should 
t In the sketch above, some basic 5. Have regular medical and dental not neglect seeing the doctor whenever 
facts about the two most common check-ups. persistent pain occurs in any joint. 
forms of chronic arthritis—rheumatoid Moreover, it is most important for the 
arthritis and osteoarthritis—are illus- patient to realize that relief from any 
- trated. The joint-swelling, which is Doctors do not consider rheumatoid type of arthritis depends largely on 
characteristic of early rheumatoid arth- arthritis simply a disease of the joints. close and faithful cooperation with the 
lee ritis, is shown on the index finger. Since They say that the person who has this doctor in all phases of treatment. 
rs. the joint itself is not damaged, prompt condition generally shows signs of dis- Above all, arthritic patients should 
rh treatment may bring complete relief. ease of the entire body. This may be take an optimistic attitude toward this 
n- The effects of advanced rheumatoid evidenced by loss of weight, fatigue, disease, because worry and mental 
to arthritis are shown on the third finger. anemia, infection, emotional upsets, strain may intensify symptoms. Today 
ur Here an overgrowth of bone has caused nutritional deficiencies, and sometimes it is reassuring to know that the great 
0 a complete stiffening of the joint. Even by other more serious conditions. majority of arthritis cases can be greatly 
at this stage, however, patients can Whenever signs of rheumatoid ar- helped. 
ld often be helped. thritis occur, a thorough physical exam- 
a 
xe 
*h COPYRIGHT 1952—-METROPOLITAN LIFE INSURANCE COMPANY 
aS This advertisement is one of a continuing series 
in sponsored by Metropolitan in the interest of our 
or m “s national health and welfare. It is appearing in 
Teg Metropolitan Life Insurance Company two colors in magazines with a total circulation 
‘= in excess of 32,000,000 including Collier’s, Time, 
a (A MUTUAL COMPANY) Newsweek, Saturday Evening Post, Ladies’ Home 
4 Journal, Good Housekeeping, Cosmopolitan, 
1 Madison Avenue, New York 10, N. Y. McCall's, American Magazine, Woman’s Home 
Companion, National Geographic. 
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Companies Lagging in 
Growth Under Sec. 213 


SPENCER McCARTY TELLS GROUP 


Atlantic Alumni Holds Two-Day Man- 
agement Conference; J. D. Marsh 
Elected President 


McCarty, an 
compensation and Section 213, told the 
Atlantic Manage- 
Conference 


Spencer authority on 
Association’s 
ment that life 
companies operating under Section 213 
fall the 
panies which did not operate in 
York State in the matter of new 


Alumni 
insurance 


com- 
New 


busi- 


were tending to behind 


ness and insurance in force. 
Mr. McCarty, chairman of the Com- 
NALU and 


Albany, was 


mittee on Compensation of 
Provident Mutual agent in 
the closing speaker on the panel discuss- 
compensation adequate and 
Other members of the panel 
were Laurence S. Morrison, research 
consultant, Agency Management Asso- 
ciation; Vincent B. Coffin, CLU, senior 
vice president, Connecticut Mutual; 
Frederick D. Russell, president, Security 
Mutual. 

John D. Marsh, 


ing “Is 


equitable ?” 


CLU, general agent 
in Washington, D. C., for Lincoln Na- 
tional, presided at the opening 
on Thursday, October 23, at the West- 
chester Country Club. More than 100 
general agents and managers who are 
graduates of the Agency Management 
Association’s schools in agency manage- 
ment attended the meeting. Greetings 
were extended by Herbert W. Florer, 
president of the Association and Gen- 
eral Agent in Boston for Aetna Life. 


session 


Cites Growth of Two Groups 


Mr. McCarty said that statements de 
claring life insurance companies were 
thriving under Section 213 should be 
examined more carefully. In 1941, he 
pointed out, $4 billion of new life insur- 
ance was produced by “non-213 com- 
panies and $8.5 billion by companies 
operating under 213. Last vear, the non- 
213 companies had gone up to $12 bil- 
lion and New York supervised compa- 
nies were only up to $18 billion. One 
tripled while the other doubled.” 

Mr. McCarty declared that the deep- 
est glide had occurred in the last four 
years. He presented the following fig- 
ures showing the percentage of United 
States Ordinary business which was is- 
sued by companies operating under Sec- 
tion 213: 1931, 73%; 1941, 67%; 1951, 
60%. 

A similar trend is noticeable for the 
same vears in the trend of insurance in 
force between companies operating un- 
der 213 and those companies which do 
not. “This trend of the non-213 com- 
panies’ progress, if continued another 
10 years, will exceed the New York 
State controlled companies,” Mr. Mc- 
Carty stated. “Maybe it will occur 
sooner. 

“So, for those who uphold the ade 
quacy of Section 213 and are proud of 
its accomplishments to the point of no 
substantial change, are they willing to 
answer that it has not retarded the 
growth of New York controlled compa- 
nies?” 

M. Roos Wallis, CLU, general agent 
of Equitable of Towa, Philadelphia, pre- 
sided at the Friday morning session 
which was devoted to: “Reexamination 
of the job of selling life insurance.” 
The participants included William T. 
Beadles, dean, Illinois Wesleyan Uni- 
versitv; Dr. Karl W. H. Scholz, profes- 
sor of economics, University of Penn- 
sylvania; A. C. F. Finkbiner, Jr., gen- 
eral agent, Northwestern Mutual, Phila- 
delphia; and Carr Purser, general agent, 
Penn Mutual, New York. 


Better Education Needed 


A new face on the life insurance 
speaking circuit, Dean Beadles presented 
a challenging picture to the agents, gen- 
eral agents and managers in the field of 
agent education and training. Dean 
Beadles pioneered the introduction of 


life insurance courses in his university 
and has long been active in CLU teach- 
ing and administrative work. He is a 
staunch and forceful believer in life 
insurance education at the college level. 

“If my students ask me for advice 
as between selling life insurance and 
property insurance, I have to tell them 
that the prospects are better in prop- 
erty insurance,” Dean Beadles said. 
“This is so largely because of the su- 
perior education and training which are 
currently being given to the people who 
enter that field. 

“It hurts me to say that to these 
students, but I do believe it. After all, 
I have dedicated most of my life to life 
insurance education.” 

Dean Beadles said that he would pre- 
fer to have his good students go into 
life insurance selling rather than any 
other work. He tells them that they 
can get more personal satisfaction from 
selling life insurance than anything else. 
“But if they ask me specifically to com- 
pare their opportunities for personal ad- 
vancement between life insurance and 
other selling, then I have to slow down 
and if | am honest, I tell them that the 
greater opportunities are elsewhere in 
view of the fact that most other busi- 
nesses train and educate their new peo- 
ple better than does the life insurance 
industry.” 

Dean Beadles also said that one rea- 


son why the life insurance business was 
not getting the top people from college 
graduating classes was that the young 
men were simply too smart to accept 
the high probability of failure which 
accompanies them out into the life in- 
surance selling field without adequate 
training. 
Finkbiner a Speaker 


Another new personality who was an 
instant hit with the audience was Mr. 
Finkbiner, youthful life member of the 
Million Dollar Round Table. He has 
sold a million of life insurance a year 
in his five years in the business. 

Fear, said Mr. Finkbiner, is the sales- 
man’s greatest enemy. Courage, he 
added, is the most important quality a 
salesman must possess. He told the au- 
dience that they had a responsibility to 
their new agents to help them over the 
fearful stage of developing into a suc- 
cessful life underwriter. “The difference 
between a $300,000 agent and a million 
dollar producer is usually the general 
agent,” Mr. Finkbiner said. 

The speaker urged the general agent 
to keep ahead of his agents’ education; 
help the agent keep solvent; discourage 
indebtedness to the general agent; be a 
good example to the agent; be available 
when the agent needs him. “It may be 
interesting to you to know that your 
agents are unhappy about the time you 


Wins Trip to Sweden 

A round trip to Sweden via Scan. 
dinavian Air Lines is the award present. 
ed to Eileen Dixon, a calculator with 
Mutual Life of New York. Miss Dixon 
received the award for her speed jn 
operating the Facit calculator, Swedish- 
made office machine now being distrib. 
uted in this country. She will spend one 
week in Sweden as a guest of Atvida. 
bergs Industrier, manufacturers of the 
Facit calculator. The Facit contest, which 
ran throughout the week of the Business 
Show here, closed on the night of Octo. 
ber 25. 





spend in brokerage solicitation,” Mr 
Finkbiner told the audience. 

Mr. Marsh was elected president of 
the Atlantic Alumni Association suc. 
ceeding Mr. Florer. Other officers named 
were Mr. Wallis, vice president; and L, 
Kent Babcock, Jr., general agent in 
Philadelphia for Aetna Life, secretary- 
treasurer. : 

Elected to the executive committee for 
the coming year were Mr. Babcock: 
William Eugene Hays, general agent. 
New England Mutual, Boston; Ben 
Simon, general agent, Lincoln National, 
Norfolk; A. J. Johannsen, general agent, 
Northwestern Mutual, New York; Paul 
L. Guibord, general agent, Connecticut 
Mutual, New York. 











Harold M. Patterson 
Harold M. Patterson was 
a high school teacher 
in Hammond, Indiana for 
a period of twelve years. 
On May 29, 1951 he signed 
his Franklin contract— 
with no previous sales 
experience. 

Here is his record: 
214 sales from June 1951 
through September 1952. 
200 of them were on 
Franklin exclusives. 
In seven months of 1951 
his cash earnings were 
$5,938. In the first 
nine months of this year 
he earned $9,393. Total 
for fourteen months with 
Franklin $15,331, despite 
teaching from September 
to February. 











Franklin exclusives 
dont require selling 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 


Springfield, Illinois 
Dear O’B: 


I couldn't believe the stories told by ex-teachers who, within a 
year after leaving the teaching profession, were doubling their 
previous incomes. More amazing was the fact that in most cases 
they were doing it without any previous selling experience. My 
first few interviews showed me the reason. The remarkable Frank- 
lin exclusives do not require selling—they require explaining. The 
teacher, with his years of experience in explanations, has here 
something people like to hear explained—the answer to the uni- 
versal problem—“When are we going to save some money?” The 
most nearly perfect solution to this problem is contained in the 
Franklin special merchandise. What a tremendous advantage we, 
who are fortunate enough to represent the Franklin, enjoy over 
Whether the client wants pure savings, pure 
protection, or a combination, we can provide it most attractively 
with GLA, Home Protector, PPIP, and JISP, either singly or in 


our competitors. 


combination. 


A recent survey of my first 214 sales shows that 200 are the 
Exclusive Franklin plans. Whatever success I have enjoyed stems 
from concentration on these plans plus unexcelled Home Office 


cooperation. 


I am sincerely grateful for the opportunity presented me by 


the truly friendly Franklin. 


Cordially, 
Harold M. Patterson 


travel at a faster gait than the company he represents. 





Lhe Frienlly 


IRAN TKOLIDN ILI 


CHAS. E. BECKER, PRESIDENT 


Over A Billion Dollars Of Insurance In Force 
$205,000,000 gain in insurance in force during 1951 


SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 
One of the 15 Oldest Stock Legal Reserve Life Companies in America 


INSURANCE 
COMPANY 
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Atvida- e Continental Assurance now joins the select group 
ot the | 
t, which ¢ a? li] f | | rr | e li] ¢ eG of life insurance companies having over two billion 
susiness fe @ 
f - & ° ° . 
a dollars of life insurance in force. 
Mr, — , ‘ 
Continental Assurance reached an important milestone recently 
ge when its life insurance in force passed the $2 billion mark. It was 
snamed Ip an occasion for celebration . . . a significant achievement . . . and 7 
= . for the following reasons: 
se 1 
cretary- 
ee @ Continental is the first life insurance company organized 
sic under the laws of the state of Illinois to have achieved two 
| agent, billion dollars of life insurance in force. 
1; Ben 
vational, . - ‘ i ; i 
ll agent i © Continental is the only life company in the nation to reach 
ky A that status in the short time of 41 years without reinsurance 
necticut i 3 
or merger. All of our business has been produced by our 
own agents and it is underwritten and issued by the Home 
— Office. 
@ Continental is the youngest two billion dollar life insurance 
company in the nation, in point of date of organization. 
Achievement is impressive. Today Continental Assurance has cE 
admitted assets of over $219 million, capital and surplus to EI : 
policyhoJders exceeding $22 million. Net income for 1952 will E = 
approximate $75 million. =F i? 
. ° . ° = i af 
Moreover, as the result of this unparalleled growth and similar a 
continuous expansion by Continental Casualty, the four companies -r FEES | 
7 in our group including United States Life, have combined assets rr |e cE FEEE 
r of $436 million, capital and surplus funds for the protection of rrEE EI FE FEEE 
3 policyholders of $81 million. Net income this year will exceed $200 iF ie FE E| i F ei (e c 
i million. Thus, the Continental Companies can truly be called one EE EE | F F E FE F fa 
A of the largest multiple line insurance institutions in the country. cece El EF FE EE s 
. FFEE Ere FEF 
~ e ° e ° ° = f= oe oe | F , * og 
. It is appropriate at this time to express our gratitude to all EFEF FE EE ta F E F 
: who have contributed in any way to our growth . .. our policy- FIFE EF FE EE a = [e 
e holders, agents, insurance brokers, banks and financial institutions, FE F IF E FE cir EE E 
° . . ° | — = a _ 
: and our employes. Those of us associated with the Continental EEE E EE k = | FE FE 
. Companies today can only renew our pledge to continue to justify CEEE i= |= Fee ae F 
y the confidence of our many friends. FEEE EEEE : EEE FEEF 
; FREE EFEEEE EE FEE | 
f= f= l= jay a CO a a r 
FFE FEE! 4445 CECE \ 
fe f= |e - FEE = FFFEE 
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The First National Bank of Chicago Ce eee ee enn ee SBE ASEESOALS. 
Wm. McCORMICK BLAIR 4 Sides LeU } __R. DOUGLAS STUART =f 
William Blair & Company Ha saps Tra and Eee k **LOUIS C. MORRELL Vice Chairman of the Board, 
arris St and savings ban Vice President The Quaker Oats Company 
y WILLARD N. BOYDEN BOYD N. EVERETT : 
Vice President Vice President and Treasurer HOWARD C. REEDER STUART J. TEMPLETON 
Executive Vice President Wilson & Mclivaine 
EDISON DICK ARNOLD B. KELLER 
Director, Senior Consultant and Director, **J, M. SMITH ROY TUCHBREITER 
A. B. Dick Company International Harvester Company First Vice President President 
*Continental Assurance Company only **Continental Casualty Company only 
4g T my, vr v s 
CONTINENTAL COMPANIES 
Chee of rn) Great , ne Institutions 
CONTINENTAL ASSURANCE COMPANY ° CONTINENTAL CASUALTY COMPANY 
UNITED STATES LIFE INSURANCE COMPANY ° TRANSPORTATION INSURANCE COMPANY 
CONTINENTAL COMPANIES BUILDING ¢ 310 SOUTH MICHIGAN AVENUE, CHICAGO 4, ILL. 
Metropolitan and Eastern Departments: 76 William St., New York 5, N. Y. 
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F. O. Becher, Jr., Named 
By United States Life 


VICE PRES., GROUP DIVISION 


Joined Company in 1948 as Director of 
Group Sales; Made an Officer 
of U. S. Life in 1949 


Appointment of Fred O. Becher, Jr., 


as vice president, Group division, of 
United 
Raymond H. 

\ specialist in Group insurance since 


1940, Mr. Becher joined U. S. Life in 


States Life was announced by 


Belknap, president. 


—— 4 





FRED O. BECHER, JR. 


1948 as director of Group sales. He 
the 


Was 


appointed an officer of company in 
1949 assistant 
January, 1951. During his association 
with the company, Mr. Becher was in- 
strumental in the development of U. S. 
Life’s Group insurance sales; Group 
volume increased from $38,000,000 in 
1948 to over $300,000,000 in 1951. He was 
also the originator of U. S. Life’s highly 
successful “Baby Group” insurance plan 


and vice president in 








for business groups of from five to 24 
employes. 

On October 1, 1951, Mr. Becher and 
two other U. S. Life home office execu 
tives opened a U. S. Life general agency 
under the name of Becher, White & 
Winston, Inc., in New York City, which 
in its first year of operation paid for 
over $500,000 in premiums. Mr. Becher 
will resign from the agency which will 
continue as White & Winston. 


A native of Wethersfield, Conn., Mr. 
Becher completed his schooling in Hart- 


ford. He served for three years over- 
seas with the Army in the European 
Theatre of Operations. He entered the 


insurance business in 1940 and was asso- 


ciated with the New York office of the 
John Hancock Mutual before joining 
U. S. Life in 1948. He now resides in 


Oceanside, N. Y., 


with his wife and son. 


NALU Progress in 
Building Fund 


The Memorial Building Fund of the 
National Association of Life Underwrit- 
ers is rapidly reaching the half-way 
mark and Charles E. Cleeton, CLU, Los 
Angeles, immediate past president of 
NALU and chairman of the sponsoring 
committee, is confident that the objective 
of $300,000 will be fully subscribed by 
the December 31, 1952 deadline set by 
the Board of Trustees at the Atlantic 
City Convention. A new brochure tell- 
ing the complete story of the proposed 
new NALU “Home Office” has been re- 
leased to local and state associations 
all over the country where active cam- 
paigns are being staged to complete the 
Fund with the least possible delay. 


New Chairmen of NALU Committees 


The National Association of Life Un- 
derwriters the 
of members of its standing and special 
committees. The chairmen follow: 

Special committee on Accident and Health: 
William E. North, New York Life, Chicago. 

Affairs of veterans and servicemen: Louis J. 
CLU, Travelers, Washington, D. C. 
agents: A. Jack Nussbaum, 
Mutual, Milwavkee. Committee 
on associations: Robert L. Walker, district 
Peninsular Life, Orlando, Fla. 

By-Laws: Harry J. Syphus, 
3eneficial Life, Salt Lake City. 
Conservation: M. W. Peterson, general agent, 
National, Charlotte, N. C. 
Compensation: McCarty, 


announces appointment 


Grayson, 
Committee on 
Massachusetts 


manager, 


general agent, 


Lincoln 


CLU, 


Spencer L. 


Provident Mutual, Albany, N. Y. 

Convention program: Ralph G. Engelsman, 
Penn Mutual, New York City. 

Federal law and legislation: Gerard S. 
Brown, CLU, Penn Mutual, Chicago. 

Field practices: Stanley C. Collins, CLU, 
Metropolitan Life, Buffalo. 

Finance: Osborne Bethea, Prudential, New- 
ark. 


activities: John D. Moynahan, 
Berwyn, Il. 
Robert C. 


Bridgeport, Conn. 


and 
Life, 
Group insurance: 


Functions 
Metropolitan 
Gilmore, Mutual 


Benefit, 


Membership: Mitchell M. Rosser, CLU, Phoe- 
nix Mutual, Boston. 

National affairs: Philip B. Hobbs, Equitable 
Society, Chicago. 

Nominations: Walter N. Hiller, CLU, Penn 
Mutual, Chicago. 

Past national presidents: Charles E. Cleeton, 


general agent, Occidental Life, Los Angeles. 
Publications: Claude C. Jones, general agent, 
Connecticut Mutual, Indianapolis. 
information: William D. 
Equitable 
attorneys: 
National of 


Davidson, 
Chicago. 
Kellam, 
New 


Public 
Society, 
John C., 

Vermont, 


associate 
Relations 


manager, 
with 
general agent, 
Canaan, Conn. 

Relations with 
P. Emerick, New England 

Relations with trust 
way, general agent, John 
N. Y 


organizations: Winston 
Mutual, chairman. 

officers: Paul H. Con- 
Hancock, Syracuse, 


other 


Research and industry development: Henry 
J. McLaurin, Aetna Life, Detroit. 


Resolutions: Henry S. Stout, general agent, 
John Hancock, Dayton, O. 
Social Security: Albert C. Adams, general 


agent, John Hancock, Philadelphia. 
Speakers Bureau: Newell C. Day, 
agent, Equitable of Iowa, Davenport, Ia. 
State law and legislation: Oren D. Pritchard, 
manager, Union Central Life. Indianapolis. 
Underwriter education and training; Eunice 
C. Bush, Mutual Life of New York, Baton 
Rouge, La. 
Women 
eral agent, 


general 


underwriters: Minna Hensley, gen- 


Franklin Life, Salina, Kan. 











Home Office schools con- 
ducted over a period of 18 
years is evidence of the Com- 
pany's feeling in the matter of 
long-range training. The suc- 
cess of the 776 field associates 
who have attended such 
schools is proof that ''we earn 
as we learn." The 37th School 
held this month re-emphasized 
the Company's conviction that 
continuous training builds ca- 
reer life underwriters, 
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J. Wim. Van Horn Heads 
Agency in Cleveland, 0, 


GEN’L AMERICAN APPOINTMENT 


Began Career as Pennsylvania School 
Superintendent; 3 Dieter Brothers 
and W. J. Wood District Managers 


General American Life, St. Louis, an- 
nounces appointment of J. William Van 
Horn as general agent to direct its new 
“multiple agencies” operation in Cleye. 
land. This follows the agency pattern 
established in St. Louis, Detroit ang 


Houston. New district managers ap- 
pointed by Van Horn are Paul H 
Sanford L. and Philip C. Dieter and 
William J. Wood, Jr. This agencies 


group is unique in that it is perhaps 
the only one in existence boasting a 
three brother combination, all distric} 
managers. 

A graduate of Syracuse and Pennsyl. 
vania Universities and the Wharton 
School of Finance, Mr. Van Horn for. 
merly a superintendent of schools jn 
Pennsylvania, turned to sales work jn 
1934 and joined Connecticut General jp 
Philadelphia in 1943. He was named 
manager of its Cleveland Agency jp 
1947. : 

The Dieter brothers, all college gradu. 
ates and service veterans, are following 
in the footsteps of their father who 
has made a career of the life insur- 
ance business and at the present is re- 
gional group sales manager for Metro- 
politan Life in New York. 

Mr. Wood, a graduate of Cleveland 
College where he majored in accounting, 
joined the Van Horn agency in 1951 and 
specializes in programming and estate 
analysis work. 


nenlalipaall sinianeesiaceaeei 


Penn Mutual Qualifiers 
At Company’s Home Office 


Twenty-three young 
in Penn Mutual Life’s 
for New Organization, visited the com- 
pany’s home office in Philadelphia on 
October 29, 30 and 31 at the invitation 
of President Malcolm Adam, in recog- 
nition of outstanding production achieve- 
ments in their first calendar year as 
Penn Mutual men in the field. 

They came from 15 states, and upon 
arrival at the home office on Wednesday 
morning were greeted by Vice Presi- 
dent D. Bobb Slattery in the agency 
department. After an informal tour of 
that department, the group met to hear 
Assistant Vice President Urban F. 
Quirk tell about Company Organiza- 
tion and Penn Mutual Positives. Aaron 
M. Royal, manager of field training, 
next spoke to them about Training Be- 
yond the First Year. 

After a buffet luncheon, 
President Adams in their honor, the 
Club members gathered for _ sessions 
with Vice President Charles E. Rick- 
ards and his associates in the actuarial 
department; Counsel Willis H. Satter- 
thwaite and members of the law depart- 
ment; and for a roundtable discussion 
on career opportunities conducted by 
Frederick Wright, supervisor of new or- 
ganization, and his staff. Following this, 
the Club members visited in each ot 
the home office departments to get some 
idea of the processing of all the busi 
ness they send to Philadelphia. 

On Thursday morning John M. Hueb- 
ner, vice president and supervisor 0! 
applications, met with the young men 
in the underwriting department. After 
an informal luncheon the Club members 
boarded buses for an overnight visit 
at the Marlborough-Blenheim Hotel 1 
Atlantic City. : 

On Thursday evening, all joined in the 
social hour at the Claridge Hotel and 
dinner in the Anchor Room at Hack- 
ney’s, famed seafood restaurant. 5 

President Adam gave a Review 0! 
Operations in the Chevy - Chase Room 
of the Marlborough - Blenheim Hotel on 
Friday morning, and was_ host at a 
luncheon in the Mayfair Lounge of the 
Claridge Hotel at noon. 
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Companies Use Movies 


(Continued from Page 8) 


your family will get, will be about 36% 
more than the lump sum payment. 
Now, unless you want me to, I won’t 
go into all the details of how this may 
be accomplished with each individual 
policy. But you will note on this special 
graph how the monthly payments may 
be extended over Mrs. Miller’s entire 
life span. You will also see how Social 
Security adds a substantial amount until 
your daughter is 18 and how it would 
increase Mrs. Miller’s income when she 
reaches 65. Now, the blank space below 
heavy black line here, represents the 


the 
balance of monthly income needed to 
meet the minimum amounts you want 


Mrs. Miller and the children to have. 
Mrs. Miller: We don’t have enough 
insurance then? ? Or do we? 


Miller: Not according to this. It looks 
as if it would take quite a bit more to 
fll those gaps. Now, Mr. Davis, when 


I told you we weren’t interested in any 
more insurance I wasn’t stalling. I be- 
lieve in insurance, but I’m carrying all 
I can right now—Period. 

Additional Outlay Not So Large 

Davis: I think you'll be surprised how 
little additional outlay the solution of 
your problem would entail. If we arranged 
for $5,000 as a clearance fund, a special 
policy to cover the mortgage balance, 
B50 a month to Mrs. Miller for the first 
two years, $200 a month until Susan is 
18, then $100 a month for life to Mrs. 
Miller, an educational program for the 
children and a retirement income at age 
65 of $200 a month, the additional pre- 
mium would be the equivalent of about 
only $56 a month—less than $2 a day. 

Miller: I like the way you say “only 
spout $56 a month—less than $2 a day.” 
That’s real money—at least to us. 

Davis: I agree it is to me too. As 
an insurance “prescriber” I’ve taken a 
very liberal dose of my own medicine. 
But this isn’t, my program. It’s yours. 
This is what you told me you wanted as 
a bare minimum. I’ll cut down anywhere 





you say. Where shall we begin? 
Can’t Afford It 
Miller: I don’t know just where to 


start—we can’t afford that much and yet 
I don’t, want to leave out any part of 
that protection. What do you suggest? 

Davis: Well, there’s another way to 
preserve basic security. Under an alter- 
native plan which I have worked out, 
you can still give Mrs. Miller and the 
children 100% of the protection you want 
them to have—and for $19 a month less 
than the first plan—merely by reducing 
your retirement income objective. 

Miller: Let’s see. 19 from 56—that’s 
$37 a month—and month after month 
after month. No—our budget won’t even 
stand that, Mr. Davis. That’s still a lot 
of money. 


Davis: Well, there are other ways to 
reduce the premium still further. I 
doubt that you would want to cut the 


clearance and emergency fund or the 
policy intended to cover the mortgage. 
However, we could eliminate the college 
educational plan to give each child $75 
a month. 

Mrs. Miller: I wouldn’t want that cut 
down at all. That’s a must. If we have 
to cut down, can’t it be taken out of 
my income after the children are grown? 

Davis: Yes, I have figured it that way, 
too. We can leave the educational plan 
as it stands—and reduce your income, 
Mrs. Miller, after the children are on 
their own, to say $75 instead of $100— 
and again the premium would be about 
$7 a month less. 

Miller: Wait a minute. I don’t, like 
that approach. Cutting my wife’s income 
toa point where it doesn’t mean any- 
thing won’t solve the problem. I’ve been 
doing some thinking the last few minutes 
and there just isn’t any way we can 
justify committing ourselves to spending 
that kind of money for life insurance— 
at least not right now. I’m sorry. 

How Agent Handled Situation 

Tt looked as if the closing interview 
had hit the rocks. How did Davis handle 
the situation ? 


Davis: Mr. Miller, 


naturally you and 





I can’t sit here and look 20 or 25 years 
into the future. But, let’s take a com- 
pletely cold-blooded ‘attitude. You and 
Mrs. Miller have agreed that these are 
your rock bottom needs. The question is 
—what to do about it? It’s up to you. 
It’s your problem. However, let us look 
at it this way: 

Suppose that you start, the program— 
and then something prevents you from 
continuing it after the first year. You 
may feel you have lost a large part of 
$450. You might even regard it as a 
$450 mistake. But you are still here and 
could help your budget absorb such a 
mistake, couldn’t you? 


The Other Side of the Picture 

3ut let’s look at the other side of the 
picture. Suppose you were to die within 
the year without completing your pro- 
gram. Mrs. Miller and the children 
would have to get along without the 
security you want them to have—life 
long security, Mr. Miller—a home free 
and clear—guaranteed educations for the 
children —a life-long income for Mrs. 
Miller. All of these things add up to 
more than $36,000. Such a loss to your 
family would be a big mistake—a $36,000 
mistake, Only your family could possibly 
know the unhappy effects of this mis- 
take—and you are the only one who can 
prevent it. 

Miller: You have made a very strong 
point, Davis, but one thing you haven't 
covered: just where are the Millers go- 
ing fé"d?g up another $400 or so a year 
for life insurance. 

Davis: I appreciate your problem. You 
are saving about $40 each month now 
for life insurance—and I mean saving, 
not spending. For you to save $37 per 
month more on top of this, I know will 
mean difficult budget readjustments and 
possibly some present sacrifice for fu- 
ture security. Many people I talk to 
save money in other ways in addition to 
their life insurance program. And fre- 
quently they find it wise to divert a por- 
tion of their other savings into additional 
life insurance. It is possible that, this 
might be the solution for you. Do you 
folks have such a savings plan? 

Mrs. Miller: Well, | do manage to 
put aside something every month into a 

savings account, but I am not sure we 
ought to touch that money. 

Miller: I’d almost forgotten 
that! 

“Time Insurance” Swings the Sale 

Davis: Mr. Miller, the way I see it, 
you have about 30 years in which to 
build up your own retirement funds. You 
are a successful business man and 
friends of yours tell me you have a fine 
future. If you live, naturally, you will 
see to it that, your family receives all of 
the necessities and comforts and some of 
the luxuries that your standard of living 
makes possible. But that “if” is a big 
one. All you need to make your hopes 
and plans come true is TIME. Wouldn't 
it be better to let New York Life guar- 
antee that you will have the TIME to 
fulfill your financial ambitions for your 
family? You might almost call it—TIME 
insurance! Naturally, such a plan as this 
depends upon your ability to pass a good 
physical examination. Have you been ex- 
amined since you took your last policy? 

Miller: You know, you’ve got some- 
thing there! That’s pretty good... . 
TIME insurance! What do you think, 
Grace? 

Mrs. Miller: Well, if you really think 
we should, Jack, I suppose we could 
squeeze this into our budget, After all, 
we do seem to find money for things we 
really want—remember the television! 

Miller: Well, if you don’t think it will 
strap us, maybe we ought to make a 
start on this. I’ve been thinking lately 
that maybe I didn’t have quite enough 
insurance. 


M. G. Campbell, Jr. Named 


Melvin G. Campbell, | 35 been 
appointed supervisor of the P. L. Bealy 
Smith Agency of Atlanta, dred 
tives for Connecticut Mutual Life in 
Georgia. 

Mr. Campbell entered the life insur- 
ance field in 1947 and first joined Con- 
necticut Mutual in 1949 as an agent at 
Houston. 








about 


Claude Benner Talk 


(Continued from Page 1) 


agents and about your own frame of 


mind. If these are in proper condition, 
the volume of Term insurance sold will 
take care of itself. 


Mass Insurance Coverage 
Turning to the subject of mass cover- 
age Mr. Benner said: 
“Did you ever stop to consider, what 
with the recent growth of Group insur- 


ance, servicemen’s life insurance, pen- 
sion plans and Social Security, how 
large an insurance estate many young 
men now have before they buy even 
one policy from salesmen? That there 


may be no mistake about my attitude, 
I wish to state emphatically that I am 
much in favor of all these plans of in- 
surance, if kept within reasonable 
bounds. Group insurance has been a 
wonderful thing for employes. But I 
submit that the removal of the maxi- 
mum amount of Group insurance which 
an individual may take under one of 
these plans can, and no doubt is, work- 
ing out to restrict the market which our 
individus il salesmen must cultivate. 

_ “The duPont plan of Group insurance 
is an outstanding example of the way 
this type of insurance has pre-empted 
part of the insurance market. In addi- 
tion to furnishing free to every em 
ploye of the company who has been 
with it at least one year $3,000 of 


Group insurance, this company, within 
the past year, instituted what it calls 
its contributory plan of Group insur- 


ance. This plan permits every employe 
who has been with the company three 
years to buy Group insurance in an 
amount up to one year’s salary, with the 
maximum amount permitted of $60,000. 
The cost of this insurance is 60 cents 
per $1,000 per month, a rate so low 
that it is impossible to equal when in- 
surance is sold in individual amounts. 
“Although this contributory plan has 
been in effect for less than a year, there 
is in force at the present time under 
this plan insurance in the amount of 
approximately $325 million. 

“Let us now consider the case of 
a veteran earning a salary of $7,500 to 
see what insurance estate he may have 
before he has bought even one policy 
from a salesman. In the first place, he 
has $10,000 government insurance. He 
then has $3,000 which this company 
gives him outright and, on top of this, 
he can purchase $7,500 more at 60 cents 
per $1,000 per month. This young man 
would have a total insurance estate of 
$20,500 before he had bought even a 
single policy from a salesman. 

“Is it not fairly obvious, therefore, 
that the government insurance furnished 
the veterans plus the Group insurance, 
which is now provided them at nominal 
costs, goes a long way toward meeting 
the insurance needs of younger married 
people, particularly when you add to it 
Social Security which, on the average, 
has a value equivalent to another $10,000 
or $12,000 policy and a generous pension 
plan to take care of old age? 

“The unmistakable trend, however, 
which I do not think will be reversed, 
is for even more generous plans of mass 
insurance coverage. While we should 
not be reluctant to oppose such plans 
when they severely encroach upon the 
market which individual salesmen must 
cultivate, because after all if the public 
expects the benefits of an enlightened 
agency system it must afford an en- 
vironment under which agents can make 
a decent living, nevertheless what you 
must do is to train your salesmen to 
build insurance programs for’ their pros- 
pects on top of this mass protection. 
This calls for the raising of sights both 
on the part of prospects and agents. 
There are still too many small policies 
sold. The public is still woefully under- 
insured. It will take some years yet 
before we get accustomed to do our 
thinking on the basis of a_ fiftv-cent 
dollar. An insurance estate to be at 
all adequate must be at least twice 
what it was before the war. 

“The insurance market during the past 
decade has had a phenomenal growth 





W. T. Earls Now Chairman of 
The Million Dollar R. T. 





Harry Carlson 


EARLS 


WILLIAM T. 


William T. 


tual Benefit, 


general agent, Mu- 
took over the 
chairmanship of the Million Dollar 
Round Table on November 1, succeed- 
ing Walter N. Hiller, Penn Mutual Life, 
Chicago. In keeping with the trend of 
the past few years requirements for 
qualification have been tightened. One 


Earls, 
Cincinnati, 


of the requirements of the by-laws is 
that a member, unless he is in his 
first year in the life insurance field, 


must be a member of National Asso- 
ciation of Life Underwriters for the 
full tenure of his qualification period. 
The principal cause of complications in 
qualification in the past has centered 
around this requirement. This year cer- 


tification of membership in NALU must 
be made on an affidavit type of state- 
ment, signed by both the , and 
either the president or secretary of his 


local underwriters association. 


The annual meeting this year will 


be on June 29 through July 2 at Green- 
brier Hotel, White Sulphur Springs. 
Chairman Earls announces a meeting 
in New York of the program committee 


m November 11 at Waldorf-As toria. The 
general format for the 1952 meeting will 
be planned under the direction of G. 
Nolan Beare “ae New England Mutual, 
Beverly Hills, Cal., who is vice chairman 
of MDRT. The meeting at Waldorf 
will be attended by members of the ex- 
ecutive committee and of the program 
committee 


to continue to have a 
in the decade ahead.” 


and bids fair 
similar growth 


Sees Increased Sales 


Notwithstanding current high level of 
insurance sales, Mr. Benner sees in- 
creasing sales in the future. 

“It will be simply amazing,” said the 
speaker, “if our insurance sales are not 
reaching all-time highs in view of the 
growth of the country, whether meas- 
ured in population, output of physical 
goods or dollar volume of income.” 

Mr. Benner warned the general agents 
and managers in training salesmen 
against shifting from one type of mar- 
ket to another. The individual should 
analyze himself to determine what type 
of market he is best qualified to work 
in. 

Some of the speakers heard at the 
conference were Calvin J. Frey, con- 
ference chairman; Ralph G. Engelsman, 
Donald B. Woodward, Edward L. Bailey, 
conference co-chairman; B. Carl Whar- 
ton, president Pennsylvania Association ; 
Donald C. Blackwood, C. Brainerd 
Metheny, George A. Hatzes, Thomas A. 
Dent, Kenneth Ww Conrey, V. A. Clay- 
ton, Lawrence W. Jackson. 
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To Ask Commissioners 
Aid on Agent Activity 


MILITARY “POST SOLICITING 


Defense Department Wants Conference 
With Official’s Committee on 
Its Directive 


Complaints from life in- 
Insurance 





Washington 
surance and 
Commissioners have prompted the De- 
fense Department to ask for a meeting 
with a National Insur- 
Commissioners’ the 
directive of this 


agents state 


Association of 


ance committee on 


Department’s early 
year, regulating solicitation by life in- 
surance agents on military posts. 

NAIC president Wade O. Martin, Jr., 
Louisiana Commissioner and also Secre- 
tary of State of Louisiana, has received 
a letter from Assistant Secretary of De- 
Rosenberg, it has been 
learned, in which Martin is asked to 
appoint such an NAIC committee. 

The Commissioners have complained 
that they are powerless under the De- 
fense Department directive to exercise 
any control over which companies are 
permitted to sell policies on posts which 
are under the full control of the Fed- 
eral Government, since the directive al- 
lows any insurer to solicit if both the 
company and its agents are licensed 
in any state or the District of Columbia, 
if the installation has been fully ceded 
to the Federal Government. 


fense Anna 


Department States Position 

Military officials point to the fact that 
stopping from soliciting on Federal 
property of a company properly licensed 
in any state would invite attacks from 
Congressmen of the state in which the 
company is domiciled, but the Commis- 
sioners say the provision enables com- 
panies which might not be able to 
qualify for a license in their states to 
sell their policies on fully-ceded posts in 


the states. 
Defense Department officials had 
many explanations for their directive, 


mostly based on their own difficult posi- 
tion. They would not want to be in the 
position of violating rights of legitimate 
smaller companies, though small com- 
panies have been those most frequently 
charged with violations. 

Also, Defense raised the question of 
what its grounds could be for exclusion 
of a carrier if that company had been 
licensed by a single Commissioner, al- 
though it might not be licensed in the 
state in which the fully-ceded military 
installation is located. 

Defense also said that although it had 
asked post commanders for recommen- 
dations as to possible changes in the 
controversial directive, none had been 
received. Post commanders had also 
been given wide latitude and advised 
final responsibility rested with them for 
seeing to it that the only agents au- 
thorized to sell policies on their installa- 
tions be representatives of reputable and 
financially sound companies. 

The Department feels that since 
everybody concerned wants to protect 
the servicemen, it will probably be found 
that the Defense-NAIC conference will 
find harmony the dominate keynote. 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, IIl. 
32 Court Street Brooklyn 2, N. Y. 
TRiangle 5-7362 











Tuchbreiter Receives Watch 
And Scroll From Producers 


One of the highspots of the recent 
Bermuda convention trip of President 
Club qualifiers of Continental Assurance 
Co. was the luncheon presentation to 
Roy Tuchbreiter, president of the com- 
pany, by Harlow G. Brown, eastern vice 
president, on behalf of all those pres- 
ent. 

Continental’s president received a gold 
wrist watch, inscribed “R.T. Bermuda 
1952,” as a token of the esteem in 
which he is held by both the agents and 
his company associates. In addition, Mr. 
Tuchbreiter was presented with a parch- 
ment scroll on behalf of the General 
Avents and Managers Association of 
which Car] E. Haas, CLU, Brooklyn gen- 
eral agent, is now president. 

The Bermuda trip embraced three 
business sessions, two of which were 
held on the “Queen of Bermuda” and 
one at the Castle Harbour Hotel in 
Hamilton, Bermuda. The trip was dedi- 
cated to the celebration of the milestone 
achieved recently by the Continental As- 
surance in passing the $2 billion mark 
in life insurance in force. 





Gordon Bingham President 
Actuarial Club of Pacific 


At the Del Monte, Calif., meeting of 
the Actuarial Club of the Pacific States 
the following officers were elected: 

President, Gordon Bingham, actuary, 
Northern Life, Seattle; vice president, 
A. C. Olshen, vice president and actuary, 
West Coast Life, San Francisco; secre- 
tary, Harold G. Paff, actuarial director, 
Western Home Office, Prudential, Los 
Angeles. 

Member at Large on the Executive 
Committee: Arnold B. Brown, assistant 
resident manager, Metropolitan Branch 
Office, San Francisco. 

In addition, the following five actu- 
aries were elected to membership in the 
Actuarial Club of the Pacific States: 
Sherwood Adams, California Insurance 
Department; Paul Bailey, actuary, Se- 
curity Life and Accident, Denver; Rich- 
ard Daskais, Occidental Life, Los An- 
geles; Byron Straight, William Mercer, 
Ltd., Vancouver, B. C.; George Streat- 
field, assistant actuary, Beneficial Stand- 
ard Life, Los Angeles. 





INSURANCE WITH 


IMAGINATION 





There is an unlimited demand for Union Mutual’s Employee 
Benefit Plans— Life, Sickness and Accident, Hospital and 
Surgical coverages for small businesses with 5 to 24 employ- 
ees. But most important are the extra plus values of this plan 
both to the policyholders and to the agent..... 


Up to 70 days 


PLUS 


for extras. 


Flat premium for both men and women. 


full daily benefit. 


Up to $10 daily hospital benefit with 5 or 10 times 


Weekly indemnity can be written on either a full or 


non-occupational basis. 


Each employee may select the amount per day most suited 
to his requirements. Employees need not all be insured 


for the same amount. 


Last but by no means least, an excellent prospecting device 
for the agent—every member of the plan is an excellent 
prospect for more insurance. 


Today it’s the PLUS values that 


UNION MUTUAL 


LIFE INSURANCE COMPANY +* Home Office 
Portland, Maine * Rolland E. Irish, President 


make the difference! 





Robert C. Russ, Agency Vice President 


New York City Association 
To Meet on November 13 


The November educational meeting of 
the Life Underwriters’ Association of the 
City of New York will feature Surro- 
gate Donald G. Dutcher, Surrogate of 
Bergen County, N. J., it was announced 
by Educational Vice President Harold 
A. Loewenheim, CLU. The meeting wil] 
be held on Thursday, November 13, in 
the Auditorium of the Engineering Soci- 
eties Building, 29 West Thirty-ninth 
Street, New York at 2:30 p.m. 

The guest speaker was educated at the 
University of Colorado and attended spe- 
cialized courses in Trusts & Estates at 
Columbia, Fordham, New Jersey Law 
School and the American Institute of 
Banking. He was appointed Deputy Sur- 
rogate in 1937, elected to the office of 
Surrogate in 1944, and reelected to that 
office in 1949. 

Surrogate Dutcher’s address, entitled 
“You Can’t Take It With You,” will 
deal with the administration of estates, 
with special emphasis on the practical 
approach and solution to problems com- 
ing before the Surrogate Court. His dis- 
cussion will be divided into three main 
categories: Discussing the common mis- 
takes made in the preparation and exe- 
cution of prepared wills: the appoint- 
ment of legal guardians for minor chil- 
dren; and the fallacy of permitting one’s 
self to pass on without a will. Examples 
of this error will be cited and references 
will be made to the need for compata- 
bility between life insurance estates and 
general properties. 

At the conclusion of 
address a question and 
will be held. 

Vice President 
that the board of 


the Surrogate’s 
answer period 
Loewenheim _ stated 
directors had given 
approval for each member to _ invite 
two guests from outside the insurance 
business, i.e., attorneys, accountants or 
clients. Guests’ admission will be by 
ticket only and may be secured by writ- 
ing to the Life Underwriters’ Associa- 
tion, Hotel Statler, New York City. Ad- 
mittance will be restricted to members 
and their guests. 


Delaware Ordinary Leader 

Delaware showed the greatest rate 
of increase in Ordinary life insurance 
sales in September, with North Carolina 
second and three states, Kansas, New 
Hampshire and Mississippi tied for third, 
it is reported by the Life Insurance 
Agency Management Association, which 
has analyzed September sales by states 
and leading cities. Countrywide, Ordi- 
nary business increased 24% in Septem- 
ber compared with September, 1951, 
while Delaware sales gained 49%, North 
Carolina, 43% and Kansas, New Hamp- 


shire and Mississippi, each 42%. 
For the first nine months, with na- 
tional Ordinary sales up 13% over a 


year ago, Arizona led with an increase 
of 30%, with New Hampshire and New 
Mexico in second place, each up 26% 
over the corresponding period of last 
year. 

Among the large cities, Detroit showed 
the greatest rate of increase for Sep- 
tember, with a gain of 34%. Los An- 
geles was second with a gain of 28%. 
Cleveland led for the nine months with a 
gain of 18%. 





HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 














Are You on the Right Track? 


W. CLEMENT STONE, President 
of the Combined Group 






Are You Heading inthe Right Direction? 
You Will Be....1f You Represent — 


HEARTHSTONE INSURANCE CO. OF MASS. COMBINED INSURANCE CO. OF AMERICA 
120 Boylston Street Boston 16, Mass. 5316 Sheridan Road Chicago 40, Ill. 






COMBINED AMERICAN INSURANCE CO. 
2817 Maple Avenue Dallas 4, Tex. 
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COLUMBIS 


was a good salesman — 


but could he have sold 


life insurance ? 








Each of us in the life insurance business 
has a continuing responsibility: to render 
professional services to the millions of 
free Americans who stand to benefit by 
our counsel. Let us not neglect our 
responsibilities —and our opportunities. 
















CColunihien could sell. Witness Isabella. But, 


so the saying goes, even after he’d made 

the sale, he “‘wasn’t sure where he was going, 
didn’t know how to get there, and didn’t know 
where he was after he’d arrived.’’ More 

credit to Columbus; he succeeded despite 

his handicaps. 

Life insurance agents are explorers, too—but 
with a big difference. Their companies give 
them the navigational equipment they need to 
chart clear courses for policy owners, even 

in new areas of service. 

The results are evident in both the approach 
and in the achievements of the men and 


women in the field today. 


PROVIDENT MUTUAL 


LIFE INSURANCE COMPANY OF PHILADELPHIA, PA. 
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Government Trends 
Affecting Insurance 


EXPANDING TAX PROBLEMS 





Robert L. Hogg of ALC Discusses In- 
surance Relations With Government 
at Nebraska Institute 


There have been indications that the 


Treasury Department would like to see 
enacted a tax measure which would tax 
employment fringe benefits as 
to the employe, said Robert L. 
executive vice president of American 
Life Convention, addressing the Insur- 
ance Institute held at University of Ne- 
braska last week on the general theme 
of personal insurance in relation to gov- 


Under 


said, all personal insurance benefits in- 


ernment. such a proposal, he 
cluding Group life, hospitalization, and 


disability benefits paid for entirely or 
in part by employers, would be taxable 
as income to the employe. 

“To date this proposal has not at- 
tracted much support, but it is a problem 
which may ultimately be faced,” said 
Mr. Hogg. “Of more immediate con- 
cern to the personal insurance business 
is the position of the Bureau of In- 
ternal Revenue in seeking to apply the 
doctrine of constructive receipt to ma- 
turity values of insurance contracts for 
income tax purposes. Notice must also 
be made of the present inequitable in- 
come tax on annuity payments which, 
under a label of taxation, is really a 
capital levy. These things cause one 
to ask whether the time-honored social 
value of personal insurance is to be 
questioned. 


Government Competition in Insurance 


“When dealing with fiscal matters and 
taxation, we are dealing with some eco- 
nomic evils that the government itself 
would wish to avoid. Our disagreements 
with the government are disagreements 
as to how the problems can best be 
handled. When we consider government 
competition in the field of social insur 
ance, however, we come upon an era of 
a clear-cut difference in philosophy. 
These persons pressing for a complete 


social security program assume. that 
there can be no adequate personal se- 
curity unless this emanates from _ the 
government.” 

Mr. Hogg reviewed the whole back- 


ground of government taxation of life 
insurance. Touching on an investment 
aspect of government policy, he said: 
“As a part of the policy of lower in- 
terest rates, the business has faced con- 
tinuous pressure from government to in- 
vest its assets in securities not yielding 
what the business has thought an ade- 
quate return. In many fields of fi- 
nancing in which government has been 
interested, the government practically 
has said to all institutional investors 
either finance on a low rate of interest 
(which the business considered inade- 
quate) or the government will do the 
job itself. This pressure was, in effect, 
government competition in a field prob- 
ably unnoticed outside that of the 
institutional investor. Under a planned 
government economy, the natural forces 
of the law of supply and demand for 
capital are tampered with by govern- 
ment entrance into the area of private 
financing, and the market for 
created capital is decreased.” 
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“University” of 


About two years ago the Solomon 
Huber Agency of Mutual Benefit Life 
announced that it created its own “Uni- 
versity” of Life Insurance. A fifteen- 
lecture course by Dr. David W’dowinski 
on Psychology and Motivation inaugu- 
rated the first semester. Thereafter 
Benjamin Graham, financier, initiated a 
course in Investment Analysis which was 
followed up by Joseph Galanis, econ- 
omist for R. L. Day & Company and 
head of various financial schools, with 
nine additional lecturers. 

Although the results were excellent 
Mr. Huber felt that the agency would 
be better off from the standpoint of 
attendance with monthly meetings with 
four lecturers scheduled to deliver a 
“self-contained” subject. The faculty 
thus selected would be asked to appear 
two or three times a year on a basis 
of 24 projected lectures on subjects 
related to estate planning. 

An invitation was issued to a number 
of the distinguished attorneys and au- 
thors to serve as a faculty. Tentative 
dates were set for the last Friday of 
each month beginning in November for 
an all-day meeting, plus lunch and re- 
freshments. Faculty members were also 
invited to the entire session or could 
if they wished, just come in for their 
own 45-60 minute period. 


“University” operations have been 
placed on this basis: 
Meetings are held at a local hotel; 


subject matter is prepared in advance, 
and written for consumption by a mor- 
onic potential client (age 12)—not an 





Life Insurance 


insurance man; a manuscript is required 
which when merited will be released 
to the insurance news press; the manu- 
script if worthwhile will be published 
in the Estate Planners’ Quarterly as an 
ideal presentation to a client by a life 
insurance agent; each lecturer receives 
a lecture fee. 
Subjects Covered 

Some subjects to be covered by the 
faculty are: 

How to Calculate N. Y. and Federal 
Estate Tax in a Given Situation; How 
to Bring Your Boy Into a Partnership 
. .. or Into Your Firm as a Partner; 
What You Should Know About Capi- 
tal Gains and Losses; Tax Advantage of 
Instalment Payment for a Business In- 
terest; What You Should Know (as a 
partner) About Sec. 126; What You 
Should Know About Temporary Trusts; 
Plans; Advantages of a Limited Partner- 
ship Effective at Death; What You 
Should Know About Temporary Trusts; 
Discretionary and Legal Common 
Trusts, Intervivos, Testamentary; Trus- 
tees and Executors Fees in N. Y. State; 
What you Should Know About—5M Tax 
Free Benefit to Your Wife; What You 
Should Know About 115G and 115G3. 

The lecturers include Dr. Benjamin 
Harrow, Henry Cassorte Smith, Albert 
Mannheimer, Carberry O'Shea, Dr. 
Emanuel Saxe, David Stock, George 
Byron Gordon, Milton Young, Bernard 
B. Speizman, Albert Hirst, Leon Gold, 
Roy C. Greer, James Wriggins, Philip 
Lacovara, Bertram Harnett. 





ovident’s Over-Age line proves-- 





“This is the best friendmaker for the 
Provident of any line of policies you 
have ever issued.” That is the way 
one good Provident agent character- 
ized our Over-Age line. As he points 


out, “Not only does it do an excellent 


lines all the time. 


fi 
PROV 








“The best friendmaker...” 


job of maintaining clientele where, because of advancing age, it is necessary 
to retire from other policy contracts, it enables us to go out and actually 


create an entirely new class of clientele.” 


We have so much to sell, it is difficult to keep the emphasis on all of our 
But, we think that our Over-Age line is one whick 
deserves thought and attention each week of the year. 

Full information on this and other plans in Provident’s complete Jine 
of A&H coverages is yours for the asking. Why not write today? 


Brokerage Business Invited 


IDENT LIFE & ACCIDENT INSURANCE COMPANY 


HS CHATTANOOGA 











1857... 65th Year...1952 













WANTED 


LIFE INSURANCE MANAGER 
For Southern California 


By a well established, non-partici- 
pating, moderate sized company 
with ample resources. We want 
an ambitious, aggressive and ex- 
perienced man whose ability ex- 
ceeds his present opportunity, 
between 35 and 50 years of age 
with experience as an actual 
producer. Must be capable of 
building a real agency on a foun- 
dation of $15,000,000.00 of in. 
surance in force in Southern Cali- 
fornia. Exceptional opportunity 
for right man. 

Please give age, experience, pres- 
ent connections. Correspondence 
will be absolutely confidential. 


Write: Box 2131, 
The Eastern Underwriter 
93-99 Nassau Street, New York 38 














Phil Lawton Joins N. Y. Life 


Philip N. Lawton has joined the field 
training division of New York Life as 
officer in 
charge of that division being E. L. G 
Zalinski, assistant vice president. A 
graduate of John Carroll University who 
was with investment firm of Hornblower 
& Weeks, Lawton then went into the 
Navy where in five years service he 
advanced to rank of lieutenant comman- 
der. After being with Aetna Life in 
1948 he joined Insurance Research & 
Review Service, Indianapolis, as editor 
of its management plans division. 


an administrative assistant, 


U. of Illinois Publication 


Illinois insurance men in all fields who 
want to keep abreast of developments 
in insurance will be helped by a new 
publication of the University of Illinois 
Business Management Service—‘Where 
to Study Insurance in_ Illinois,” by 
Homer M. Dalbey. 

It describes courses in general insur- 
ance, insurance principles, life, casualty, 
fire, marine and surety insurance given 

*by educational institutions as_ short 
courses, evening classes, correspondence 
courses, and clinic programs, and tells 
where to get detailed information. 

Information on courses preparing for 
special insurance examinations is also 
given. Not included is data on training 
programs within companies or associa- 
tions, or courses given as part of regu- 
lar college curricula. 


Ohio State Life Gains 


Claris Adams, president, Ohio State 
Life, told the directors of the company 
at their recent quarterly meeting at the 
home office in Columbus that the com- 
pany’s paid-for production for the year 
to date is approximately 8% ahead of 
last year for the same period. The gain 
in insurance in force is approximately 
13% over 1951. 





PREFERRED 


oe AN OUTST 


Bob Jacobs 


RISK 


Joe Murphy 









LiFe 
BUY 


WHOLE 
ANDING 








THE ALLEN-PRATT GENERAL AGENCY 


Eddie Scherding 


Harold Pratt 

















MUTUALZ LIFE INSURANCE COMPANY 
SOSTON, MASSACHUSETTS 


225 
BROADWAY 


Pete Smith 


























1952 


int 
>X- 
X- 


Jal 





-ditor 


n 

; who 

nents 
new 

linois 

/here 

” by 


nsur- 
ualty, 
given 
short 
dence 

tells 


g for 

also 
ining 
socia- 
regu- 




















November 7, 1952 









Page 17 





Rothaermel Resigns 
From Pacific Mutual 


WAS VICE PRESIDENT AT LARGE 





Entered Insurance 33 Years Ago With 
Equitable Society; Joined Pacific 
Mutual in 1940 





W. M. Rothaermel, vice president, Pa- 
cific Mutual Life since 1940, has an- 
nounced his resignation which was effec- 
tive October 28. His future plans will 
be announced later. 

Mr. Rothaermel’s wide and broad ex- 
perience has extended over 33 years. He 
as an agent for the Equitable 


started 





Gladser Studio 
W. M. ROTHAERMEL 


Society in Oklahoma City in 1919, right 
after World War I. During his 18 years 
with the Equitable he was supervisor, 
agency assistant in the home office, su- 
perintedent of agencies with headquar- 
ters in San Francisco, and for eight 
years was superintendent of agencies for 
the Society’s central department. 

In 1937 Mr. Rothaermel went with the 
Continental American of Wilmington as 
vice president in charge of agencies. / 


- 


year later he was elected to the boag. 


of directors. 
Joined Pacific Mutual in 1940 


In October, 1940, he went to the Pa- 
cific Mutual Life as vice president in 
charge of agencies. Under his leadership 
in that post the Pacific Mutual’s field 
force was greatly expanded so that pro- 
duction grew from $35,000,000 in 1940 
to $100,000,000 in 1946. Insurance in 
force increased from $583,000,000 in 1940 
to more than $900,000,000 in 1950. There 
Was a corresponding increase in average 
size policy, average size agency and 
average production per agent. In 1950 
Mr. Rothaermel was made vice presi- 
dent at large with general administra- 
tive duties. 

Over the years he has been active in 
management activities and was a mem- 
ber of the executive committee of the 
Life Agency Officers Association. Also, 
when the Life Insurance Agency Man- 
agement Association was formed he was 
a member of the original board of di- 
rectors. Later, he was the first chair- 
man of the Accident and Health Com- 
mittee of Life Insurance Agency Man- 
agement Association. 


HEAR SHERWIN C. BADGER 
Sherwin C. Badger, financial vice 
President, New England Mutual, ad- 
dressed the New England group of the 
Investment Bankers Association at its 
recent annual meeting in Boston. His 
subject was “Interest Rates and the 
National Debt.” 


New Berkshire Director 

Frank Wells McCabe of Albany, N. Y., 
was elected director of Berkshire Life 
at the recent quarterly meeting of that 
company’s board of directors. 

Mr. McCabe is executive vice presi- 
dent and director of the National Com- 
mercial Bank & Trust Co. of Albany 
and is also vice president and director 
of the South Texas Development Co. 
and Wytex Oil Corp. He is a trustee 
of the Albany Exchange Savings Bank, 


a director of the Central Warehouse 
Corp., past president and member of 
the board of governors of Albany Acad- 
emy for Girls and Albany Medical Col- 
lege. 

A captain in the Army of World War 
II, the new director is a graduate of 
Taft School and Yale University and 
attended Hertford College, Oxford. He 
is a member of the Fort Orange Club, 
Schuyler Meadows Club, the University 
Club of Albany and the Yale Club of 
New York City. 





APPOINT G. W. NEWMAN 

George W. Newman, Berkeley, Cal., 
has been appointed assistant manager 
of the brokerage department in Occi- 
dental Life of California’s San Fran- 
cisco branch. Mr. Newman, formerly an 
agent with the Travelers, attended the 
University of California and served for 
two years with the Naval Air Transport 
Service during World War II. 

In his new post he will be working 
with Brokerage Manager Bernhard R. 
Franklin. 
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1. Your client signs a note for the total 
amount he would usually pay at 
the quarterly rate to carry his life 


insurance for one year. 


2. The Chase pays your client’s premi- 
ums for a full year in advance. 





Underwriters... 


You can create new business and increase present 
volume by persuading your clients to finance their Life Insurance Premiums through 
THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN. 


PRINCIPAL FEATURES: 


3. Your client repays the Chase in 
convenient 
over a period of one year, at the 


monthly installments, 


same total cost, in most instances, as 


his insurance charges would be if 
he paid them on a quarterly basis. 


Our folder, THE CHASE LIFE INSURANCE PREMIUM BUDGET PLAN, is 
available in quantities to underwriters for distribution to their policyholders. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


52 Cedar Street 


Member Federal Deposit Insurance Corporation 


Consumer Credit Department 


Telephone HAnover 2-6000 


New York 15 
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Dowell Co-Chairman of 
Scouts Greater N. Y. Drive 










Fahian Bachrach 


DUDLEY DOWELL 


Dudley Dowell, vice president, New 
York Life, has accepted the position of 
co-chairman for the businessmen’s com- 
mittee of the 1953 finance campaign for 
the Greater New York Councils, Boy 
Scouts of America. At the same time 
it is announced that Walter Weissinger 
also a New York Life vice president, 
has been made chairman of the insur- 
ance division for the campaign 

As co-chairman, Mr. Dowell will co- 
ordinate a section of the businessmen’s 
committee, including the financial divi- 
sion, with Hudson B. Lemkau of Mor- 
gan Stanley and Co. . chairman ; pro- 
fessional division with Paul W. Willia ums 
of Cahill, Gordon, Pachas and Reindel, 
law firm, as chairman; and the insur- 
ance division with Mr. Weissinger as 
chairman. 

[r. ager rer’s division will cover 


the fields of insurance agencies and 
brokers; fire, casualty and marine in- 
surance; life insurance company execu- 


tives; life ins urance company agencies. 
Committee chairmen are being recruited 
now to paeiies e the campaign organiza- 
tion in time for the November 20 All- 
Chairmen’s Conference at the Commo- 
dore Hotel. 

Official opening of the 1953 fund drive 
for the Boy Scouts of New York will be 
the traditional Dawn Patrol Breakfast 
on Wednesday, January 7 at the Wal- 
dorf - Astoria. 

With a total goal of $2,000,000 plans 
call for a $1,000,000 expenditure for cap- 
ital improvements of the Scout camps, 
including expansion and renovation of 
present facilities and the acquisition of 
new camping areas to Provide outdoor 
areas for the increasing needs of New 
York City Scouts. 

The other million dollars will be used 
for operating the Scout program, train- 
ing adult leaders, ( rganizing new Scout 
Units and gener ally expanding the Scout 
movement throughout the five boroughs 
to make the program available to more 


boys 


Provident Mutual Gains 

Provident Mutual’s new paid business 
for the first nine months of 1952 totaled 
$92,292,000, an increase of 9.8% over the 
corresponding period of 1951. Insurance 
in force rose to $1,490,000,000. 

New investments for the first nine 
months of 1952 totaled $57,114,000, yield 
ing a gross return of 3.94% as against 
3.72% gross yield on investments made 
during the first nine months of 1951. 

Outstanding investments totaled $677,- 
819,000, an increase of $15,550,000 during 
the nine months of 1952, 


Andrew J. Davis, 


for agents who have achieved better James H. es ae 


than average production in their first six Loans Frank A. 
months. Thirty-two company agents ary Everett D. 


dent M. Albert Linton, 





° : j J Vice President and - 
Provident Gives Its Newer General Counsel Thomas A. Bradshaw, Made Supervisor at Buffalo 


1 i Vice President and Secretary Leonard Edward T. Peterson has been appoint- 
Agents Orientation Course C. Ashton, Vice President and Insurance ed supervisor of State Mutual Life's 
During the weeks of October 20 and Supervisor F. Phelps Todd, Financial 3uffalo agency, it has ‘been announced 
27, the Provident Mutual Life of Phila- Vice President DeLong H. Monahan, by General Agent John Pennington. A 
delphia held its first orientation schools Vice President and Manager of Agencies graduate of Cornell University, Mr, 
Manager Mortgage Peterson is well known to the country’s 
Savage, Associate Actu- basketball fans as a former star for the 
Armantrout, Associate Syracuse Nats in the National Basket- 
from coast to coast attended the schools Insurance Supervisor William E. Creery, ball Association, 
at the home office. Associate Medical 
The agents were taken on an histori- Langner, Jr., M.D., 
cal tour of Philadelphia, and a tour Edwin E. Weller, 
of Provident’ s home office building. The Training Nelson A. White and Training Buffalo Life Underwriters Association, 
sessions also included talks by Presi- Assistants Charles F. 
Vice President man D. Johnston. 


Director Paul H. Since joining State Mutual three years 
Assistant Counsel ago he has established high personal 
Director of Sales sales record. He is now active in the 

















3artlett and Nor- Junior Chamber of Commerce and the 
Ad Club. 

















































































“You are strong on mental sharpness... 


“with a well-developed area of logic and a par- 
ticularly good bump of mathematics which should 
carry you far in the field of international finance.” 
That bump was made by his last employer when he 
bounced a rutabaga off Junior’s head. Junior did his 
best with addition but he ran out of fingers on big 
jobs. Some phrenology. Some predicting. 


Plain fact, as every life insurance agent knows, is 
that you can’t predict the future. The Union Central 
agent also knows that you can prepare for the future 
on the basis of what happens to most people and 
still take care of the exceptions. 


THE UNION CENTRAL 


CINCINNATI, OHIO 
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Certainly the best preparation is life insurance— 
Union Central life insurance with its policies and 
combinations of policies to meet every life insurance 
need from birth to age 70. 


And the Union Central agent is also an up-to-the- 
minute insurance man. The best policy of twenty 
years ago isn’t necessarily the best policy today. 
Times change. The needs of people change. An alert, 
cooperative Home Office keeps all Union Central 
agents fully informed, helps them with the proper 
sales tools to make Union Central life insurance 
serve people best in terms of today’s needs—pro- 
jected reasonably and logically into the future. 


LIFE INSURANCE COMPANY 
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Asst. Actuary National Vt. 





CAMPBELL 


NORMAN L. 


National oe of Vermont has made 
Norman L. Campbell an assistant actu- 
ary and elected him an officer of the 
company. Mr. Campbell is currently 
assistant actuary of Teachers Insurance 
& Annuity Association in New York 
with which he has been associated since 
1949. He is 39 years old and a Fellow 
of the Society of Actuaries. 

Following his graduation with an 
honor degree in mathematics and phys- 
ics from the University of Toronto in 
1935, he joined the Manufacturers Life 
of Toronto, and remained with this 
company until 1942 when he _ entered 
military service. An officer in the Royal 
Canadian Air Force, he was instructor 
in navigation in Canada during the 
early part of World War II and then 
served as a navigator in E ngland before 
being separated from the service in 1945. 

In 1947. Mr. Campbell joined the 
Royal Insurance Co. of England in the 
Canadian home office in Montreal where 
he was appointed assistant life secre- 
tary. He served in this position until 
he joined Teachers Insurance two years 
later. 


Middle Atlantic Autensiel 
Club Elects New Officers 


At the fall meeting of the Middle At- 
lantic Actuarial Club in Richmond, Va., 
recently, Dorrance C. Bronson, actuary 
of the Wyatt Co., was elected president 
for the coming year. Also elected were 
James M. Woolery, vice president and 
actuary, Occidental Life of Raleigh, 
..C., vice president, and Helen R. 
Gibson, Monumental Life, secretary and 
treasurer, 

T. Coleman Andrews, prominent ac- 
countant, was guest speaker. His subject 
was “Why Big Government Is_ Bad.” 

George E. Immerwahr, actuary, Monu- 
mental Life and outgoing president of 
the Club, spoke of his experiences in 
many years of Government service. Rob- 
ert J. Myers, chief actuary, Social Se- 
curity Administration, delivered a paper 
on “Social Security Amendments of 
1952." A paper on the subject of 
“Veterans Insurance Legislation of 1951” 
Was given by Edward J. Mullen, chief 
ot technical division, Veterans Admin- 
istration. 

Ralph E, Edwards, actuary, Baltimore 
lle, in a paper entitled “Life Insur- 
ance Trade Associations,” presented a 
thorough summary of the activities of 
the various associations. Mr. Edwards 
classified the associations by the type of 
service rendered the industry and indi- 
cated that although each association was 
of value, there was a good deal of dupli- 
cation, 

The informal discussion was on the 
subject of “Reserve Strengthening” and 
Was participated in by representi itives of 
9 Life of Virginia, Sun Life of Ameri- 

, Monumental Life and others. 


Mutual Benefit Increases 
Dividend Scale for 1953 


Directors of Mutual Benefit Life have 
authorized the distribution of dividends 
in 1953 amounting to approximately 
$16,400,000 as compared with the 1952 
authorization of $14,600,000. The increase 
of about $1,800,000 reflects the increased 
earnings of the company. Since the in- 
crease in earnings has arisen chiefly 
from the improvement in interest rates, 
the dividends which will be most favor- 
ably affected will be those on policies 
of longer durations where more. sub- 


stantial reserves have been accumulated. 

The mortality of the company has 
continued favorable and this factor of 
the dividend scale has not been changed. 

In the construction of the new divi- 
dend scale weight has been given to the 
rising level of expenses in recent years. 
Certain policies of recent issues, al- 
though sharing in the increased distribu- 
tion arising from interest earnings will 
be adversely affected due to this in- 
creased level of expense. 

The increase in the basic scale ac- 
counts for $1,000,000 of the total in- 
crease of $1,800,000. 


Martin L. Cannon Dies 

Martin L. Cannon, 67, prominent re- 
tired textile manufacturer of Charlotte, 
N.C., and a member of Jefferson Stand- 
ard’s board of directors, died in Memo- 
rial Hospital, New York, last week af- 
ter having undergone an operation. 

A native of Concord, N. C., Mr. Can- 
non attended Virginia Military Institute 
and the University of North Carolina. 
His father was the founder of the 
Cannon Mills Company, and Mr. Can- 


non was president of this company from 
1916 to 1921. 
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HEARD on the WAY | 














Jean Mullane, whose father, Colonel 
John P. Mullane, is general agent of 
Columbian National Life in Kansas City, 
Mo., and who is secretary of her 
father’s agency, was a recent visitor to 
New York City. She is a graduate of 
University of Kansas and was a mem- 
ber of the Kansas City Chamber of 
Commerce’s committee for encourage- 
ment of vote registration in the election 
of this week. Also, she appeared on a 
TV program with voting as her theme. 
An article she wrote, “Why Vote?” has 
been widely recorded. 

Colonel Mullane, who served in the 
Spanish-American war, entered the in- 
surance business in 1904 and has been 
with Columbian National since 1909 as 
general agent. He is also a director of 
Crown Drug Co., which has 71 drug 
stores in Missouri, Kansas and Okla- 
homa. He is also a member of the 
Judiciary Committee of the State of 
Missouri. 


E. B. Ferguson, general manager of 
Phoenix Assurance of London, England, 
who is president of the British Insur- 
ance Association, was guest of honor at 
a luncheon in Toronto Club on October 
21. Among those at the luncheon: 

E. C. Gill, president, Canada Life. 

F. J. Cunningham, vice president and _ secre- 
tary, Sun Life. bed : 

R. L. Foster, Q. C., and Jack Tuck, Cana- 
dian Life Insurance Officers Association, 

J. H. Lithgow, president and G. L. Holmes, 
vice president, Manufacturers Life. 

4 K. Macdonald, president, Confederation 
Life. ‘ 

A. Ross Poyntz, managing director, Imperial 
Life. "i ia 
. R. Stephenson, president, Crown Life. | 

R. B. Whitehead, Q. C., Insurance Superin- 
tendent of Ontario. ; a) 

Laurence F. Lee, president of Cham- 
ber of Commerce of the U. S. and presi- 
dent of Peninsular Life, Jacksonville, 
Fla., came in before the luncheon to 
meet Mr. Ferguson and the other guests. 
He was in Toronto to address the Cana- 
dian Chamber of Commerce. Accom- 
panying General Manager Ferguson to 
the lunch at the Toronto Club was 
Ralph M. Sketch, manager for Canada 
of the Phoenix Assurance. 





Ten times a year the Public Library 
of Newark, N. J., prints a bulletin on 
business literature. The September issue 
contains facts about books or articles 
printed about business women in_ the 
library’s quest of tracing the progress 
of women in the business and profes- 
sional world. Among the books men- 
tioned is that of Doree Smedley and 
Lura Robinson, “Careers for Women in 
Real Estate and Life Insurance,” pub- 
lished by Greenberg. 

A later edition on the subject of busi- 
ness literature referring to achievements 
by women will be printed soon. Marian 
C. Manley, business librarian of the 
Newark public library, is editor of its 
“Business Literature,” bulletin. 





Special Libraries Association—insur 

keeps track of all new pub- 
lications in the insurance business, in- 
cluding brochures and pamphlets as well 
as books. All of these are listed in the 
“Insurance Book Reviews” of the insur- 
ance group. Editor of the reviews is 
Amelia Bloomfield, librarian, New York 
Life, and managing editor is Hazel Kirk 
Levins, librarian, Mutual Benefit Life. 

According to the listings more books 
and other documents on social insur- 
ance are being published at the present 
time than those having relationship to 
other divisions of insurance. 


ance group 


Margaret Lathrop Law, daughter of 
the late William A. Law, who was presi- 
dent of Penn Mutual Life, has written 
a fifth volume of poems, “Yield From 
Flame,” which is published by Exposi- 
tion Press of New York. In this new 


collection the author of “Horizon 


JEAN MULLANE 





Smoke” and “White Camellias and Black 
Laughter” has gathered her most re- 
cent and perhaps her most distinguished 
work. Among those who have praised 
“Yield From Flame” are Charles Whar- 
ton Stork, former president of Poetry 
Society of America; Archibald Rutledge, 
poet laureate of South Carolina; former 
president Robert Cralkson Clothier of 
Rutgers University; Martha L. Spencer, 
poetry editor of Hartford Times, and 








LIFE INSURANCE 


RENEWAL 


RENEWAL PURCHASE COMPANY 





60 Cedar Street, New York 5, N. Y. 





PURCHASED ON 
EQUITABLE BASIS 


BOwling Green 9-0109 





Mrs. H. C. Houghton, president of Gen- 
eral Federation of Women’s Clubs, 1950- 
52 term. Among magazines which have 
published Miss Law’s work are Saturday 
Evening Post, Reader’s Digest, McCall’s, 
Tomorrow and House Beautiful. 
Miss Law, a graduate of Wellesley, 
was twice chosen as Alumni Poet on the 
Katherine Lee Bates Series of Poetry 
Readings. She holds a Master’s degree 
in literature from University of Penn- 
sylvania and has traveled widely. 
Uncle Francis. 


Perrin Agency Qualifies for 
Million Dollar Group Club 


W. L. Perrin & Son, Inc., New York 
City, has qualified for membership in 
the Million Dollar Group Club of Con- 
tinental Assurance Co. of which this 
agency is a general agent. This honor 
is in recognition of the agency’s produc- 
tion in 1951 of $1,000,000 of Group life 
insurance. 

Julius L. Ullman, executive vice presi- 
dent in charge of life insurance develop- 
ment in the Perrin Agency, has ex- 
pressed his gratification to the home 
office for the honor and indicated that 
the agency is well on its way this year 
to a sizable increase over 1951. He 
credited William J. Tracy, the agency’s 
group supervisor, for the stepped up 
Group life production. 





medical 





DAVID A. 


(Anh 


AGENCY inc. 


« « « Each case submitted to this agency is 
appraised independently in our home 
office — by our own modern standards! 


e « « Our objective: Keep right in step with 
advances. 


every break possible! 


e « « We firmly believe in that objective — 
and we practice it! 


Consult CARR 
Concerning 


Independent Appraisals 


INDEPENDENT APPRAISALS 


We Make Our Own Decisions 


Give your client 


. 
Agency Mgr Continental Assurance Company 


Chicago, Il 


1780 Broadway at 57th St. New York -JUdson 6-4660 
DAVID A. CARR, Pres.» MICHAEL A. WILTON, V.-Pres 








WE LIKE OUR COMPANY 
BECAUSE IT OFFERS: 


1—LOW NET COST TO POL. 
ICYHOLDERS 


2—PENSIONS TO BROKERS 
AND SURPLUS WRITERS 


SO WILL YOU... 





Samuel D. Rosan Agency, Inc. 
General Agent 


CONTINENTAL ASSURANCE CO. 
Chicago, III. 


76 William St. N. Y. 5, N. Y., 
H 3-7680 

















Occidental Writes Service 
People Without War Clauses 


New policy issues without war clauses 
on service personnel in a_ substantial 
number of categories are provided in the 
liberalization of rules announced by Oc- 
cidental Life of California. 

Insurance now issued to combat per- 
sonnel without a war clause includes 
coupon policies or non-par endowments 
for 20 years or less, maximum amount 
$2,500 through age 35; Ordinary life 
or higher premium non par plans, maxi- 
mum amount $5,000, ages 36 to 45 in- 
clusive; and Ordinary life or higher pre- 
mium non par plans, maximum amount 
$10,000, over age 45. 

Non-combat personnel may be issued 
the following plans without a war clause: 
Ordinary life or higher premium non-par 
plans, maximum amount $5,000, through 
age 35; ages 36 to 45 inclusive, maxi- 
mum amount $10,000, all plans except 
Ordinary life preferred risk participat- 
ing; applicants over age 45, no restric- 
tions. 

Combat personnel over age 45 and 
non-combat personnel over age 36 will 
receive individual consideration ‘when 
making application for higher amounts 
than stated above. 

Insurance in force which was issued 
by Occidental subsequent to June 1, 
1950, without a war clause will be in- 
cluded under the amount limitations. 


National Life Dividends 


Increased; Sales a Record 
The National Life of Vermont divi- 
dend scale for 1953 calls for payments 
of $1,000,000 more than this year. This 
is the second dividend increase in two 
years. President Deane C. Davis said 
sales for the first nine months of this 
year, the highest for any comparable 
period in the company’s 102-year-old 
history, totaled nearly $100 million, an 
increase of nearly 11% compared to the 
corresponding period last year, and 
$9,571,531 in excess of the previous high 
mark made in the first nine months of 
1947. ; 
The company’s insurance in_ force 
spiraled to $1,283,833,268, a net gain ol 
nearly 744% compared to a year ago. 
Net ledger assets of $489,949,907 showed 
a rise of nearly 7% compared to a year 
ago. 
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Better Trained Salesmen 
Is Big Need Today 
THEME OF SCHECHTER’S TALK 
New President of sf Beeskdys A. & H. 
Assn. Installed at Luncheon; George 


E. Lehman Guest Speaker 


N. Schechter of 


Harry Brooklyn and 
New York, newly elected president of 
the Brooklyn Association of Pe Se OF. 
Underwriters, and George E. Lehman, 


general agent, National Accident & 
Health Insurance Co., ; who is zone chair- 
man for this area of Intern itional As- 
sociation of A. & H. Underwriters, were 
the principal speakers at the installa- 
tion luncheon, October 30, of the Brook- 
lyn association. Installation officer was 


Joseph F. Addonizio, co-chairman on 
iegislation for the association. George 
J. Mutari, immediate past president 
who now takes over as head of the 
xrooklyn Insurance Brokers Associa- 


tion, Inc., spoke appreciatively of the 
support given to him in the past year. 
President Schechter, a newcomer in 
association work, gave recognition to 
Jernard Werbel, well known educator of 
Brooklyn, under whom he studied for 
the insurance broker’s examination back 
in 1936, and who encouraged him some 
years there after to do insurance teach- 
ing. “He was my inspiration,” said Mr. 
Schechter. 
Urges Better Trained Salesmen 

The new president in a plea for better 
trained brokers and agents said: “It is 
that a salesman cannot sell the 
product unless he knows and 
coverage. Many  pro- 
realize what they are 


obvious 
AL & H. 
appreciates its 
ducers do not 


selling. The result is that policyholders 
are inadequately covered and_ only 
realize that fact when they have a 
claim. Then they become disgruntled.” 


Mr. Schechter paid his respects to the 
restrictive, patch-quilt policies sold by 
mail order & H. companies. He then 
declared that many provisions in A. & 
H. policies can and should be simpli- 
fied. “Admittedly it is difficult to write 
a policy that everyone can understand,” 
he said. “The insured likes to see in a 
policy what he wants to see; the com- 
pany is on the alert for misunderstand- 
ing of provisions or exclusions, and the 
courts will side with the plaintiff in 
case of policy ambiguity.” 

The speaker thought that the compa- 
nies are trying to do an honest job in 
selling A. & H. policies that fit insur- 
ance needs; in paying just claims 
promptly. He was sure that A. & H. 
is a vitally necessary line and, in this 
connection, emphasized that the great 
pressure these days for compulsory 
health insurance indicates that the pub- 
lic is aware of the value and need for 
income protection. 

Mr. Schechter promised in closing that 
the Brooklyn i whose mem- 
bership has been sizably increased will 
have an active year. “We are planning 
a number of educational forums and 
regular meetings in the months ahead.” 


Lehman Explains DISC Setup 


This served to introduce George FE. 
Lehman who gave details on the DISC 
ten weeks’ course which will be avail- 
able to the Brooklyn association if it 
so de sires. Having recently completed an 
instructor’s course at University of Illi- 
nois, Mr. Lehman is qualified to give 
this course. He stressed that all who 
sign up for it will gain in knowledge of 
the A. & H. business. The class will be 
limited to 35, he said. 

Mr. Lehman also expli uined the Inter- 
national Association’s “Choose the Plan 
Directory,” stimulating the interest of 
the Brooklynites in preparing such a 
folder (containing the names and phone 
numbers of all members of the 7 
anc 


association 


tion) for distribution to doctors 
dentists. “The directory plan has 
worked successfully in Florida, Wiscon- 


sin and will get under way in Newark 
soon,’ said Mr. Lehman, “and it has 
helped in making qualified A. & H. 
Writers better known among the pro- 


Retirement Plan With Variable Benefits 


a re- 
that 
fund 


interest in 
benefits 
equity 
Revenue 


There is increasing 
tirement plan providing 
with the value of an 
since the Internal 
gave an opinion recently which permits 
such a plan for tax exemption under 
Section 165 (2) of the Code. This is the 
first time such a plan has received a 
favorable ruling from the Commission- 
er’s office in Washington. 

In a recent letter put out by Towers, 
Perrin, Forster & Crosby of Philadel- 
phia, the following comments are made: 

“Present attempts to keep up with in- 
flation by setting (and resetting!) mini- 
mum dollar pensions, and by gearing 
pensions to earnings shortly before re- 


vary 
Bureau of 





fessional people who are among. their 
best prospects.” In his opinion, the 
directory is an excellent way in which 
to combat mail order competition. 


What A. & H. Business Has to Offer 


The speaker then told what the A. & 
H. business has to offer in the way of 
coverage, saying: “It includes security 
at a reasonable price, backed by sound 
business methods, financial stability and 
facilities second to none.” He continued: 

“There is a definite need for our mer- 
chandise and service when you realize 


that there are 4,000,000 people injured 
or ill each day, with an annual medical 
expense exceeding one billion dollars 


two billion 
through 


and an annual wage loss of 
dollars on account of disability 
accident and_ sickness. 


“We have many types of coverage to 


offer insuring income, hospitalization, 
surgery and medical care, and now a 
number of companies are offering major 
medical expense insurance with $100 to 
$500 deductible provisions, all tailor- 
made and designed to fit the individual 
needs and pocketbook. We have tried 


hard and will continue to try to produce 


merchandise that will satisfy the buyer, 
both from a price and security stand- 
point. 


“Tt is the simplicity of the contract 
that appeals to the buver and our sales 
representative. Complicated contracts 
with a lot of exclusions should be dis- 
couraged. Our business is not difficult 
to understand and we should endeavor 
to make it as simple as possible. 

“Tt is not a question of the public not 
being conscious of the need for this in- 
surance, but rather a lack of interest or 
possibly knowledge on the part of the 
producer. 

“When discussing A. & H. contracts 
and coverage with a new producer I ac- 
quaint him with the simplicitv of the 
policy rather than impressing him with 
the great number of policies which will 
confuse and discourage him. If you mas- 
ter a few key accident and health con- 
tracts together with hospitalization and 
surgical policies you will find it easier 
to associate the others with them. 

“In the underwriting of our business 
it should be our obiective to salvage as 
many borderline risks as possible. I 
do not mean to imply that we should 
be a charitable institution and take a 
lot of undesirable risks. There are some 
who definitely will not qualify due to 
physical, moral or financial reasons; but 
there are many physically impaired risks 
that can be made acceptable by exclud- 
ing liability for the impaired or defective 
part. 

“The rates have been established for 
average or standard risks and it would 
not be fair to other policvholders if we 
accept an impaired risk without a 
waiver. Our job is to give fair consid- 
eration to all risks and try to make 
them acceptable. 

“In the matter of claims we have a 
record no other line of insurance has 
and that is a claim frequency so high 
that it touches the average policyholder 
at least once in four years. This is not 


an up-to-date figure and I would not 


be surprised if the average were higher 
today.” 


tirement, are certainly not solutions to 
the continuing question of how to ap- 
proximate a constant volume of buying 
power after retirement. We maintain 
that it is dz ingerous to tie pensions to 
a cost-of-living index, in the way that 
wages are tied in some union contracts, 


as the impossibility of estimating event- 
ual benefit levels prevents orderly ad- 
vance funding of costs from current 
output. 


3enefits that change with the value 
of an equity fund, supplementing a fixed 
dollar pension plan, come closer than 
any previously available procedure to 
providing retirement income of constant 
buying power while keeping the em- 
ployer’s costs relatively fixed in terms 
of work force or payroll. We outlined 
in December such a two-part retirement 
which we 


program on were working 
with one client—and since that time 
have extended this activity to several 
other clients’ plans. j 


Qualifying the Plan 


“The problem of qualifying these 
plans with the Treasury Department for 
tax exemption focused attention on two 

f particular significance un- 


questions of 
der Section 29.165-1 (a) of Regulations 


111 
“() Does the plan provide for ‘defi- 
nitely determinable benefits, even 


though these benefits are in terms of a 


fixed number of shares in a variable- 
value equity fund, rather than in dol- 
lars ? 

“(2) Is the plan one under which 


‘either the benefits payable to the em- 
ploye or the required contributions by 
the employer can ‘be determined actu- 


arially’ ? 


“The Commissioner’s opinion answered 


both of these questions in the affirma- 
tive, so that, assuming the plan  sub- 
mitted meets the requirements of aa 
tion 165(a) in all other respect it 


would not fail to qualify on either of ‘the 


above grounds. 

“For those who may be coming in 
late in the various discussions of the 
equity fund principle, here are some 


very simplified highlights of one way its 
important features might be incorpo- 
rated in a supplemental pension plan: 
“Employer Contribution: Annually, 


amount necessary to fund 1% of current 
year’s pay at age 65 for each eligible 
employe. 

“Employe Contribution: None. 


Funds: By corporate 
common stocks or in- 
vestment trust shares. Fund credited 
with investment income and both real- 
ized and unrealized changes in capital 
values. 

“Retirement Senefit: Payable as the 
value of so many retirement shares per 
month. The number of shares will be 
the total credited to an employe during 
his years of participation, based on the 
money set aside as above to fund his 
benefits. The monetary value of each 
share is arbitrarily fixed at the inception 
of the plan. After that it varies from 
year to year depending on Pe in- 
vestment experience is more or less fa- 
vorable than has been nail 

“These basic provisions can vary wide- 
ly, as can the proportion of total pay- 
ments caida into each part of the pro- 
gram and other plan features such as 
eligibility, retirement age, vesting, and 
death benefits—all according to the de- 
sires and needs of the company involved. 
However, the main point is that a num- 
ber of studies have demonstrated how 
the benefits from a combination of an 
equity fund, accumulated regularly with 
income reinvested, and a fixed dollar 
plan, would have shown historically a 
far better correlation with the cost of 
living than the fixed dollar plan alone. 
A combination program utilizing both 
types of benefits, therefore, would seem 
to offer a much better protection 
against the hazards of inflation, both for 
companies and their pensioners, than any 
of the traditional plans in operation in 
this country today.” 


“Investment of 
trustee, 100% in 





Conn. Mutual Announces 
Increase in Dividends 


An increase in dividends for 1953 aver- 
10.25% to 
Mutual 


Fraser, company president. 


aging policyholders of Con- 


necticut Life, is announced by 


Peter M. 


This is the sixth dividend increase 
in the last ten years and the 1953 scale 
is in the aggregate 49% more liberal 
than the scale in effect ten years ago. 

A total of $16,000,000 will be distrib- 


uted in dividends next thereby 


further 
to company policyholders, 


year, 


reducing the cost of insurance 
President 
approximately $1,- 


that 


Fraser said. This is 
500,000 more than the 


be distributed 


amount would 


under a continuance of 


the 1952 scale. 
All policyholders, old as well as 
new, will benefit by this increase. While 


the average increase is about 10%, the 
increase in individual dividends varies 
somewhat according to the plan of in- 
surance and age in order to maintain 
equitable treatment of all policies is- 


sued. Dividend increases apply to poli- 
cies based on the American Experience 
Mortality Table as well as to policies 


based on the newer CSO Mortality 
Table. 

The interest rate for 1953 will be 
34% on money left with the company 


settlement ci 
than 


yntracts, 
$93,- 


under its optional 


which now amounts to more 

000,000, and 3% on dividend accumula- 
tions which now amounts to over $5¥),- 
(000,000, 

This new dividend increase, Mr. 
Fraser said, is made possible by the 
continuing favorable investment experi- 
ence, low rate of mortality among pol- 
icyholders, and progress made by the 


company in voluntarily strengthening 
its reserves. 

A total of $245,000,000 in dividends has 
been paid by the Connecticut Mutual 
to policyholders and beneficiaries since 
the company organized in 1846. 


L. A. PEACOCK APPOINTED 


was 


Named Manager of the Raleigh Agency 


of The Prudential; Succeeds 
Arch Ames, Retiring 

Lucian A. Peacock, who has bdee= 
temporary manager of Prudential’s Char- 
lotte agency, has taken over direction 
of the Raleigh Agency of the company 
Mr. Peacock succeeds Arch Ames, who 
is retiring after a Prudential career cov- 
ering more than 20 years from agent 
to head of one of the company’s major 
Southern offices. 

Mr. Ames started with the company 
in Miami, Fla., where he had _ settled 
after serving with Naval Aviation in 


World War I. Previously, he had been a 
traveling representative of the Winchest- 
er Arms Co. From Miami, Mr. Ames 
moved to the Prudential agency in Char- 


lotte where he became an assistant man- 
ager and in 1946, manager. 
Early in 1949, the company’s North 


Carolina organization was realigned, and 
the agency headed by Mr. Ames was 
moved to the state capital. There it con- 
tinued its progress under Mr. Ames and 


today, is the company’s leading agency 
in production in the South. 
M r. Peacock, as the new manager, 


with which 
career eight 


will direct the organization 
he started his Prudential 

vears ago. A graduate of the University 
of North Carolina, Mr. Peacock entered 
the life insurance business after several 
experience as a high schcol 
N. C. He was named 


years of 
teacher in Wilson, 
an assistant manager of the agency in 
1946 and put in charge of the branch 
office at Durham. He made an outstand- 
ing record not only in building up sales 


but in recruiting and training new 
agents. 
In anticipation of Mr. Ames’ retire- 


Peacock was promoted to 
manager several months 
ago. He was temporarily assigned to 
the Charlotte office to fill a vacancy 
caused by the resignation of its manager 
and with the understanding that he 
would take over in Raleigh at this time. 


ment, Mr. 
the rank of 
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INFLATION OVER A 
DAYS’ PERIOD 


TO DISCUSS 
THREE 


Young, executive director of 
Assembly and 
School of 


will be the 


Philip 
the American dean of 
Graduate Business 


that inflation 


Columbia 
announces 
assembly’s meeting at its 
N.Y, 


Assembly is a 


theme of the 


home near Harriman, December 
5-7. The American non- 


partisan conference and _ research or- 


ganization established by General Eisen- 
May of 

the assembly’s national 

W. Douglas, for- 

Britain. At 

citi- 


hower at Columbia in this year. 
Chairman of 
policy board is Lewis 
mer Ambassador 
the May 


zens discussed ways to halt inflation and 
re-examined at 


to Great 


meeting 80 well known 


those findings will be 


the December conference in the light 


of the recent steel strike settlement, the 


dropping of credit regulations, continued 


expenditures and 
little in- 


heavy government 


sidelights on the view that “a 


flation is a good thing, or necessary for 
prosperity.” 
December discus 


local 


discussion 


The results of the 


sion will be sent to American as- 


semblies and to groups con- 


ducted by business, labor, school, com 


munity, farm and other organizations. 
In addition to Mr. 
National 


itizens: 


Douglas some 


Policy 


mem 
bers of the Board are 
these c 

John Cowles, president, Minneapolis 
Star and Tribune; Harry A. Bullis, 
chairman, General Mills, Inc.; James A. 
Farley, chairman, Coca-Cola Export 
Corp.; William Green, president, Ameri- 
can Federation of Labor; Oveta Culp 
Hobby, Texas newspaper publisher; 
William I. Myers, dean, New York Col- 
lege of Agricult ure. 

As irrespective of 


f election results, in- 


flation with us for sometime 
the clearer the subject is understood, the 

factors 
will the 


will be 


greater the comprehension of 


entering into it, the sooner 


solution be found. 


CAREERS IN HOME OFFICE 
UNDERWRITING 


example of insurance 
field is 


Joint 


An excellent 


cooperation in a_ technical the 
done by the 


Committee 


being 
Examination 


fine work 


Education and 
organizations, 


Asso- 


maintained by the two 


Home Office Life Underwriters 


ciation and the Institute of Home Office 
Underwriters. To meet the need for 
underwriters the 
after informal discussions, set up 
1948 Education and 
Examination 
examinations leading to certifi- 


trained lay organiza- 


tions, 


early in the Joint 


Committee authorized to 


conduct 
cates of proficiency. 

The program is established primarily 
to meet the demand for some organized 


and directed course of study for those 


who are making a career of home office 


underwriting. It is not intended to 


take the place of the more complete 


course study and examinations offered 


by the Life Office Management Associa- 


tion Institute on the various phases of 


the life insurance business, including 


home office underwriting. To be eligible 
the examinations and qualify 
must have 


Institute 


for taking 
for a certificate a candidate 


LOMA 


educational 


credit for certain 
The 


together. 


courses, two groups 


work closely 


\nother interesting aspect of this co- 


effort is that 
that lay 


operative the Joint Com- 


mittee believes underwriters 
should have a broad background in the 
life insurance business as a_ basis for 
office underwriting, 


LOMA 


issues 


specialized home 


hence the tie-up with Institute. 


The Joint Committee suggested 


readings broad in scope in addition to 
highly technical 
Student 


take the 


sources. 


employes of life companies 
courses under supervision of 


the home office where 
employed and the 


working in the 


instructors in 
they are instructors 
are specialists fields of 
close 


work. 


the course bringing the student 
to the practical operations of the 
This is but one example of the great 


educational opportunities in insurance. 


Mark Conolly, New England Mutual 
Life, Cleveland, has been elected to the 
board of directors of the Cleveland 
Aviation Club, one of the oldest organi- 
zations of its kind in the country. 


ee 


Chris Finsness, editor, Northwestern 
National News, and a member of North- 
western National Life’s publicity depart- 
ment since 1940, was recalled to active 
duty in the Navy on November 1. Mr. 
Finsness is a naval aviator and a vet- 
eran of three and a half years of service 
in World War II during which he 
served in the Aleutians and in Brazil. 


Carl E. Haas, CLU (left) 
and Roy Tuchbreiter 


Carl E. Haas, CLU, president of the 
General Agents and Managers Associa- 
tion of Continental Assurance and now 
entering his seventh year as a general 
agent in Brooklyn of that company, is 
shown in the above picture with Roy 
Tuchbreiter, president of the Continen- 
tal, while on the recent Bermuda trip 
of Presidents Club qualifiers. Active for 
many years in association work, Mr. 
Haas has just been named chairman for 
the sales congress to be staged next 
January 22 by the Brooklyn branch of 
the Life Underwriters Association of the 
City of New York. He is also admin- 
istrative vice president of the Brooklyn 
unit. With Continental Assurance the 
Haas Agency ranks among the first ten 
production leaders on a_ countrywide 


basis. 
* 


president of all 
Hartford 


vice 
National of 
25 years of service 
November 1. The 


E. H. Forkel, 
companies of the 
Group, completed 
with the group on 
Western department staff gave a lunch- 
eon in his honor at the Union League 
Club on October 31 which was attended 
by Frank D. Layton, chairman of the 
board, and O. A. Ogden, vice president, 
both from the National’s home office at 
Hartford. After graduating from the 
University of Chicago, Mr.  Forkel 
started his insurance career with the 
Royal Insurance Co. in Chicago in 1924 
and in 1925 he joined H. G. B. Alex- 
ander & Co. who were then United 
States managers of the Transcontinental 
of the National of Hartford Group. He 
traveled as a special agent in Michigan, 
Ohio and Indiana, and in 1929 when 
the National took over management of 
the Transcontinental on a direct basis, 
Mr. Forkel was transferred to the 
Western department. He became asso- 
ciate manager in 1939 and in 1944 was 
made general manager. In February, 
1945, Mr. Forkel was elected vice 
president. 

x x 


Edward I. Farley has joined the New 
York office of Marsh & McLennan as 
a vice president. He has had wide ex- 
perience in the insurance brokerage 
field, having been associated with the 
firm of Rollins Burdick & Hunter since 
1940 except during the war years when 
he served with the United States Navy. 
While in the Navy, Mr. Farley was 
awarded the Silver Star, Legion of 
Merit and Presidential Unit Citation. 
Mr. Farley prepared at Middlesex 
School and graduated from Harvard 
University in 1938 with a Bachelor of 
Science degree, majoring in economics. 
He has also recently attended the ad- 
vanced management course at the Har- 
vard School of Business Administration. 


Martin W. Lewis, general man; iver 
Surety Association of America, left New 
York by air, Sunday, November 2, and 
was in San Francisco on November 3, 4 
and 5. On the 3rd, he attended the 
annual meeting of the Surety Under- 
writers Association of Northern Calj- 
fornia. He then proceeded to Los An- 
geles, where he spent November 6 and 
7 and attended a meeting of the Surety 
Underwriters Association of Southern 
California. On November 9, Mr. Lewis 
will go to Dallas, Tex., where, on the 
10th, he will attend the meeting of the 
Surety Underwriters Association of Dal- 
las. During his trip, he will visit with 
Insurance Department officials in Cali- 
fornia, Texas and other states. 


* * 


presi- 
still on 


George E. Bulkley, former vice 
dent of Connecticut General, 
board of directors and who joined the 
company 55 years ago, was present at 
the Connecticut General Life’s 25 Year 
Club dinner in Hartford a few nights 
ago. Richard H. Cole and Thomas W. 
Russell, both directors, joined the com- 
pany half a century ago. At the dinner 
were 138 staff members with more than 
25 vears of service. 


Leland J. Kalmbach (left) and 


Norman Rockwell. 


famous American 
honor of Massa- 


Norman Rockwell, 
painter, was guest of : 
chusetts Mutual Life at a dinner ot 
the directors of the company held in 
Springfield October 21. Mr. Rockwell is 
working for the Massachusetts Mutual 
exclusively in the life insurance field 
and his human _ interest sketches are 
being used in the company ’s national 
advertising campaign. He is shown in 
accompanying picture with Leland J. 
Kalmbach, president of Massachusetts 
Mutual Life. 


x oe 


V. J. Harrold, Fort Wayne general 
agent for Lincoln National Life, will re- 
ceive the 33rd degree, highest degree in 
Scottish Rite Masonry, at next year’s 
convention of the Ancient Accepted 
Scottish Rite of the Northern Masonic 
Jurisdiction of the United States. Mr. 
Harrold, who is commander-in-chief of 
the Fort Wayne Consistory of the Scot- 
tish Rite, was elected by the supreme 
council of the Scottish Rite which met 
recently in New York. 


* * * 


Ken Johnson, big league baseball 
pitcher with the Philadelphia “Phillies, 
a son-in-law of John H. Burns, Jr., head 
of the Harris, Burns & Co. Agency, 
Wichita, Kan., is associated with agency 
until opening of Spring training in 1953. 








nager, 
t New 


n the 
f the 
f Dal- 

with 


Cali- 


presi- 
Il on 
d the 
nt at 
Year 
lights 
is W. 
com- 
linner 
than 





‘ican 


issa- 
r of 
1 in 
Il is 
itual 
field 
are 
onal 
1 in 
ie 


setts 














November 7, 1952 


Page 23 











Cowperthwaite Heads Committee 


John K. Cowperthwaite, president of 
Fox & Pier, Inc., New York City, will 
head the insurance committee in a cam- 
paign to raise $350,000 to meet a year- 
end deficit and finance 1953 maintenance 
projects for the George “Junior Repub- 
lic,” a unique self-governing community 
Mr. Cowperth- 
announced 


founded 57 years ago. 
waite’s 
today by Carl I. 
president and a director of Thomas J. 


appointment was 
Wood, executive vice- 


Lipton, Inc., who is general chairman of 
the Junior Republic’s fund raising cam- 
paign. 

Insurance executives who will serve on 
an industrywide committee under the 
chairmanship of Mr. Cowperthwaite in- 
clude Edward M. Brown, National Surety 
Corp.; Jay Casper, C. D. Kreps; E. T. Fox, 
Fox & Pier ;Stuart Richardson, F. F. Rich- 
ardson, Inc.; H. P. B. Terry. Lukens, 
Savage & Washburn; W. J. Thompson, 
Globe Indemnity; Mitchell May, Jr., 
Mitchell May Jr., Co.; William T. Dunn, 
Sr, Dunn & Fowler; John Weghorn, 
John C. Weghorn Agency, Inc.; Frank 
Beasley, Home Insurance Co., William 
E. Lowe, Boston Insurance Co.; Min- 
turn Le Roy, Chubb & Son; Daniel 
Torzier, Travelers Insurance Co.; and 
William Waters, Hall & Henshaw. 

The “Junior Republic,” the only com- 
pletely self-governing youth community 
in the world, has been a model for simi- 
lar projects both in this country and 
overseas since it was founded in 1895 at 
Freeville, N. Y., near Ithaca. The 125 
“citizens,” drawn from every social 
strata, include boys and girls from 11 
to 18 years old who govern themselves 
under a constitution and laws modeled 
after those of the United States of 
America and the state of New York. 

Spread over the Repunlic’s 550 acres 
are a school, library, chapel, printing 
plant, machine and carpentry shops, 
barns for livestock, and the cottages 
where an average of eight boys or girls 
live with a house-mother as “families.” 
The citizens elect a new president every 
year; legislate their laws or air their 
grievances at monthly Town meetings; 
operate their own legal system with a 
court, judge, attorney general and law- 
yers under the citizen’s legal code; per- 
form all work on campus while receiv- 
ing academic and vocational training. 
Work is paid for in special currency 
printed at the Republic, with which the 
citizens operate a bank and pay for 
services received with their own earn- 
ings. The under-lying aim of the George 
“Junior Republic” is to teach, by prac- 
tical application, the basic principles of 
living in a democracy and under a 
System of private enterprise. 

rhe insurance committee, organized 
last year to place the appeal of the 
George “Junior Republic” before execu- 
tives of the insurance field, set this 
year’s quota at $2,500. 




















Law Partnership Formed by E. G. Bill 
and R. N. Rose 


Edmund G. Bill and Robert N. Rose, 
well known insurance attorneys both 
of whom were connected some years 
ago with the New York Insurance De- 
partment, have formed a_ partnership 
for the general practice of the law under 
the firm name of Bill & Rose. In addi- 
Schmidt will serve Bill 
York and 


I., offices will be main- 


tion, Godfrey P. 
& Rose as counsel. New 
Garden City, L. 
tained. 

Edmund G. Bill is a brother of Jo- 
seph G. Bill, assistant general manager 
and counsel of the Inland Marine Un- 
derwriters Association. Edmund — G. 
served in the New York 
from 1933-38 as an attorney in_ its 
liquidation and rehabilitation divisions. 
Thereafter he was with the Manufac- 
turers Casualty of Philadelphia for a 
few years as attorney, handling litiga- 
tion in New York City. 

Robert N. Rose will be remembered 
as counsel to the New York Depart- 
ment from 1932-36 following which he 
served as president of the Excess 
Insurance Co. of America from 1936-41. 
A few years later he turned his atten- 
tion to life insurance and operated a 
large Brooklyn agency of Equitable Life 
Assurance Society from 1945-50. 

3oth Mr. Bill and Mr. Rose served in 
the U. S. Navy in World War II as 


lieutenants. 


Department 


* * * 


Directors to Honor Rendtorff 


November 14 will mark the 40th year 
in the insurance field of A. Rendtorff, 
chairman of the Sterling Offices, Ltd., 
of London at which time he wil! be 
guest of honor at a dinner in that city 
which will be given by directors of the 
Sterling. Among those who will attend 
are Verner R. Willemson, managing di- 
rector of Sterling Offices, Ltd., and 
president of Sterling Offices, Ltd., of 
Canada, and Paul R. Willemson, presi- 
dent, Sterling Offices, Ltd. of New 
York, and a director in the parent or- 
ganization. 

ee ae, 


New Weekly Insuranscoop 


Effective November 5, Western Un- 
derwriter, a San Francisco insurance pa- 
per, will replace its present Insur- 
anscoop and assume a four-page letter 
form to be circulated privately as first 
class mail to all paid subscribers and 
will be air-mailed east of the Rockies. 
It aims to give in capsule form news 
of importance in the West with ob- 
jective of interesting top management 
in insurance, brokers, buyers and banks. 
The new Weekly Insuranscoop will 


carry no advertising with exception of 
occasional — help 
wanted notices. 


wanted or position 


Latham-Stevens Dinner 


The Latham-Stevens Co., Harrisburg, 
Pa., will be hosts at a tenth anniversary 
dinner which will be held December 10, 
at Penn Harris Hotel, that city. 

The successful office operation § of 
Latham-Stevens Co., was the subject of 
an article recently published in “Sys- 
tems,” office management publication. 

According to Ernest D. Latham, 
president of the agency, and author of 
the article, the company’s modern office 
serves as a “display” for merchandising 
their services effectively. Mr. Latham 
is of the opinion that clients who en- 
trust their insurance problems to Latham- 
Stevens do so because they are con- 
vinced this agency is efficient in every 
respect, even to modern “bookkeeping 
by machine.” 

“To facilitate maximum service to 
clients,” the article continues, “the office 
staff operates under perfect lighting, in 
an acoustically sealed, air-conditioned 
office. Desk placement and working 
areas are scientifically arranged. Filing 
cabinets serve also as a counter in the 
front of the office. Office machines are 
all of the latest models and are re- 
placed whenever improvements and ad- 
vancements in design are put into ef- 
fect. 

“All material which leaves the agency 
—the efficient handling of every lette- 
and policy—is actually an extension of 
the advantages of Latham-Stevens’ good 
office appearance and high caliber of 
service.” 

x * x 


Tuma’s Reinsurance Book 
Mathrawala & Sons, _ reinsurance, 
Bombay, who have connections in New 
York, London, Amsterdam, Dublin, 
Paris, Lisbon, Rio de Janeiro and other 
cities, announce the publication of the 
first part of a series of studies on re- 
insurance by Jaroslav Tuma. He is with 
First Bohemian’ Reinsurance Bank, 
Prague, Czechoslovakia. Mr. Tuma was 
recently designated by 14 European re- 
insurers to take charge of the manage- 
ment of a common rating office for 
excess-of-loss reinsurance business to be 
established in Zurich, Switzerland. 

The book bears the title of “Elements 
of Reinsurance Technique, and covers 
“statics” and “diagram.” The next study 
to be published will be on reinsurance 
“dynamics,” “calculation” and “adminis- 
tration.” 

Bombay address of Mathrawala & 
Sons is 219, Frere Road. Head of the 
concern is H. L. Mathrawala. 


* * * 


The Late Lt. Col. P. M. Spence 


One of the most interesting military 
careers which an insurance executive 
has had was that of Lieutenant Colonel 
P. M. Spence, M.C., who served at the 
head office of Royal-Liverpool as finan- 
cial secretary of the Royal and Liver- 
pool & London & Globe from 1929 until 
his recent death. His career as printed 
in the Post Magazine was this: 

“When the first World War broke 
out in 1914, P. M. Spence was working 
as a young man of 23 in the Hongkong 
& Shanghai Banking Corp. He joined 
up in the University and Public Schools 
Corps, which were later formed into bat- 
talions of the Royal Fusiliers. He 
showed his mark as a non-commissioned 
officer and obtained a commission in the 
Grenadier Guards, being drafted to 
France. He proved himself a capable, 
gallant officer and leader of men. 
Twenty times he led his platoon ‘over 
the top’ through the terrible battles of 
those days, being awarded the Military 
Cross and Bar. He became one of the 
finest company commanders of his regi- 
ment and had the honor of being se- 
lected to march the King’s company into 
Cologne at the termination of the war. 

“On demobilization he joined the Im- 
perial & Foreign Corp. to study invest- 
ments and the placing of industrial new 
issues. Six years later, he took over the 
secretaryship of the United States’ De- 
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benture Corp. and did excellent work 
in assisting the directors in reorganizing 
its varied list of investments. After some 
years’ service with this company he 
joined the Royal and the Liverpool & 
London & Globe as financial secretary, 
a post he held to the date of his death 
at the age of 61. 

“In 1939, he was recalled to the col- 
ors, and rejoined his regiment at Wind- 
sor. He traveled practically all over the 
world, and took part in landings in 
North Africa and Normandy. 

“P. M. Spence was a man of many 
qualities, loyal and trustworthy in any 
job he undertook. His kindness and 
helpfulness will long be remembered by 
a large number of people who had re- 
ceived his aid, encouragement and ad- 
vice.” 

x * * 


Keeping Water in Sprinklers 


How to keep water in sprinklers when 
shut-offs are necessary for repairs or 
changes continues to be a problem in 
industrial buildings. The importance of 
such temporary protection during a fire 
protection impairment was_ recently 
demonstrated at an  Endicott-Johnson 
tannery in Endicott, N. Y. What hap- 
pened is thus described by the Factory 
Mutual Record: 

“Two sprinkler risers, one of which 
also supplied a perforated piping sys- 
tem in a duct system and collector, had 
to be shut off while an underground 
vard loop was extended. Temporary 
protection was arranged by connecting 
hose, supplied by nearby hydrants, to 
the two-inch drains on the risers. 

“During the impairment, fire occurred 
in a leather buffing machine. The ma- 
chine operator quickly opened the valve 
controlling the perforated piping to pre- 
vent fire entering the exhaust duct. 
Other men used an extinguisher at the 
machine and, in exactly five minutes, the 
fire was out. There was no damage and 
no loss of production. 

“In this case, through the adequate 
precautions taken by fire protection 
officials, the result was the quick 
snuffing out of a small fire which, with- 
out water in the sprinklers, could have 
reached serious proportions.” 


* * * 


Take Public Speaking Course 

Fieldmen in Georgia are preparing to 
take the insurance business’ message to 
the public. Twenty-one fieldmen are 
attending the public speaking course, 
given by the Community Educational 
Service of Emory University, Atlanta, 
it is reported by Russell S. Cullison, 
Springfield F. & M. chairman, public 
relations committee, Stock Fire Insur- 
ance Field Club of Georgia. 
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Daniel Hits Plan for 
Commission Legislation 


ST. LOUIS AGENT GIVES VIEWS 


Says. Agents and Commanbes Should Sur- 
vive Under Competitive System; 
Too Many Restrictive Laws 

proposal of the executive commit- 
Underwriters Asso- 
Executives As- 


Eastern 
Insurance 
“problem of 
“resolved” through leg- 
level,” must be 


he so-called 
commissions” 
islation at 


P. DANIEL 


-oducer 
Henry 
na atement given 
Inderwriter this week 
~hments of many of 
business, 
his proposal 
> response, 
are sup- 
free enterprise 
vernment inter- 
In the opin- 
and outside 
alrez idy been 
ios passed l 


Sees “Straight - Jacket” Legislation 


“Prior Su] ti Court de 
the South-Eastern Underwriters case, 
the established practice for 
companies concerted action to 


control commissi« , but since such pro- 


some 


ed by ap- 


cs t 
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ave another in- 
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and companies 
survive and prosper 
tive system, without vol- 
kling ourselves with further 
control ? 
the pr 


roponents of such 


BIRCHENOUGH IS HONORED 
Underwriters Association of New York 
State Pay Tribute to Retired Secre- 
tary at Dinner in Syracuse 
The Underwriters Association of New 
York, on October 28, paid tribute to 
Arthur Birchenough, who acted as sec- 
retary-treasurer of that organization for 
several years, at a testimonial dinner at 
the Hotel Syracuse, Syracuse, N. Y., at 
which 80 friends and associates were 

present. 

H. Sumner Stanley, assistant general 
manager of the New York Fire Insur- 
ance Rating Organization, and Charles 
P. Cullen, assistant treasurer, were pres- 
ent along with Robert Vanderbeck of 
the Eastern Underwriters Association. 
Alvin Wallace, vice president of the 
\griculiural, represented the insurance 
executives. 

A gift of a traveling bag with a com- 
panion piece was made by the associa- 
tion and the Ex-New York State Field- 
men’s Society presented Mr.  Birch- 
enough with a pair of slippers. An ini- 
tialed letter folder was also presented 
with numerous letters and telegrams of 
testimony. 

Walter 


dent, acted 


S. Maguire, first vice presi- 
as seibeenicenanes 


Ashmead Made Strong Run, 
But Lost Out for Congress 


John Ashmead, secretary, Phoenix- 
Connecticut Group, made a great race 
for Congress Tuesday on the Republican 
ticket but was defeated when the Demo- 
crats carried First Congressional Dis- 
trict, which is Hartford. At that, Mr. 
Ashmead cut heavily into the Demo- 
cratic vote. A notable figure in engi- 
neering, advertising and insurance Mr. 
Ashmead is retiring from insurance this 
year, 


JOHN B. McAULAY DIES 
John Barr McAulay, associated with 
the Royal Insurance Co. for 20 years, 
died October 27 in Toronto, Ont., where 
he resided. He had been retired for 
four years. His wife and a daughter 
survive. 





dubious legislation may not find the 
climate at the state level so favorable 

acceptance of a proposal which 
would supposedly protect certain inter- 
ests in the insurance business, and take 
away from both companies and agents 
the long respectd and time proven use- 
fulness of the f private contract 


right of 
between the two.” 


Insurance Controls 
Pending in Belgium 


AIU MANAGER ON VISIT HERE 
Wm. de Winter Says Lines Now Super- 
vised Are Compensation, Commer- 
cial Auto and Life Insurance 


Governmental insurance controls are 
pending in Belgium in all lines except 
marine, said William de Winter, general 
manager of AIU in Belgium, on a recent 
visit to New York. He said that at 
present the only insurance lines that 
are supervised in Belgium are work- 
men’s compensation, motor car (except 
cars for private use) and life business. 

“In the near future it is expected that 
this supervision will be extended to all 
classes of motor car insurance and the 
principle of compulsory insurance will 
be extended to private cars,” he said. 

Fire Supervision Under Study 

“The question of extending supervi- 
sion to include fire business is under 
consideration and there is no doubt it 
will come—but when, no one knows. At 
present Belgium is one of those rare 
countries which has not imposed restric- 
tions on the admission of foreign com- 
panies. No deposits are required to write 
fire and marine business, and some of 
the casualty lines. This system of free- 
dom has resulted in a large number of 
companies having entered the market 
which is now highly competitive. 

“Simple fire risks, which are extremely 
profitable, although written at a very 
low rate, are mostly written by national 
companies,” he said. “The foreign com- 
panies get very little of it, but get a 
good part of the industrial business. 
Although this class is less profitable, 
when carefully selected, a reasonable 
profit can be expected. Premium volume 
has already doubled in the fire depart- 
ment of AIU in Belgium this year. 

“Marine business is transacted mostly 
by foreign companies and competition 
has developed extensively recently. Cas- 
ualty business is shared by the national 
and the foreign companies. Results are 
generally satisfactory. 

“AIU is the only American 
writing casualty lines in Belgium,” he 
said. With head office in Brussels and 
a branch office in Antwerp, AIU in 
Belgium represents the New Hampshire 
Fire, National Union Fire, Security of 
New Haven and Pacific National Fire, 
writing fire, marine and casualty busi- 
ness. 

Before joining AIU last January, Mr. 
de Winter was underwriter for Belgium 
for the Phoenix Assurance of London. 


Alexander J. Young Dies 


Alexander J. Young, 80, owner of the 

J. Young Insurance Co., 50 State 
Street, Albany, N. Y., died October 26. 
He was treasurer of the New York State 
Insurance Federation for 30 years and 
was secretary of the Albany Board of 
Underwriters for 40 years. 
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Great American Names 


; 
Newcomb Exec. Vice Pres, 
Directors of New York companies of 
the Great American Group on Wednes- 
day granted the request of John G, 
Loose for retirement from active sery- 
ice and accepted his resignation as 
executive vice president. 

To fill the vacancy created by Mr, 
Loose’s retirement, William E. Newcomb 
was elected executive vice president of 
the Great American, American Alliance, 
American National Fire and Rochester 
American Insurance Companies, and 
vice president of the Great American 
Indemnity. 

Earl R. Sanborn was elected a vice 
president of these same companies and 
Roger D. Billings elected a vice presi- 
dent and secretary. Mr. Sanborn will 
assume management responsibilities of 
the Western department assisted by Mr, 
Billings. 

Directors 
Formo to 
named. In_ his 
directly assist 
Billings. 


Miles C. 
companies 
he will 
Sanborn and 


also promoted 
secretary of the 
new position 
Messrs. 








JOHN W. LONGNECKER DIES 
Retired Advertising Manager of Hart- 
ford Fire Companies Was Well 
Known in Writing Field 

John W. Longnecker, who in 1943 
retired as advertising manager of Hart- 
ford Fire and Hartford A. & H., died 
in a hospital last Saturday in Norwich, 
Conn. Born on a Minnesota farm in 
1879 he entered journalism in Marshall- 
town, la., selling advertising and writ- 
ing locals for a weekly paper, later be- 
coming news editor of a daily paper in 
Webster, Ila. From there he joined staff 
of Minneapolis Tribune where he wrote 
feature stories. 

He went to Connecticut to edit a 
publication which had been planned by 
the Two Hartfords, the first issue of 
which came out in May, 1909, as the 
Hartford Agent. During his 34 years 
with the organization he put to press 
more than 400 issues of the publication. 
He was the first advertising manager 
of the company, became one of leading 
figures as well in Insurance Advertising 
Conference. He wrote two books on 
advertising. 

In Hartford Mr. Longnecker was a 
charter member of and became presi- 
dent of Charter Oak Advertising Club 
and also at one time was New England 
regional vice president of International 
Advertising Association. 

One of his hobbies was stamp _ col- 
lecting; another was restoration of old 
homes. He was a Mason. He is survived 
by his widow, his mother, a daughter, 
a brother and four sisters. The funeral 
and burial service took place in Min- 
neapolis. 


Revised Regulation 27 
In N. Y. Meets Approval 


Insurance company and trade organi- 
zation representatives offered little op- 
position to the revised version of the 
proposed Regulation 27 of the New 
York Insurance Law at the hearing held 
in New York last week. At a previous 
hearing in July fire, casualty and _ life 
branches of the business presented 
strong objections to certain provisions 
in Regulation 27 which is designed to 
govern insurance transactions covering 
borrowers or purchasers of personal 
property on installment plans. Most ot 
these objections were met by the De- 
partment in the new revision. 

A few suggestions for minor changes 
were made last week and Deputy Super- 
intendent Joseph F. Murphy will give 
consideration to these. Represented at 
this hearing were the National Board ot 
Fire Underwriters, Inland Marine Un- 
derwriters Association, American Plan 
Corp., Prudential Insurance Co., Royal- 
Liverpool Group, and others. 
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Travelers Fire Names 
Ruehl as Secretary 


FOR WESTERN DEPARTMENT 
Succeeds Bean Who Retired November 
1: Ruehl Joined Company in 1929; 
Bean Served Travelers Over 27 Yours 


Appointment of Arthur C. Ruehl as 
secretary of the Western department of 
the Tre ivelers Fire and the Charter Oak 
Fire Insurance Companies is announced 
by Jesse W. Randall, president of the 


Travelers 


Insurance Companies. Mr. 





ARTHUR C. RUEHL 


Ruehl succeeds Harry C. Bean who 
retired November 1 after more than 27 
years service with the Travelers. 

Mr. Ruehl has been associated with 
Travelers since 1929 when he joined the 
organization as a special agent in Min- 
neapolis. He was appointed assistant 
manager there in 1937 and was named 
associate manager, fire and marine lines 
at the Houston office in 1941. He be- 
came manager at Houston in 1944 and 
joined the home office staff as assistant 
secretary of the Southern department 


HARRY C. BEAN 


1947. Mr. Ruehl was appointed assis- 
tant secretary of the Western depart- 
ment in March of this year. 

A native of Nora, Ill, he received a 
B.A. degree from Carroll College, Wau- 
kesha, Wis. Mr. Ruehl was a high school 
athletic coach at Reedsburg, Wis., and 
immediately prior to his association with 
the Travelers was an inspector with the 
General Inspection Bureau in Minne- 
apolis. 

Harry C. Bean Career 
Mr. Bean became associated with the 


Travelers Fire Insurance Co. in April, 
1925, when the company was being or- 








First Book on Fire Safety in Atomic 
Age Written by NFPA Chief Engineer 


A “First Book” on Fire Safety in the 
Atomic Age has been issued by the 
National Fire Protection Association of 
Boston. In it, Horatio Bond, chief engi- 
neer of the NFPA, outlines building 
safety measures which would reduce 
fire damage and increase survival rates 
in case of A-bomb attacks on cities. 

Originally presented as a paper at the 
Massachusetts Institute of Technology, 
the material in the book provides pre- 
liminary references for consideration of 
engineers, architects and industrial man- 
agers. Mr. Bond has made a special 
study of wartime bomb-set fires and was 
listed among those consulted in the prep- 
ripe a of the authoritative text on the 

A-bomb, “The Effects of Atomic 
Weapons.” This 84-page book, with 20 
illustrations and bibliography, may be 
purchased from the NFPA, 60 Battery- 
march Street, Boston, Mass. for $3 
a copy. 

Reduce Combustibles 

The center of the explosion of an 
A-bomb is very hot and from this source 
heat radiates in such a way as to set 
fire to combustible materials. This book 
points out that it will be important to 
reduce combustibles not only in roof 
coverings, roof decks, walls and floors 
of buildings themselves, but to distribute 
combustible contents in such a way 
that large quantities cannot flame up at 
once. Attention is ahs called to fires 
which may occur from the secondary 
effects of the blast of the bomb which 
will blow out windows, overturn stoves, 
and possibly start fires from the physi- 
cal destruction of the building. 

Whole sections of cities are likely to 
be set on fire by an A-bomb attack and 
fire departments must expect to deal not 
only with great sweeping fires or con- 
flagrations but, in some cities, will also 
have fire storms to meet. The book calls 
attention to the compelling necessitv of 
considering both damage to buildings 
and loss of life in these great fires. 

While consideration is being given to 
providing shelters which can give people 
a degree of protection from heat flash, 
nuclear radiation and blast forces, it 
points out that, in cities where a fire 
storm or conflagration may follow as a 
secondary effect of the attack, there may 
be additional loss of life of vast propor- 
tions. Deaths in World War II attacks 
which resulted in fire storms included 
Tokyo 84,000, Hamburg 60,000 and Hiro- 
shima 70,000. 

The book discusses the possible pro- 
cedures for increasing the survival rate 
of both buildings and people. It recom- 
mends a study of cities to identify con- 
flagration and fire storm areas, point- 
ing out that these great fires can only 
occur in cities where the density and 
combustibility of building construction 
makes them possible. In other words, 
the conditions in the cities themselves 
and not the bomb alone may determine 
the extent of the disaster which over- 
takes any city. 





ganized, as assistant manager of the 
Western department. In 1927, he was 
promoted and appointed secretary of 
the department. 

A native of Lexington, Ky., Mr. Bean 
attended the University of Kentucky. 
Prior to his association with the Travel- 
ers he spent several years with insur- 
ance rating organizations and with the 
Fidelity-Phenix Fire Insurance Co. of 
New York. Mr. Bean served the Fidel- 
ity-Phenix as state agent in Kentucky 
and in Chicago where he was manager 
of the sprinklered risks and _ inland 
marine lines for the Western depart- 
ment of the company. 

He has been active in committee and 
association work in fire insurance cir- 
cles, and recently retired as a member 
of the governing committee of the 
Western Underwriters Association of 
Chicago. 


A tip-off to the imminence of an 
A-bomb att: “~~ could be issuance of or- 
ders by civil defense authorities to re- 
move all needless fire hazards, like 
rubbish and litter from back yards and 
attics; removal of dilapidated fences and 
sheds, and replacement of combustible 
roof coverings with asphalt shingles or 
other material which has a degree of fire 
resistance. Additional fire safety meas- 
ures include more space between build- 
ings and fire-resistive construction. 

Fire fighting measures will have to be 
reviewed, with water for fire fighting to 
be stored in tanks at buildings, because 
there may be no water in city mains 
following an A-bomb attack. Many in- 
dustrial plants, however, now have local 
tanks and other water sources independ- 
ent of the public mains. It was pointed 
out that since it is possible to provide 
local water service in many buildings, 
automatic - sprinkler - protected buildings 
should do a good deal to increase the 
survival rate for both buildings and 
people against the fire effects of A- 
bombs. 

In peacetime, sprinkler systems reduce 
fire losses to something below 10% of 
what would otherwise be the case. In 
wartime, sprinkler systems should be 
intact wherever buildings are stand- 
ing, and sprinkler protection for all 
important buildings is recommended. 
Even with good sprinkler systems and 
fire departments, it will be necessary in 
wartime to organize teams of citizens 
to fight fires with first-aid fire fight- 
ing equipment, such as fire extinguish- 
ers and stirrup pumps. 

Fire loading of buildings is commonly 
ignored in building design in peacetime, 
says Mr. Bond, but must be taken into 
account in A-bomb fire safety. For ex- 
ample, an industrial building of conven- 
tional unprotected steel frame type 
should be given a fire load of not more 
than 40,000 British thermal units per 
square foot of floor space. Higher 
loadings may be proportional to fire re- 
sistance provided in the type of building 
construction employed but fire loadings 
must be kept low. 

It is suggested, also, that where fire- 
resistive building construction is used, 
the buildings ibe so compartmented that, 
if one compartment takes fire, the fire 
will not necessarily spread to involve 
the whole of the building. 





Greater N. Y. Brokers Assn. 
Over 950 in Membership 


The past year’s activities of the 
Greater New York Insurance Brokers’ 
Association, Inc. and future plans are 
disclosed in its first newsletter which 
has just been distributed. Attention is 
called to an audited report that the 
association’s paid-up membership was 
954 as of last August 31; that $8,547 
was spent for activities in the period of 
January 1, 1951 to August 31, 1952, 
and that a cash balance of $7,242 was on 
hand as of the latter date. 

Herbert J. Pohs, president of the as- 
sociation, points out that for the first 
time a brokers’ association in New York 
State has issued a certified statement 
as to its membership. 

Among the past year’s accomplish- 
ments, the fire and allied line commit- 
tee of the association undertook a com- 
prehensive study of the coverage af- 
forded by the personal property floater 
policy “with a view of submission to 
the Inland Marine Insurance Bureau 
of its suggested changes of and revisions 
in the policy form now in use. 

Future plans of the association, ac- 
cording to the newsletter, include the 
publication and distribution of a code 
of ethics and the purchase of TV time 
for discourses on insurance subjects of 
interest to the public as a means of 
advertising the value of the service 
performed by insurance brokers. 

































GOOD POLICY 


. .. to remember the birthday 







of each client. If you don’t 





know, ask a business associ- 






ate or member of the family 







and keep a record in your 


“tickler’’ file. 

















One of a series of Helpful Hints 







from Successful Agents. Watch 






this column for more. 











and it’s a 
GOOD POLICY 
that bears this seal 
























a progressive, agency-minded 






Company of unquestioned fi- 







nancial stability, nationally- 







known for prompt, capable, 






friendly service. 


























PACIFIC 
NATIONAL 


FIRE INSURANCE 
COMPANY 


HOME OFFICE + SAN FRANCISCO 
FOREIGN DEPARTMENT « NEW YORK AND 
SAN FRANCISCO 
EASTERN DEPARTMENT «+ PHILADELPHIA 
WESTERN DEPARTMENT + CHICAGO 
SOUTHERN DEPARTMENT + ATLANTA 





INTERNATIONAL FACILITIES 
WORLD-WIDE SERVICE 
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N. Y. Federation of 
Women’s Clubs Meets 


AT JOHNSTOWN THREE DAYS 


Fulton County Weunens Dorine Oliver 
President, Hostess Club; Police 
Chief on naey Campaign 


By MARGARET E. KANE 
of officers, board 
chairmen of 


meeting 
committee 


The midyear 
members and 


the Federation of New York Insurance 
Women’s Clubs was held in the Hotel 
Johnstown, Johnstown, N. Y. The In- 
surance Women of Fulton County, un- 
der the direction of D. Dorine Oliver, 


Mary Jennings, general 
chairman, acted as hostess club. 

The Dutch treat dinner Friday night, 
October 24, was followed by an informal 
discussion of various topics to be taken 
up more fully at later sessions. All 
Saturday were given over to the 
presentation of reports by committee 
ae The most gratifying of these 
was that of the organization chairman 
who canes prospective clubs in James- 
Sullivan 


president, and 


ses- 


sions 


town, Lockport and County. 
One new club, Insurance Women of 
Staten Island, was admitted to mem- 


bership during this meeting. 


Praised by Fire Chiefs 


During Saturday morning’s meeting, 
Fire Chiefs Frank Tiederman, Glovers- 
ville, ane John Walker, Johnstown, 
brought greetings from the fire depart 
ments of their respective cities and 
thanked the federation for its active 
part in fire prevention and other safety 
measures. 

Between business sessions, the Massa- 
chusetts Bonding & Insurance Co. made 
available its motor bus fully equipped 
with machines for ascertaining a driver’s 
reaction to every phase of aa opera- 


automobile. All who took the 
given a written record of their 


tion of an 
test were 


driving ability. This feature of the pro- 
gram was under the direction of Con- 
nor = Massachusetts Bonding’s 
home office representative 

There was a large attendance at the 
banquet on Saturday evening. Mayors 
Harvey Mansfield of Johnstown and 


Robert Ramsay, Gloversville, welcomed 
the guests. In his talk, President Wil- 
liam Ringle, speaking on behalf of the 
Agents Association of Fulton County, 
asked the cooperation of the federation 
in finding out what auto owners want 
in safety legislation. He also requested 
members to continue their safety edu- 
cation and safe driving campaigns and 
to urge the insurance companies to take 
larger hand in the work. 
Police Chief on Safety 


The principal speaker was 


Johns- 


town’s chief of police, Joseph Cerrone, 
whose topic was “Johnstown’s Unique 
Safety Campaign With Elmer.” This 


campaign, carried out among the school 
children of Johnstown, is a project of 
the Business and Professional Women’s 
Club of that city, whose president, 
Dorothy Wells, was among the dinner 
guests. 

Through “Elmer,” a_ toy elephant, 
symbolic of the real animal which is 
supposed not to forget, the children are 


urged always to keep in mind simple 

safety rules om it will prevent accidents. 
\ safety flag is flown by each school 
whose Meg are not involved in any 


accident that could have been prevented. 
























































































D. DORINE 


OLIVER 


as an accident does occur, the 
come down. Chief Cerrone 
immense amount of 
because of the children’s 
“Elmer’s” flag over their 


\s soon 
flag must 
reported an 
accomplished 
pride in seeing 
school. 

Currently the official 
Insurance Women of 
as follows: D. Dorine 
Kileen Donlon, vice 
Ecker, secretary; Mary 
urer, and Julia Rolling, historian. Board 
members: D. Dorine Oliver, Eileen 
Donlon, Marie Cady and Frances Nulty. 

The Federation of New York Insur- 
ance Women’s Clubs, with 19 member 
clubs throughout the state, has the fol- 
lowing officers: Gladys Putman, Glovers- 
ville, president; Hannah Jaffe, Albany, 
vice president; Louise Sheldon, Bing- 
hamton, recording secretary; Julia Roll- 
ing, Gloversville, corresponding  secre- 
tary; Edith Burnham, Glens Falls, 
treasurer, and board members: Mar- 
garet Seymor, Newburgh; Irene Dickin- 
son, Syracuse; Rita Rhodes, Elmira, and 
Helen Morey, Rochester. 


2OK rd 


family of the 
Fulton County is 
Oliver, president ; 
president; Julia 
Williams, treas- 


National Brokers Assn. 


Hits Commission Move 

The National Association of Insur- 
ance Brokers does not favor the move 
initiated by the Eastern Underwriters 


Association to have the Insurance Ex- 
ecutives Association study the advis- 
ability of having r regulation of insurance 


commissions at state levels accomplished 
by legislation. In its bulletin to mem- 
bers this week the brokers’ association 
states in part: 

“Tt is unfortunate that the representa- 
tives of the fire companies did not con- 


sult with the producers on this matter 
in which they are so vitally interested. 
This association has constantly offered 
to sit down with company representa- 
tives to discuss problems of mutual 
interest. Unless this is done relations 
in the industry will inevitably suffer. 
“You will note that in none of the 
EUA resolutions is there any sugges- 


tion that the broker or agent association 
should be consulted.” 





NAIA CHAIRMEN NAMED 


New Committee Heads Are Schwab, 
O’Connell and Neff; Nine Chairmen 
Continue in Their Posts 


chairmen are 
and nine chairmen reappointed to head 
National 
Agents for 
Sheldon, 
following action of 


Three new appointed 
committees of the 
Association of Insurance 
1952-53 by Walter M. 


dent. In addition, 


standing 
presi- 


the national board of state directors at 


the NAIA convention in Cleveland in 
designating the rural and small lines 
agents committee as a standing com- 


mittee, Glen J. May, Spencer, Ind., has 
been reappointed chairman” of that 
group. 

Newly appointed committee chairmen 


are: agency management committee, 
Arthur L. Schwab, Tompkinsville, Staten 
Island, N. Y., and trade association con- 
tact committee, Tom J. Neff, Wheeling, 
W. Va. Both are former members of 
their respective committees. 

Also newly appointed this year but 
returning to the post of chairman of 
the property insurance committee which 
he has held in the past is Arthur M. 
O’Connell, Cincinnati, Ohio. 

Reappointed chairmen are: 
insurance committee, J. F. Niccolls, 
Houston, Texas; fidelity and ‘Surety, 
J. Kenneth Cormack, Providence, R. L: 
educational, Ernest F. Young, Charlotte, 

C.; metropolitan and large lines 


casualty 


agents, Emil L. Lederer, Chicago; fire 
safety, John J. O’Toole, St. Louis: ac- 
cident prevention, Reginald L. Price, 


Charlotte, N. C.; finance, Harry r 
Minister, Columbus, Ohio; legislation, 
Arthur B. Fair, Natick, Mass. 


The local board and membership com- 


mittee, which saw its goal of 30,000 
member agencies achieved in the final 
stages of last year’s drive, is again 
headed by Dave R. McKown, Oklahoma 


City. 


DUFFUS ON AUTO RATES 


Agents Must Not Apologize for Higher 
Charges He Tells Colorado Agents; 
Jenkins Elected President 
“Selling” was the theme at the 22nd 
annual convention of the Colorado In- 
surors Association, Inc., held at Colorado 
Springs. Roy Duffus of Rochester, N. Y., 
made a rapid fire talk on “How to Be 
a Better Agent.” He impressed on 
Colorado agents the importance of sell- 
ing customers on the necessity for 
higher automobile rates. There is no 
need to apologize for increased rates, 
he declared. The agent must point out 
that assureds actually are paying less 
for this coverage than they did 20 years 
ago, in terms of the purchasing power 

of the dollar today. 

Agents can make Class III risks feel 
good by telling them that the rate is 
so much “until you are 25, and then 
it will go down.” 

If agents believe rates are too high, 
Mr. Duffus continued, they must get 
police departments to put on continuing 
safety campaigns, and make them stick. 

He struck out at direct-writing com- 
panies who skim off the cream of the 
automobile business, and deplored the 
fact that in one short period recently 
more than 100,000 policy cancellations 
were sent out of a Rochester office. In 
addition to his talk Mr. Duffus held a 
showing of his latest films. 

L. Allen Beck, CPCU, Denver, coor- 
dinated a panel presentation of a new 
unit 3uilding With a Survey” which 
has been added to the course “Customer 
Account Analysis.” 

The Colorado agents elected Thurston 
H. Jenkins of the Jenkins-Moore Agen- 
cy, Denver, as president, effective Jan- 
uary 1. He succeeds Fred W. Noe of 
Greeley. Matt N. Due of Grand Junc- 
tion, a director, was elected vice presi- 
dent. Peter J. Walsh, Denver, succeeds 
Phillip Lorton of Alamosa as treasurer. 
Martin Moore, III, of Pueblo was re- 
elected secretary, and William D. San- 
born of Denver was reelected state 
national director. 









INSTITUTE OF 
INSURANCE 


POHS 


NEW YORK e QUEENS 


132 Nassau St. 90-53 Sutphin Blvd. 


INSURANCE COURSE 


Starts Monday, Dec. 1, 
Brokers’ Examination on March 9, 1953 


NOTARY Pustic COURSE 


Starts Wednesday, Dec. 10 
for Examination on Jan, 13, 1953 


AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 


Approved by N. Y. State Dept. of 
Education and Department of Insurance 


Write, phone or call for Booklet 


INSTITUTE OF 
INSURANCE 
132 Nassau Street 
New York 38, Som ie 

Near City 
Tel. COrtlandt " 7318 


HERBERT J. POHS, Founder-Director 








Kansas Agents Elect Kline; 
Neumann NAIA Speaker 


William L. Kline, Hutchinson, was 
elected president of the Kansas Associa- 
tion of Insurance Agents at its annual 
convention at Topeka, October 15-16. 
He succeeds Howard N. Fullington, 
Wichita. Robert S. Charlton, Lawrence, 
was elected president elect ‘and execu- 


tive committee chairman; Charles 
Blakely, II], Topeka, was named sec- 
retary and Paul H. Heinz, Jr., was re- 


elected treasurer. 

The officers were installed by Joseph 
A. Neumann, Jamaica, .. a member 
of the executive committee of the Na- 
tional Association of Insurance Agents, 
who represented the NAIA on the pro- 
gram. 

BROOKLYN BROKERS MEET 

The Brooklyn Insurance Brokers As- 
sociation met oe evening, November 0, 
at the Hotel St. George. Sidney Gaines, 
attorney for the New York State Insur- 
ance Department, spoke on excess line 
insurance. 








Nothing in here 
can burn! 


How do you sell the owners 
of so-called ‘‘fireproof’’ 
buildings? 


The Hartford’s Special 
Agent in Pittsburgh gives 
convincing answers, cites 
actual cases. 


Send today for a free copy 
of the HARTFORD AGENT 
article, ‘‘Let’s Discard that 
Word, Once and for All.” 





HARTFORD FIRE 
INSURANCE COMPANY 


HARTFORD ACCIDENT AND 
INDEMNITY COMPANY 


Hartford 15, Connecticut 
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Will Manage Swiss Cos. 
In the United States 





FRED A. CARNELL 
Fred A. Carnell has resigned as ex- 
ecutive vice president of the North Star 








Reinsurance Corp. to become trustee 
and ma P on tt United States for 
several Swiss insurers. These include 


the New Insurance & Reinsurance Co. 
of Geneva and the Helvetia Fire of St. 
Gall. A managing corporation has been 
formed with -. Carnell as president. 








Mr. Carnell was born October _ 3, 
1915, in Ormand, Fla., was graduated 
from high school at Daytona Beach and 
attended New York University. He 
started in the insurance business with 
the North Star in 1935 and left that 
company in 1941 to organize and man- 
ige the reinsurance department of Sei- 
bels, Bruce & C Columbia, S. C. 

He returned to the North Star as ex- 
ecutive vice president on January 1, 
1951. Whil i Seibels, Bruce, Mr. 
e : to the United States 

Reinsurance Co. of 
mark 
J. LAURIE DIES 
1S\ Laurie, who was engaged 





rage business in 
5 years and main- 
‘onnell Building, 
) illness. 


1Ong 
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REINSURANCE 


All forms for Casualty and Fire Companies 


EXCESS & SPECIALTY COVERS 


for Brokers and Agents 


EXCESS UNDERWRITERS, INC. 


Representing 


Domestic & Foreign Carriers 


90 John Street, New York, N. Y. 
454 Montgomery St., San Francisco, Calif. 


Insurance Exchange Bidg., Chicago, Ill. 


Stockham Honored on 
40th Anniversary 


R. P. Stockham, assistant U. S. man- 
ager of the North British and_ vice 
president of the associated companies, 
was given a luncheon at the Bankers 
Club in New York on November 1 on 
his 40th anniversary with the group, 
at which W. L. Nolen, U. S. manager; 
J]. L. Magenheimer, assistant U. S. man- 
ager, and E. McLoughlin, general coun- 
sel were present. Also attending were 
John Droge and Frank Trost, associated 


with the financial and secretary’s de- 
partment of which Mr. Stockham is 
head. 


Joseph Jackson New 
Missouri Agents’ President 


Joseph Jackson, Jr., of Maryville, was 
elected president of the Missouri Asso- 
ciation of Insurance Agents at the con- 
cluding session of the organization’s 
53rd annual meeting held at the Hotel 
Sheraton in St. Louis. Mr. Jackson, 
who had served as the association’s first 
vice president during the past year, as 
president succeeds James V. Corrigan of 
Poplar Bluff, who was named chairman 
of the executive committee to succeed 
George Oppenheimer of Kansas City. 

Other officers are Oden D. Prowell, 
St. Louis, first vice president, and F. 
Vernon Griffith, Jr., Kansas City, second 
vice president. The newly named third 
vice president is Harry Mills of Clin- 





California Agents Hit 


New Homeowners Policy 

The California Association of Insur- 
ance Agents has condemned the new 
homeowners policy introduced there last 
month by the Multiple Peril Insurance 
Rating organization. President Robert 
B. Battles and Chairman Harry R. 
Schroeter of the fire and allied lines 
committee, have issued a bulletin telling 
why they believe this new policy is 
harmful. Earlier this year another pro- 
posed broad dwelling policy, pushed lo- 
cally in California by agents, banks and 
some company managers, apparently has 
been sidetracked in favor of the policy 
of the MPIRO because the California 
form included coverages considered as 
too broad. 

It is alleged by the California Associa- 
tion that the homeowners policy now 
approved there would ruin the estab- 
lished commission structure and would 
not give proper coverage to buyers. 





ton. Reelected were Secretary-Treasurer 
Robert Chapman, St. Louis, and State 
National Director William R. Dunham, 
St. Louis. The position of executive 
secretary-treasurer is appointive. Pres- 
ently it is filled by B. G. Gregory of 
St. Louis, who is also manager of the 
Insurance Board of St. Louis. 

The meeting voted to hold the 1953 
annual meeting in Kansas City. The 
exact dates and headquarters hotel, etc., 
are to be announced later. 











the help of Pearl American. 


CLEVELAND, 320 Bulkley Bldg. 
PHILADELPHIA, 436 Walnut Street 
SAN FRANCISCO, 369 Pine Street 





His friends called him 


THE “ICE BREAKER” 


He had IT, this agent did. Charm, personality and savoir faire. He had 
everything it takes to warm up the coldest client. And he did, with delight- 
ful conversation and the latest stories. Everybody loved him but he just 
couldn't sell insurance. He discovered, as most people do, that a genial 


personality isn’t quite enough to sustain business with. 


Clients want facts—figures and information. They want service—fast, 
efficient and accurate. Every day more agents all over the country are 
learning to depend on Pearl American for the things they need after the 
ice is broken . . . company cooperation, underwriters’ and fieldmen’s 
non-technical skill and assistance, and S-E-R-V-I-C-E . . . instantly! Join 


the other agents and brokers who have warmed up their old clients with 


EARL { — 


PEARL ASSURANCE COMPANY, LTD. 
EUREKA SECURITY FIRE & MARINE INSURANCE CO. 
MONARCH FIRE INSURANCE COMPANY 


HOME OFFICE: 19 RECTOR ST., NEW YORK 6, N.Y. 
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NEW YORK, 85 John Street 
CINCINNATI, 1423-24 Carew Tower 
CHICAGO, 175 W. Jackson Blvd. 








MUTUAL FIRE PREMIUMS up 


Rise of 18% for 1951 Shown by Reports 
From 2,398 Mutual Fire Companies; 
Losses Paid Increased 17% 

Premiums written by America’s 2,398 
mutual fire insurance companies during 
1951 increased 17.8% compared with 
1950. Dollar amount of losses paid went 
up 16.95% in the same period. The final 
report was made by L. A. Fitzgerald of 
the American Mutual Alliance. In nearly 
every case the information came dj- 
rectly from the individual companies. 

Savings returned to mutual fire insur- 
ance company policyholders in 195] 
totaled $628,531,170, an increase of 
$5,970,061 over the previous year. Fitz- 
gerald reported the companies returned 
$2,542,909,821 in savings to policyholders 
over the five-year period ending with 
1951. 

“The figures are for premiums written 
by mutual fire insurance companies only 
and do not include the $143,092,560 in 
property insurance premiums written in 
1951 by mutual casualty insurance com- 
panies,” he pointed out. “They do, how- 
ever, include $35,030,859 in casualty pre- 
miums written by mutual fire insurance 
companies.” 

The amount of insurance in force in 
all U. S. mutual fire insurance compa- 
nies showed an increase from $141,928 .- 
110,875 in 1950 to $162,047,209,773 in 
1951,” Fitzgerald said. 





Sees 1952 Fire Losses 
Exceeding $775,000,000 


The estimated 1952 national fire loss 
has been revised again—upward to an 
all-time high of $775,000,000—by Dale K. 
Auck, director fire protection division, 
Federation of Mutual Fire Insurance 
Companies. 

“The loss for the first nine months 
of this year, through September, is a 
shade better than 6% higher than in 
the same period of 1951,” Mr. Auck 
said. “A simple projection from the 1951 
total of $731,000,000 gives the new esti- 
mated loss.” 

He pointed out that September fire 
losses this year, reported by the Na- 
tional Board of Fire Underwriters, were 
10.4% higher than for September of 
1951. This, however, was not the largest 
monthly increase. 

“Fire losses have increased every 
month in 1952 compared with the same 
month last year,” he said. “The biggest 
jump was in July. The 1951 July fire 
loss was $52,220,000, while this year it 
was $61,675,000, or an increase of slightly 
more than 18%.” 

Several months ago Mr. Auck pre- 
dicted a 1952 national fire loss of $750,- 
000,000. The steady monthly increases, 
however, forced him to revise this to 
the now-estimated $775,000,000, he said. 


National Union Names 
Burns Marine Special 


Bradley Burns joined forces with 
National Union Fire of Pittsburgh on 
November 1 as marine specia’ agent for 
Texas. He will be associated with State 
Agents Wright and Allen headquarter- 
ing at 803 Wilson Building, Dallas, Tex. 

Mr. Burns is a native Texan, attended 
Texas University and served in_ the 
armed forces for two years in World 
War II. He has had a background of 
insurance experience for practically 
seven years and more recently devoted 
all of his efforts toward development 
of inland marine business. 


MRS. S. J. NILSON DIES 
Mrs. Siegfried J. Nilson (nee June Bon- 
nel), wife of Dr. Siegfried J. Nilson, vice 
president and medical director of the 
America Fore Group, died at her home 
October 29. A native of New York City, 
Mrs. Nilson was an accomplished singer 


and achieved some prominence among 
musicians and in musical circles. She 
and Dr. Nilson were married in 1917, 


five years following his association with 
the America Fore organization. They 
have no children. 
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FINANCIAL STATEMENTS DECEMBER 31, 1951 


VALUATIONS ON BASIS APPROVED BY NATIONAL ASSOCIATION OF INSURANCE COMMISSIONERS 


Total Admitted Liabilities Surplus to 
Companies Capital Assets (except capital) Policyholders 


Firemen's Insurance Company of Newark, N. J. $12,275,000. $108,470,990. $61,257,086. $47,213,904. 


Organized 1855 


Girard Insurance Company of Philadelphia, Pa. 1,000,000. 10,711,510. 6,979,138. 3,732,372. 


Organized 1853 


National-Ben Franklin Insurance Co. of Pitts, Pa. 1,000,000. 10,476,694. 6,617,586. 3,859,108. 


Organized 1866 


Milwaukee Insurance Company of Milwaukee, Wis. 2,000,000. 28,159,650. 17,868,349. 10,291,301. 


Organized 1852 


The Metropolitan Casualty Insurance Co. of N. Y. 1,500,000. 36,291,676. 27,904,445. 8,387,231. 


Organized 1874 


Commercial Insurance Company of Newark, N. J. 2,000,000. 42,686,336. 33,078,793. 9,607,543. 


Organized 1909 
Royal General Insurance Company of Canada 100,000. 433,385. 6,568. 426,817. 
Organized 1906 
Pittsburgh Underwriters - Keystone Underwriters 


HOME OFFICE 


WESTERN DEPARTMENT 10 Park Place PACIFIC DEPARTMENT 
120 So. LaSalle Street Newark I, New Jersey 220 Bush Street 
Chicago 3, Illinois San Francisco 6, Calif. 


\TAL Sp 
2 On 


SOUTHWESTERN DEPARTMENT By Standa : rs FOREIGN DEPARTMENTS 
912 Commerce Street prenearon - 102 Maiden Lane 
Dallas 2, Texas *ANY INSU New York 5, New York 
206 Sansome Street 
CANADIAN DEPARTMENTS San Francisco 4, Calif. 


800 Bay St., Toronto 2, Ontario 
535 Homer St., Vancouver 3, B. C. 
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Statistics of the National Safety Coun- 
cil confirm the fact that absenteeism 
caused by easily preventable accidents in 
an office is dnaceseasily high and costly 

and has a direct bearing on successful 
management, states William Stephen 
Chandler, secretary of the Phoenix- 
Connecticut Group. Among other duties 
he heads the agency management service 
department for the group and points his 
remarks here to the local agent. 

The keynote in office safety is proper 
and safe eauipment combined with em- 
ploye cooperé ition. When proper office 
equipment is installed, tendencies to- 
ward office accidents necessarily de 
crease, Mr. Chandler decl 


Most Prevalent Office Hazards 


a is Small Cc ard 


ares. 


index files placed near 
the edge of large files may overbalance 
and fall when two or more drawers are 
pulled out,” Mr. Chandler 

“2 Individual upright filing 
also may overbalance unless properly se- 
the floor or wall or, if there 
more, fastened to each other. 


Savs. 


cabinets 


cured to 
are two or 
self-closing 
adjusted 


springs on 
kept properly 


“3. Tension of 
doors should be 

“4. Splintered parts of 
chairs may cause personal injury or dam- 
to clothing. 


desks and 
age 
wet 
and 


“5. Linoleum-covered floors when 
or highly polished present slipping 
falling hazards. 

“6. Paper spike files have always con- 
stituted a distinct office hazard. 

“7. Desk drawers, file drawers, 
desk slides carelessly left open 
often cause serious injuries. 

“8. The use of pins to fa 
frequently results in = minor 
which may easily become infected. 
or stap les are considered preferz ible. 


and 
very 
sten papers 
injuries 
Clips 
Per- 
working on files occasionally will 
cut their fing metal fasteners or 
paper edges. 
“9. Walking 
working spaces 
in the hand is a 
be prohibited. 


sons 


rs on 





other 
scissors 


nuld 


through aisles or 
with knives, or 


practice which she 


Removal of Broken Glass 

placed 
should 
marked 
a waste 


“10. Broken glass should not be 
in waste baskets. Such material 
be packed in heavy paper, 
‘broken glass’ and place 1 beside 
basket at the end of the day. 

“11. Poor lighting contributes to 
accidents. 

“12. Metal wastepaper baskets in poor 
may present sharp edges and 


also 


repair 
points. 

“13. Pencil sharpeners which 
beyond the ends of desks are 
hazards. 

“14. Defective electric for 
machines and desk lamps create fire haz- 
ards. 
“15. Loose 
result in short 
by contact. 

“16. Extension cords on the floor or 
across aisles for lamps, electrical equip- 
ment, and telephones create tripping 
hazards. 

“17. Loose electric 


protrude 
accident 


cords oince 


plates 
cause 


may 


shock 


outlet 
and 


electric 
circuits 


de- 


fan blades and 


fective fan guards should be promptly 
repaired. 
“18. Exposed moving parts on ad- 


dressographs, duplicators, bookkeeping 
and tabulating machines, and_ other 
power-driven office equipment require 
adequate protection. 


Matches and Cigarettes 


“19. Matches placed in a stand with 
the heads exposed are a fire hazard. 

“20. Carelessly discarded cigarette 
butts are always dangerous. 

“21. Highly inflammable material or 
volatile liquids stored in lockers or cloak- 


rooms are conducive to the origin and 
spread of fire. 

“22. Oil rags, stacked newspapers, or 
other printed matter containing ink may 
cause spontaneous combustion. 

“23. Protruding radiator valves, riser 





Office Safety Achieved With Good 
Equipment Plus Employe Cooperation 


plugs, and steps to fire line valves pre- 
sent ankle and leg bumping hazards. 
“24. Loose linoleum or creates 
a tripping hazard. 
“95 


carpet 


Loose ceiling fixtures and shades 


constitute a menace. 

“26. Material precariously stacked 
tov of lockers, filing cabinets, and other 
relatively high objects may become dis- 
lodged with disastrous results. 

27. Unnecessarily sharp burrs on 
edges and perforations of metal filing 
cabinets and lockers may cause injury. 

“28. The closing of disappearing-type- 
writer desks without using the handle 
provided for that purpose constitutes a 
hand-pinching hazard. 

“29. Exposed sharp points on wire for 
expanded metal mail baskets may cause 
injury. 

“30. Cracked porcelain handles on 
plumbing in washrooms may lead to per- 
sonal injury. 

Tilting backward in a swivel chair 
with the feet elevated frequently results 
in a bad fall. 


on 


Danger From Razor Blades 
Razor blades left loose in 
drawers are likely to cut fingers. 


“33. A broken glass desk top should be 


“2? desk 


removed promptly before it causes in- 
jury. 

“34. Where small ladders and stands 
are used, these should be provided with 


nonslip material on both the treads and 
feet. 

“35. Floors im offices will produce many 
an accident if not kept clean and dry. 


Slipping hazards are created by water, 
oil, wastepaper—too much polish. 
“36. The neglect of any minor in- 


cisions, abrasions, or scratches may lead 
to infection, and therefore First Aid at- 
tention should always be available. 
“Does your office contain an ‘accident 
looking for a place to happen’? There is 
no reason to be complacent if vour office 
has been fortunate in escaping accidents 
so far. We recommend that vou invest 
a few minutes time and check your office 
conditions now against the above list of 
potential causes of lost time and money.” 
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AMERICAN 
REINSURANCE 


Over the years on numerous occasions we have been 
highly complimented on the sterling type of reinsurance 
service we are able to render our friends. 
are quite proud of our record. 

While we handle some of the largest accounts in the 
business, we also service hundreds of small accounts. In 
fact, no reinsurance account is too small—nor too large— 
for us to put all of our highly trained technical staff on 
the job. If yours is a reinsurance problem, the American 
Reinsurance Group can handle it, and would welcome 


Fidelity 


AMERICAN RE-INSURANCE COMPANY 
AMERICAN RESERVE INSURANCE COMPANY 


Honored on 80 Years 
With Pennsylvania Fire 


To mark 80 years of representation of 
the Pennsylvania Fire as general agents 
for eastern Pennsylvania, F. E. Park- 
hurst, Jr., president of Thompson Derr 
& Bro. Inc., Wilkes-Barre, gave an 
anniversary dinner at his home in Kings- 


ton, Pa., attended by 56 guests. Among 
the guests, including the entire general 
agency office staff, were these officials 
from the Pennsylvania Fire: W. L. 
Nolen, president; S. R. Howard, secre- 


tary, Philadelphia department; R. T. 

Stewart, secretary, middle department. 
At the dinner, President Nolen in be- 

half of the Pennsylvania Fire, presented 


Mr. Parkhurst with a framed Currier & 
Ives print of an historical fire scene. 
He also received from Secretary Stew- 


art a framed collection of engraved busi- 
ness cards dating back to the 1860's 
These anniversary mementos will be dis- 
played in Mr. Parkhurst’s trophy room 
at the general agency headquarters in 
the Miners National Bank Building, 
Wilkes - Barre. The firm of Thompson 
Derr & Bro. has been in the general 
agency business for 94 vears. 


Gray Indianapolis Mgr. 
Phoenix-London Group 


The Phoenix-London Group announce 
appointment of Byron B. Gray as resi- 
dent manager of the Indianapolis branch 
office, succeeding George E. Armstrong. 
Mr. Armstrong is being relieved of ad- 
ministrative duties at his own request 
but he will continue with the group as 
associate manager in Indianapolis. 

Mr. Gray has had many years of ex- 
perience as fieldman in the Indiana ter- 
titory. The ability and background of 
both Mr. Gray and Mr. Armstrong, with 
the assistance of Rene Dunne as special 
agent, will increase the eatin facilities. 


LOUIS LEIX DIES 
Louis Leix, 81, for 
gaged in the insurance 


AT 81 
many years en- 
business in Al]- 


toona, Pa., died October 20. In July of 
this year Mr. Leix was presented a 
scroll in honor of his 25 years’ associa- 
tion with the America Fore insurance 
group. He served as treasurer of the 
Blair County Association of Fire and 


Casualty Agents. 
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Goeriz of Detroit Joins 


National Board Arson Dept. 

Roderick K. Goeriz, who in 25 years’ 
service with the Detroit police depart- 
national reputation jin 
has been appointed 
a special agent of the National Board 
of Fire Underwriters arson department, 


ment earned a 


arson investigation, 


and assigned to its Miami, Fla., office. 
Mr. Goeriz was head of the Detroit 
Arson Bureau, with the rank of detec- 


tive-inspector, before his retirement re- 
cently. He has served as president of 
the Fire Marshals’ Section of the Na- 
tional Fire Protection Association. 

He attended George Williams College, 
graduated from Hillsdale College in 1927 
with a degree of Bachelor of Science, 
and has done post-graduate work at 
Wayne University. Mr. Goeriz will in- 
vestigate arson and inland marine losses 


for the National Board in Georgia, 
Florida and Louisiana, as well as sery- 
ing in the Miami area. 


FIREMAN’S FUND IN CALGARY 


Producers of Fireman’s Fund Group 


in Alberta, Canada, now have complete 
service office facilities to assist them 
in their production, policy writing, 


administrative work. 
is located at 202 
ary and is under 
Agent Rus- 


claims and general 
The new service office 
Barron Building in Calg 
the supervision of Special 


sell M. McBride. 








WE SEND 


PROSPECTS 10 YOU 


Phoenix-Connecticut Group 
Tells Public How They Need 
Your Guidance 


Our 1952 advertising message 
dramatizes cases of people stump- 
ed by problems -- until helped by 
the friendly advice of our Agent. 
We point out that people buy 
more than insurance; they buy the 
time of a man - - to advise, to ex- 
plain, to guide, to help in time 
of trouble. 


That’s the message of our nation- 
al advertising. That’s a “plus” 
you receive over and above the 
expert assistance from our large 
force of fieldmen. Are you taking 
full advantage of what we offer? 


» “PHOENIX 
CONNECTICUT 


GROUP OF INSURANCE COMPANIES 


The Phoenix Insurance Co, 

The Connecticut Fire Insurance Co. 

Equitable Fire & Marine Insurance Co. 
Minneapolis Fire & Marine Insurance Co. 
The Central States Fire Insurance Co. 
Atlantic Fire Insurance Co. 

Great Eastern Fire Insurance Co. 

Reliance Insurance Co. of Canada 

Executive Offices: 

52 Woodland St., Hartford 15, Connecticut 


ME TRIED AND FIRE TESTED 
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+f Sound Ocean Cargo 
Protection is Vital 
‘y to Every Shipper! 





Your clients’ cargoes are soundly 


MARINE OFFICE OF AMERICA 
Member Companies: 
* THE AMERICAN INSURANCE COMPANY 
* AMERICAN EAGLE FIRE INSURANCE COMPANY 
* THE CONTINENTAL INSURANCE COMPANY 


protected when they are insured 


through the Marine Office of America. 


Consult 
us on all your 
Ocean Cargo 
Problems 


* FIDELITY-PHENIX FIRE INSURANCE COMPANY 
* FIREMEN’S INSURANCE COMPANY 
* GLENS FALLS INSURANCE COMPANY 
* THE HANOVER FIRE INSURANCE COMPANY 





MARINE OFFICE or AMERICA 


116 JOHN STREET, NEW YORK 38, NEW YORK 


FICE 
od “ae, WESTERN DEPARTMENT SOUTHERN DEPARTMENT PACIFIC DEPARTMENT NORTHWESTERN DEPARTMENT 
£ 2 Insurance Exchange Building ® Nat'l Bank of Commerce Bldg. ® 140 Sansome Street e Colman Building 
= > Chicago 4, Illinois New Orleans 12, Louisiana San Francisco 4, California Seattle 4, Washington 
Gia 
OR Re SERVICE OFFICES: Atlanta © Baltimore * Boston ¢ Cleveland * Dallas * Detroit * Houston * Jacksonville 


Los Angeles © Louisville * Philadelphia © Pittsburgh * Portland * Richmond « St. Louis * Stockton * Syracuse 








ALL CLASSES OF OCEAN AND INLAND MARINE INSURANCE 
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Neumann Proposals for Reducing 


Auto Accidents and Company Losses 


Joseph A. Neumann, local agent at 
Jamaica, N. Y., and member of the 
executive committee of the National As- 
sociation of Insurance Agents, presented 
a program of activity for producers, for 
the purpose of aiding in solution of the 
critical automobile liability insurance 
problem, when he addresed the General 
Insurance Brokers’ Association banquet 
at the Hotel Astor in New York last 
week. Brief reference to his suggestions 
were made in these columns on October 
31. Following are extracts from Mr. 
Neumann’s talk: 





“Is there a problem? There can be 
no denial that the answer is in the 
affirmative. Certainly in New York, for 


which I speak from first hand knowledge 
and from most areas in all of these 
United States, for which I speak from 
authoritative hearsay, an ever constrict- 


ing market is creating havoc among 
producers, not to mention the buying 
public More pronounced at first in 
the metropolitan areas, but surely and 


quickly spre iding to rural sections, it 1s 

fast assuming a forest-fire aspect. 
“Writings are curtailed as to new 

iekebenione, volume restrictions and out- 





right contractural terminations are oc- 
curing too frequently to be happen- 
stance. In most cases where markets 
of any nature are maintained, pressure 
for collateral fire volume has reached 
the stage of a Department of Justice 
investigation as to the tie-in sales vio- 
lation of federal statute. 


Assigned Risk Plan 


‘The blow-off valve, the Assigned Risk 
Plan, is the single preventive that 
has avoided an explosion that would have 
equilibrium of those in 
company and regulatory 
ranks alike. But lest we be lulled into 
a false sense of security in our reliance 
on this temporary safety device, let 
me warn that the fires of public indigna- 


shattered the 
high places in 


tion are being stoked hotter and hotter 
The pressure is building up higher and 
higher. The safety valve can stand 
just so much pressure. And a_ safety 
valve does not supply the furnace 
warmth demanded by a public sold on 
adequate limits and side-lines appended 


to most policies through the 


salesmanship of past vears. 


producers 


“We producers really did perform our 
jobs. We = sold automobile insurance 
too well. By our service to the public 
we have created a demand for Which 
we were once lauded but for which 


we are now penalized. 
Joint Meeting With Agents 

‘Additional capital capacity, 
but where is more to be found at a time 
when stockholders dividends are hard 
come by? Bolstering, by transfer of cap- 
ital from fire running mates, has al- 
ready taken place in many instances. 
Merger of fire and casualty companies 
within fleets has also been effected. 
The more than toe-wetting excursions 
into the casualty field of those fire 
companies who have amended their char- 


has eased 





ters for multiple line underwriting is 
now being urged through a joint meet- 
ing with an agents committee to take 
place early in November. 

“The preferred risk rating plan be- 
comes effective in New York in a few 
days. Producer pools are being advo- 
cated as well as an all-company pool, 
claim payments based on a system simi- 
lar to workmen’s compensation, policy 


caused by 
broadening of the 


losses 


amendment to cover 
uninsured motorists 


medical payment coverage, deductibles, 
franchise clauses, unsatisfied judgment 
funds, impoundment, state funds, and 
countless else. In fact, as always in 
times of stress we run the gamut of 
cure-alls. Blistering tongue-lashings by 


formation of 


added 


regulatory authorities and 
a policyholders lobby can also be 
to the foregoing. 

“But fantastic as some of these flights 


JOSEPH 


A. NEUMANN 


light of 


may appear in the ) 
left 


our past thinking, how far to the 
center we may be asked to wander, still 
the industry owes the public no less. 
No less than a complete and thorough 


of fancy 


exp! loration,” said Mr. Neumann. 
“Tf all this’ was not enough, and addi- 
tional threat rears its ugly head in 


opportunists pressuring for compulsory 
automobile insurance. Agitation by a 
misinformed public, an uninformed press 
and the politically expedient has brought 
the problem into immediate focus in 
many states. 


Compulsory Insurance Challenge 


“Proponents of this fallacy of logic, 
tenaciously cling to the catch-all of 
‘let’s pass a law.’ I ask them to view 


the 25-year experience of Massachusetts 


and I challenge them to write a statute 
eliminating the known defects of com- 
pulsory automobile insurance. Having 
accomplished the impossible, I then 
challenge them to keep the resulting 
mess out of politics. One cannot pay 
losses with legislation. 

“All are agreed that the part to be 


plaved by the production forces of our 


industry is, though the long pull, the 
only permanent cure. 
‘The ‘Three E’ program of engineer- 


ing, enforcement and education is a pro- 
gram of responsibility if it is to be at 
all effective. 

“The first responsibility rests squarely 
upon us producers who have the di- 
rect contacts with those we must reach. 
You cannot delegate that responsibility 
to any one else. No one can work or 
enlist the aid of the public more effec- 


tively for engineering through better 
roads, uniform traffic practices, as can 
you, Mr. Producer, who is aware of 


such conditions in his community. 

“No one can pressure local | egislators 
or enlist the aid of the public toward 
that end, for better enforcement of driv- 
ing and licensing, ordinances or addi- 
tional legal safeguards as can you, Mr. 
Producer, to whom they look for expert 
advice and counsel on such a complex 
subject. 

“No one 
effectively, 


sters, as 


can reach the public as 
not even professional pol- 
you, Mr. Producer, who be- 
cause of his daily contact with the 
public and the respect in which he is 
held because of the service he performs, 
not only in the pursuit of his profession 
but also for his constant and unselfish 
community interest. 


Job for Producers 


“This is a job that 
can do. 


producers alone 
This is a job which our prin- 








Mass. Brokers Reelect 


Hitchcock President 
Hitchcock of Waltham was 
reelected president of the Insurance 
3rokers Association of Massachusetts 
at the annual meeting held October 28, 
at Hotel Somerset, Boston. Other offi- 
cers elected were Lawrence B. Damon 
of Chestnut Hill, Herbert L. Gove of 
Melrose and Merlin J. Ladd of Lexing- 
ton, vice presidents; Charles H. Weeber, 
Jr., of Norfolk, treasurer, and Mal- 
colm B. Flanders of Brookline, executive 
secretary. 

Elected to the 
three-year terms 
ers of Concord, 
Braintree, Richard P. 
chester, Griswold W. 
wood and Milton L. Scheffreen of 
Brookline. Laurence J. Ackerman, dean 
of the school of business administration 
at the University of Connecticut, spoke 
at the meeting. 


Fred H. 


board of directors for 
were Charles F. Bow- 
William C. Field of 
Nyquist of Win- 
Roche of West- 





cipals have a right to expect of us. No 
other plan of battle is feasible: This 
war is at local level. We producers must 
recognize this as a crusade and do our 
part with the intensity of zealots. 


“Now let us glance a moment at our 
principal’s responsibility. No one can 


expect insurance company management 
to commit financial suicide in its, desire 
to serve the public, stockholdera~ have 
every right to expect protection of their 
investment. Policyholders have every 
right to expect stability of the security 


they have purchased. Regulatory au- 
thorities are pledged to maintain that 
delicate balance between a fair rate 


commensurate with solvency. 

“I would like to be able to predict 
that the all-out program of engineering, 
enforcetnent and education pledged by 
our country’s production forces will be 
the cure-all. I would like to—but I 
cannot. Unquestionably it will have a 
beneficial effect. To what extent is 
pure conjecture. At best it is for the 
long pull. Also expect some public re- 
action both favorable and unfavorable. 
The public is not so apathetic that it 
will ignore a sincere and intelligent cru- 
sade on its behalf directed to correct 
a nation’s disgrace. 

Expect Aid From Companies 

“Having accepted our responsibility as 
producers, we have the unquestioned 
right to expect our principals to make 
every effort toward the common goal. 
A public relations program geared to 
disowning an unfortunate reference by 
a company spokesman to the ‘illiteracy 
of the public’ and informing the buyers 
of our product, of what insurance has 
done, is doing and can continue+to do, 
as the great balance wheel of our eco- 
nomic stability, is now aborning. - Mate- 
rial, tools if you please, for us to do the 
job to which we are pledged is being 
made available more each day. 

“Tt is on the political front that driver 
ducation, periodic motor vehicle insnec- 
tion, periodic driver license re-examina- 
ion, better roads, better policing, strict- 
er enforcem ment, speed up procedure of 
court calendars and countless other ac- 
cident prevention aids are won. It is 
on the political front that many of our 
set-backs have occurred. If that be the 
field of battle, the sooner we recognize 
it the better. If our cause is right, 
we have nothing to fear. 

“Either we continue to make our prod- 
uct readily available or—we can have 
no quarrel with the obvious alterna- 
tive, public pressure for government to 
provide that which we cannot or will 
not. We have no patent right to our 
product. 

“Effectively to combat the cause of 
current conditions, the driving public 
must accept its responsibility for de- 
generating a convenience and necessity 
to the modern counterpart of the medi- 
eval plague in its death dealing results. 
We producers must accept our responsi- 


bilitv as the point of contact with that 
public towards its education, and our 
principals must accept their responsi- 


bilitv of maintaining at all costs a market 
capable to absorbing the public needs.” 


APPEAL NEW YORK DECISION 


Insurers Seek Reversal of Supreme 
Court Ruling Involving Process Sery. 
ing on Non-Authorized Companies 

A ruling has been made in the Sy- 
preme Court, New York County, and 
now pending in the Appellate Division 

} 
involving non-authorized insurance com- 
panies. Section 59 (a) of the New York 
Insurance Law provides that an insur- 
ance company not authorized to do busj- 
ness in New York may be served with 
process by serving the same upon the 
Supe rintendent of Insurance of the State 
of New York and by forwarding a copy 
of the process under registered mail ad- 
dressed to the insurance company at its 


home office outside of the State of New 
York. 

The White Mountain Hotel at Bret- 
ton Woods, N.H., was insured by vari- 
ous insurance companies for loss by 
fire to the extent of $147,500. Among 


the insurance companies which insured 


the premises were Bunker Hill Mutual 
to the extent of $20,000 and Valley 
Forge Mutual Fire to the extent of 
$25,000. 


The insured instituted actions against 
the insurance companies including the 
Bunker Hill and Valley Forge for a 
fire which occurred in excess of 
the amount of the insurance, and served 
the process on the New York Superin- 
tendent of Insurance on behalf of said 
non-authorized companies. The insured 
claims that the policies were issued to 
him as a resident of this state and that 


loss 


the delivery of such policies constituted 
such appointment, 

The Bunker Hill and Valley Forge 
moved to set aside the service of the 
process upon the Superintendent of 


Insurance, claiming that such section is 
unconstitution: il for the reason that the 
insurers (1) are not New York corpora- 
tions; (2) are not now and never had 
been admitted to do business in New 
York; (3) are not now doing and never 
have done any business in New York: 
(4) that the policies were issued in 
Philadelphia, and (5) that the property 
insured is located in New Hampshire. 
They also asserted to the court that they 
never had any office in New York. 

Justice Samuel M. Gold of the Su- 
preme Court rendered a decision denying 
application made by the insurers to va- 
cate and set aside the service of the 
process and in his opinion, filed in court, 
stated: 

“Motion to vacate service of summons 
and the complaint on the ground that 
the court does not have jurisdiction of 


the person of the defendant is denied. 
Service was made in accordance with 
the provisions of Section 59(a) of the 


Insurance Law and the facts established 
that defendant performed at least some 
of the acts enumerated in that section 
in effecting by mail delivery to a resi- 
dent of this state the contract of insur- 


ance now the subject of this litigation 
and the collection of premiums. there- 
for.” 


Alex Davis and Gilbert Goldstein of 
Goldstein & Goldstein, represent the in- 
sured. Powers, Kaplan & Berger repre- 
sent the insurers. 


Maryland Agents Meet in 
Baltimore Nov. 12-13 


Maryland Association of Insur- 
Agents is holding its annual con- 
12-13, at the Lord 


The 
ance 
vention on November 
Baltimore Hotel in Baltimore. Howard 
M. Starling, manager of the Washin- 
ton office of the Association of Casualty 
& Surety Companies, will be one of the 
speakers. President Frank Doyle of the 
Association of Insurance Underwriters 
of Baltimore City is chairman of the 
state program committee. Other speak- 
ers include Nick Dekker, secretary, 
America Fore Group, on use and occu- 
pancy insurance; Virgil W. Souders, 
secretary, Fire Association, on compre- 
hensive householders’ policy ; Robert M. 


Morse, assistant dean, American Insti- 
tute for Property & Liability Under- 
writers. 
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Fire Alarm Systems 
Must Be Protected 


KEY TO WHOLE EFFICIENCY 


Three NFPA Pamphlets Contain Stand- 
ards to Safeguard Central Station 
Signaling Systems 


Readers who have marveled in some 
bustling metropolis at the splendid isola- 
tion of the fire alarm headquarters in a 
beautiful scenic park should marvel no 
longer. Pamphlet No. 73 of the National 
Fire Protection Association of Boston 
states that this is just where the head- 
quarters should be. According to Section 
210 of “Municipal Fire Alarm Systems,” 
newly revised and adopted in June by 
the “NFPA,” “The building should pref- 
erably be located so as to be unexposed 
(not near others) for a distance of at 
least 150 feet... . It is desirable to lo- 
cate the building in a park or public 
square where the conditions as regards 
exposure can be fully met. As the build- 
ing, even for a large city, need be only 
of moderate size, and since for a slight 
increase in cost it can be made ornamen- 
tal in appearance, objection to such loca- 
tions should not be insurmountable.” 

Recommendations 

From the colorful village handtub, 
literally “Protection No. 1,” to the orna- 
mental, efficient headquarters of today’s 
municipal fire system, a lot of water 
has flowed under the bridge. When 
Charles S. Morgan of the NFPA wrote 
in 1950, “Our standards in general rep- 
resent a compromise between the ulti- 
mate in fire protection and economic ob- 
stacles thereto,” he modestly understated 
the authoritative position of the Asso- 
ciation in the field of fire control. 

The recommendations in the three 
standards under discussion have been 
drawn with incredible thoroughness, for 
Central Station Protective Signaling 
Systems (No. 71), Proprietary, Auxiliary 
and Local Protective Signaling Systems 
(72), and for Municipal Fire Alarm 
Systems (73), already noted. Let the 
taxpayer who bristles at the sight of a 
new city pumper read them, and re- 
flect. Good fire control is still less 
costly than a fire. 

Although the “ultimate in fire protec- 
tion” does actually appear to have been 
achieved in these standards (there are 
even provisions for watching the watch- 
man!), each revision since their debut 
in 1898 has tried to simplify methods 
or to decrease the cost of the systems 
wherever possible. Yet these revisions 
are kept strictly up-to-date in the use 
of approved new methods and materials. 
Like other NFPA codes, these have been 
adopted in many states, and have also 
been adopted by the National Board of 
Fire Underwriters. They are the prod- 
uct of the unceasing vigilance of the 
NFPA committee on signaling systems 
and thermostats, which is now respon- 
sible for their contents, under the chair- 
manship of George L. Swan, member 
from the National Board of Fire Under- 
writers. 

The first necessity of a fire-alarm 
system lies in its own protection from 
fire. The three standards accomplish 
this end by all possible practical means, 
and then go on to protect the protectors 
against further enemies. From flood and 
frost and arsonist, from rain and snow 
and circuit failure, on and under and 
above the ground. From falling walls 
and corrosive vapors, smoke and dust, 
or a mouse in the studding. 

_ Corner Box Still in Style 

Piping, sprinklers, gongs and_ horns, 
bells and buzzers, lights and sirens; bat- 
teries, wiring, boxes, cable, journals, 
bushings, smoke-detectors: for all of 
these a test device—and a means for 
testing the tester. Records are made of 
every alarm, whether test or genuine, 
by voice recordings, codes and graphs. 
Although radio and telephones or other 
communication techniques are utilized 
where useful as aids, the municipal 
standards carry a warning note: “It is 
generally recognized that there is no 
other thoroughly satisfactory means of 
sending and receiving fire alarms than 
an approved fire alarm telegraph sys- 


ALEXANDER R. DEGASIS DIES 
Alexander R. Degasis, 76, general in- 
surance agent, at Nashua, N. H., died 
October 23, after a short illness. He 
was a member of the Nashua Insurance 
Association. 





tem.” The corner box in signal-red, it 
seems, is still high style. 

These pamphlets—and two hundred 
others on different aspects of fire con- 
trol—may be purchased in a_ handy 
pocket edition at a low cost direct from 
the headquarters of the National Fire 
Protection Association, 60 Batterymarch 
Street, Boston 10, Mass. 


FRED GIBBONS DIES 

Fred Gibbons, branch manager at 
Dallas of the General Adjustment Bu- 
reau, died October 21 after a long ill- 
ness. He attended Texas University 
and was engaged in insurance 35 years. 
He served with the Royal as special 
agent before joining the GAB. Mr. Gib- 
bons was a past most loyal gander of 
the Texas Pond of Blue Goose and a 
member of the house committee of the 
Insurance Club of Dallas. He is survived 
by his wife, two daughters, three sis- 
ters and three grandchildren. 


MILLIONS 


OF INSURANCE 
BUYERS DURING 


NOVEMBER 


Will See These America Fore Ads 
in the Leading National Magazines 


They’ll be reminded of another coverage they 


need; they'll see proof of satisfied customers 
and be advised that the local America Fore 
representative is the one to see for the best 
in insurance protection and service. 
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Members Vote to Suspend 
N. Y. Fire Ins. Exchange 


Members of the New York Fire Insur- 
ance Exchange have voted to suspend 
operations contingent upon approval of 
the premium payment rule by the New 
York Board of Fire Underwriters. The 
once powerful exchange, which for many 
years exercised wide control over insur- 
ance operations in the city area, has been 
relatively inactive since the United 
States Supreme Court ruled against the 
South-Eastern Underwriters Association 
a few years ago. 
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TOOLE ON BI INSURANCE 


Travelers Fire DRiaiasiani> Tells Brokers of 
Need for Coverage and Also for 


Business Life Insurance 


In his talk before members of the 
Greater New York Insurance Brokers’ 
Association at Washington Irving High 
School, Cameron S. Toole, manager ot 
the Travelers Fire in metropolitan New 
York, urged brokers to first make a 
study of sai siness interruption forms and 
work sheets and then tell the story 
of this important form of insurance to 
all of their customers and prospects. 
need for the coverage, 


In citing the 


CAMERON S. TOOLE 
Manager Toole quoted figures issued 
by the General Adjustment Bureau 


showing that in 1951 out of approximate 
ly 186,000 fire lines adjusted only 909 
entailed business inte rupt ion insurance. 
If there was only one business inter- 


ruption loss adjusted for every 200 losses 


covering property damage, brokers and 
gents are certa —_ overlooking a great 
opportunity for rvice. 

Naming those pa were prospects 
for "oe Ti interruption insurance, 
Manager Toole pointed out that there 
were 1 769,000 retail stores in the United 
States of which 1,231,000 were owned 


by independent proprietors, 322,000 by 
partnerships and 210,000 were owned by 
corporations. Tt iese stores do annually 
130 billion dollars worth of business 
with an average - inventory of 15 billion. 





This means an average turnover of more 
than 8 times a year and indicates again 
the importance of business interruption 
coverage. 


In answering questions from the inter 
ested listeners, Mr. Toole also covered 
contingent business interruption insur 
ance, selling agents iineeindonk: extra 
expense and tuition fees insurance. 

In the spirit of multiple line produc- 
tion, Mr. Téols mentioned life insur- 
ance in connection wil ith business inter- 
ruption and pointed out that the prob- 
ability that business firm will lose a 
key man through untimely death is 
greater than the probability of suffer- 
ing a property loss by fire. At age 45 
the chances of death are 14 times 
greater than the chance of a building 
being destroyed by fire. At age 50, 18 
times greater. At age 55, 24 times great- 
er. It is obvious then that a firm needs 
business life insurance as much as it 
needs fire business interruption insur- 
ance for the untimely death of a key 
man and consequent dissolution of a 
business would mean the loss of an en- 
tire account. 


TOWN INSPECTIONS IN OHIO 


Town inspections will be held at 
Miamisburg, Ohio, November 6, and at 
Martins Ferry, Ohio, November 19. 


Verne Hart, Aetna, will be the speaker 
at Miamisburg. William A. Gibson, i<., 
secretary of OFUA, will be the speaker 
at the Martins Ferry Inspection. 
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During recent lush years there has been more than 


enough business to go around, but conditions are 
returning to normal and the honeymoon is over. No 
longer is there a seller’s market, and Insurance, like 


any other commodity, must be SOLD! 


That is why forward-looking agents today are saying: 
“We plan to follow a definite program of servicing accounts 
already on our books, and of concentrating on present clients 
to sell new and additional insurance. It is better to have 


more good accounts and fewer single-line policyholders. ’’ 


Your best sales prospects today are present clients. 
New business and increased premiums await you if 
you will but dig them out. And you don’t have 
to go-any further than your files! 


Now’s 


the time to develop sales plans which will keep the 


The days of “easy selling” are about over. 
Customer survey and analysis work 
Ask about our ‘‘Sur- 


insurance 


dollars rolling in. 
will do much in that direction. 
Analysis Plan,” 
program, not merely a policy, and enables you to con- 


vey and which sells an 


centrate with your agency as much of each client’s 


business as possible. 





NORTH BRITISH AND MERCANTILE INSURANCE 
COMPANY LIMITED 


THE PENNSYLVANIA FIRE INSURANCE COMPANY 


THE COMMONWEALTH INSURANCE COMPANY 
OF NEW YORK 


THE MERCANTILE INSURANCE COMPANY 
OF AMERICA 


THE HOMELAND INSURANCE COMPANY 
OF AMERICA 


150 WILLIAM STREET, NEW YORK 338, N. Y. 
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RATTRAY JOINS AIU AGENCY 


Special Agent for Michigan and Ohio 
With Offices in Detroit; Background 
of Over 20 Years in Insurance 


J. Douglas Rattray has joined AIU 
Agency, Inc., Chicago, as special agent 
serving Michigan and Ohio, George W. 
Lutton, president of the Chicago agency, 
has announced. Mr. Rattray’s office will 
be located in the Detroit Free Press 
Building, Detroit. American Interna- 
tional Underwriters are foreign mana- 
gers for 14 American insurance compa- 
nies, writing, throughout the world, all 
lines of general insurance offered in 
the American market. 

Establishment of field service in 
Michigan and Ohio will bring the facili- 
ties and service of this worldwide or- 
ganization closer to local producers and 
insurance buyers. It extends the AlU 
network already established in offices in 
New York, Washington, Chicago, Dallas, 
San Francisco, Los Angeles and Seattle. 
Mr. Rattray will specialize in assisting 
local producers handling commercial and 
industrial accounts with overseas ex- 
posures. 

Mr. Rattray goes to AIU with 21 
years of fire and casualty insurance ex- 


perience. After attending arm Wes- 
levan University, he joined the Liberty 
Mutual in 1931, became branch office 
supervisor in Albany. He was. with 


American Mutual Liability from 1935 to 
1939, as sales supervisor, and with the 
Hardware Mutual of Minnesota, as a 
fieldman in New York State, from 1939 
until he joined the merchant marine in 
1943. 

On his return from service he joined 
the Lumber Mutual Casualty Co. of 
New York as a branch office manager 
handling production, underwriting, also 
doing claims supervisory and engineer- 
ing work. He remained with Lumber 
Mutual until 1951 when he joined the 
Manufacturers Casualty, to become as 
sistant head of their metropolitan office 
in Philadelphia. For the past six monthis 
Mr. Rattray has been studying Ameri- 
can international insurance operations in 
New York and Havana. 


Early Fire- e-Fighting Items 
From Home in Bank Exhibit 


One of the twenty exhibits now on 
display at the Bowery Savings Bank (110 
East Forty-second Street) in the travel- 
ing exhibit entitled “Industrial Prog- 
ress U.S.A.” is an outstanding collection 
of early fire-fighting items from the H. 
V. Smith Museum of the Home Insur- 


ance Company in New York. Featuring 
a mirror which belonged to Mrs. O’- 


Leary, of Chicago fire fame; old fire- 
men’s helmets; a trumpet and hat front 
used by the famous New York City poli- 
tician Boss Tweed; accessories of fire- 
men’s dress, and other fire-fighting para- 
phernalia, the exhibit also displays mod- 
els of old time hand-drawn, hand-pump 
engines of the early 19th century. One 
of these, a so-called goose- neck or “Old 
New York style” engine, is considered 
one of the most colorful ever made. 

The show, opening Monday, October 
27, will run to November 15 and is open 
to the public during the hours of 9 a.m. 
to 5 p.m. daily. There is no entrance 
fee or admission charge. 


North British Transfers 
Cannon to Baltimore Field 


In order to meet increased service 
requirements in the territory, the North 
British Group has transferred to the 
Baltimore field office John M. Cannon, 
who will be associated with Special 
Agents E. J. Richardson and Paul J. 
Mayer in servicing the business of the 
North British and its associated com- 
panies—Pennsylvania, Mercantile, Com- 
monwealth and Homeland. His title is 
— agent. 

Mr. Cannon has been with the group 
for a number of years, is a graduate of 
the home office trainee course, and has 

had both underwriter and field experi- 
ence. 
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KANSAS F. & M. PROMOTIONS 





Manion Supt. of Automobile and Casu- 
alty Dept.; Scott Supt. of Inland 
Marine Department 
In a move indicative of the growth of 
the Kansas City Fire & Marine promo- 
tions to two newly-created titles have 
been announced by Morton T. Jones, 
president. Carl R. Manion, who for the 
past three years has served as assistant 
manager in the casualty department, has 
been elevated to the new position of su- 
perintendent of the combined automobile 

and casualty department. 

Warren T. Scott, for six years assist- 
ant manager of the inland marine de- 
partment, has been named superintend- 
ent of that department. During the past 
five years the company has increased its 
agency plant 315%, and has expanded 
its operations to a nationwide basis. 

Mr. Manion went to the Kansas City 
Fire & Marine in 1949 from the com- 
pany’s affiliated agency, R. B. Jones & 
Sons, Inc., where he had been manager 
of the automobile department since re- 
turning from the war. Mr. Scott’s serv- 
ice with the Kansas City dates back to 
the close of the war, in which he served 
as a first lieutenant. Prior to the war, 
he attended Ottawa University, Kansas 
and the University of Kansas. 

Eight month figures for the Kansas 
City Fire & Marine show an increase 
in premium production of over 26%. 
Recently the company announced the 
appointment of nine new general agen- 
cies in the eastern and southern parts of 
the country. 


Smigrodzki Marine Special 


In Eastern Pa. for Aetna 
\ppointment of John A. Smigrodzki as 
marine special agent in eastern Pennsyl- 
vania for the Aetna Insurance Group is 
announced by Vice President George G. 
Quirk. Mr. Smigrodzki replaces Marine 
Special Agent Charles I. Tenney who re- 
signed recently. 

Mr. Smigrodzki joined the marine de- 
partment in the home office of the Aetna 
in 1949 shortly after graduating from 
the University of Connecticut. He was 
subsequently transferred to the Aetna’s 
Philadelphia marine office as an under- 
writer. He served for three years in 
the United States Army during World 
War II. 

In his new position, Mr. Smigrodzki 
will work out of the Philadelphia marine 
office in the Public Ledger Building and 
will be associated with Marine Manager 


W. J. Horner. 


Most Car Thefts Due to 
Ignition Key Left in Car 


Owners of about half of the 196,000 
automobiles stolen in the United States 
last year made the job easy for the 
thief by leaving the ignition key in the 
machine, Joseph E. Thornton, special 
agent in charge of the St. Louis office 
of the Federal Bureau of Investigation, 
said in a talk to about 40 St. Louis and 
St. Louis County police officers at an 
FBI sponsored automobile theft confer- 
ence conducted at Clayton, Mo., on Oc- 
tober 25. 

Mr. Thornton advised the conference 
that the theft of automobiles had be- 
come the nation’s biggest crime against 
property in the United States. The num- 
ber of cars stolen jumped from 170,000 
in 1950 to 196,000 last year, he added. 
heft of automobile accessories and ar- 
ticles left in machines comprised 41% of 
all the larcenies committed in this coun- 
try last year. 

In both 1950 and 1951 about 91% of 
the stolen automobiles were recovered. 
Many cars not recovered apparently 
were taken out of the United States. 














AIU Names Scilipoti 


Director of Personnel 
Appointment of Clinton Scilipoti as 
director of personnel for American In- 
ternational Underwriters Corporation has 
been announced. Mr. Scilipoti will also 
assume responsibility for personnel ad- 
ministration of American International 
Marine Agency of New York, and C. 
V. Starr & Co.,, Inc. 

James McLane Tompkins has _relin- 
quishd his post as C. V. Starr & Co., 
Inc. personnel director to undertake a 
special assignment with the company. 

After attending Newark Academy and 
Haverford College, Mr. Scilipoti won his 
master’s degree at the Harvard Business 
School. In 1937 he joined the Boston 
firm of investment counselors, Scudder, 
Stevens and Clarke, in New York, be- 
came an industrial specialist. During the 
war he went to Washington, to the War 
Production Board, then saw service in 
the U.S. Navy as a PT boat officer in 
the Pacific. After discharge in 1946 he 
joined Vick Chemical Company as man- 
agement research officer, remaining there 
until he went to AIU in 1950. 














SILAS R. FRANZ CO. 


INLAND MARINE REPORTS, SURVEYS and 
PERSONAL PROPERTY APPRAISALS 
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Brandt and Sayre Combine 

Acquisition of W. R. Brandt & Co., 
insurance underwriters, by Sayre & 
Toso, Inc., is announced by H. E. Sayre 
and H. J. Toso. Both firms have offices 
in San Francisco, Los Angeles and 
Seattle, with J. E. Moore, manager of 
the Brandt firm in Seattle, and W. 
Robert Anger is Seattle manager for 
Sayre & Toso. 

The offices of the two firms will be 
combined in each of the named cities, 
although the two operations for the 
present will continue under their present 
names. 


NEW CALIFORNIA COMPANY 

Insurance Commissioner John R. Ma- 
loney has approved the name of Fremont 
National Insurance Co., for a new in- 
surer to be organized in California. Ed- 
mund W. Cook of Los Angeles is attor- 
ney representing the organizers. 
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Muldoon New President 
Of the Afia Legion 


The seventh annual meeting of Afia 
Legion, the quarter-century club of the 
\merican Foreign Insurance Association, 
was held at the Carlyle Hotel in New 
York with 19 members in attendance 
Following dinner and meeting presided 
over by President W. F. Cushman, those 
present attended a performance of “New 
Faces of 1952” at the Royale Theater. 

The legion membership now numbers 
47, with 21 employed at head office and 
26 in branches scattered throughout the 
world. During the past year, 11 mem- 
bers completed 30 years of service with 
Afia, making a total of 18 with 30 or 
more years in the association’s employ. 

Officers were elected for the ensuing 
year as follows: president, A. G. Mul- 
doon; vice president, A. I. Terhune; sec 
retary, E. J. Treen; treasurer, C. M 
Bowers; continent vice presidents, Roy 
G. Hawke, Adelaide, for Australia; Th 
Gregoriades, Athens, for Europe; Y 
Kamei, Tokyo, for Asia; J. O. Nichols, 
Johannesburg, for Africa; Geraldo Rod 
rigues de Moura, Rio de Janeiro, for 
South America. , 


New Surplus Line Firm 
Is Formed in Los Angeles 


Formation of the surplus line broker- 
age firm at Los Angeles of Haidinger- 
Hayes, Inc., with primary and _ reinsur- 
ance facilities at London Lloyd’s is an- 
nounced. The firm is composed of Vin 
cent M. Haidinger and John M. Haves 
Formation of the firm follows resigna- 
tion of Mr. Haidinger as assistant man 
ager in the automobile and casualty 
department of Swett & Crawford at Los 
\ngeles and Mr. Hayes as manager of 
the London Lloyd’s department of the 
Victor Montgomery General Agency, Inc 

The new firm is located at 621 South 
Spring Street, Los Angeles, and is ac 
cepting business only through accredited 
agents and brokers. 


FORREST G. FOGG RETIRES 

Forrest G. Fogg, of Wakefield, Mass., 
well known in eastern Massachusetts 
insurance circles, was recently retired 
by the Royal-Liverpool Insurance 
Group, having reached the age of 65 
Mr. Fogg worked the New England area 
as payroll auditor, but for several years 
most of his work has been in Maine, 
coastal New Hampshire and Middlesex 
County in Massachusetts. Both Mr. 
and Mrs. Fogg were given a farewell 
dinner in Boston, and a luncheon at 
which officials from the home office 
were present. 


AMERICAN TRANSFERS SCOTT 

The American Insurance Group an- 
nounces transfer of State Agent Har- 
old G. Scott from St. Louis to De- 
catur, Ill, where he will take charge 
of the field office. John J. Margold will 
replace Mr. Scott as state agent in 
charge of the St. Louis office. 


SKINNER MARINE MANAGER 

James R. Skinner, formerly marine 
special agent in the Dallas office of the 
Aetna of Hartford, has been appointed 
manager of the marine department of 
the Trezevant & Cochran general 


agency to succeed Victor Huvelle, re- 


signed. 
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ABA Reports on Bank 
Defalcation Uptrend 


REMEDIAL ACTION is 


URGED 


Surety Aisaiietins Commended for 
Broadening of Coverage in Blanket 
Bond Forms No. 24 and No. 15 


The increasing number of bank defal- 
cations in the past aig ‘ae which 
caused the Federal Deposit Insurance 
Corp. to recommend that banks resur- 
vey the amounts of fidelity bond cover- 
ge carried, featured the recent annual 
report of the insurance and_ protective 
department of American Bankers Asso- 
ciation. After giving due consideration 
to FDIC’s recommendation it was de- 
cided by the ABA that its table of sug- 
gested amounts of blanket bonds to be 
carried by banks of different sizes... 
had stood up well against actual loss 
experience ...and that any further 
increase in its schedule could not be 
justified. 

Harry F. Harrington, vice president 
of the Boatmen’s National Bank, St. 
Louis, chairman of ABA’s insurance and 
protective committee, reported as_fol- 
lows on the situation: “Based upon the 
FDIC report of coverage carried in 
1951, we believe that banks and the 
supervisory authorities are to be con- 
gratulated for the progress made in 
raising the amounts of their blanket 
bonds, principally for fidelity protec- 
tion...” It was also brought out: 

“Even if our committee had doubled 
its suggested amounts of coverage and 
all the banks carried the higher amounts, 
it would have yielded a relatively small 
amount of additional indemnity to the 
FDIC but would have saddled increased 
premiums upon a majority of the banks 
in a dubious effort to increase salvage 
recoveries in such a few banks. 

“Rather than advocate such increased 
coverage greater emphasis should be 
placed upon the most effective means 
of loss prevention and also raise up to 
par the fidelity bonds carried by some 
1,000 banks which are below the com- 
mittee’s formula of minimum amounts.” 


Customers’ Coverage Broadened 


The Surety Association of America 
received commendation in the ABA re- 
port for having provided this fall broad- 
ened blanket bond coverage for custom 
ers on bank property. This was accom 
plished, Mr. Harrington said, by extend- 
ing, without additional charge, premises 
insuring clause B of the No. 24 bond 
“to include loss pat money and securities 
through robbery or holdup of customers 
while transacting Pie sar at outside 
tellers’ windows, driveways, parking lots 
or similar facilities maintained by banks 
for the convenience of customers.” 

The savings banks’ blanket bond 
standard form No. 15 was_ similarly 
broadened 

In recent weeks ABA’s committee has 
proposed to the Surety Association that 
the coverage be broadened under securi- 
ties (forgery) insuring clause FE, op- 
tional with the No. 24 and No. 2 bank- 
ers blanket bonds. Said Mr. Harrington: 
‘Briefly, we suggested elimination of 
the requirement that forged securities 
to be covered must be forged ‘as to the 
signature of any maker, drawer, issuer, 
endorser, assignor, lessee, transfer agent 
or registrar, acceptor, surety or guar- 
antor, or as to the signature of anv 
person signing in any other capacity.” 

He said that this proposal will be 
further discussed with the Surety Asso- 
ciation’s advisory committee at its next 
ineeting. 

It was also stated by Mr. Harrington 
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Van Beynum and Withe Win 


In Race for Conn. Legislature 

By a substantial margin of votes four 
insurance men of Hartford were elected 
to the Connecticut legislature on Tues- 
day. Three are with the Travelers and 
one with Aetna Life Affiliated Cos. 

The winners: Franklin G. Brown, at- 
torney of law department; Erskine FE. 
Hamilton, supply department, and C. W. 
Van Beynum, manager of publicity de- 
partment, the Travelers Companies, and 
Stanley F. Withe, manager of advertis- 
ing and publicity, Aetna Life Affiliated 
Cos. 


Home Indemnity Names 
Taylor in North Carolina 


Howard R. Taylor has been appointed 
special agent for the Home Indemnity 
Co. at its Charlotte, N. C., office, effec- 
tive immediately. Mr. Taylor, a gradu- 
ate of Williams College, was employed 
by the Home Indemnity in November, 
1950, as a trainee in its head office in 
New York. He was transferred to the 
Charlotte office in October, 1951. 

Mr. Taylor will serve in Charlotte 
under the direct supervision of Special 


Agent Wendell E. Wortham. 


George E. Day President 

George E. Day, who was named ex- 
ecutive vice president of United States 
Casualty Co. following Walter D. Owens’ 
death last summer, has been elected 
president of the company. 


Sees Need for Improvements in Indi- 
vidual Field; Flagrant Abuses Absent 
in New York State 


Deputy Superintendent Joseph F. 
Murphy of the New York Insurance 
Department, speaking before a luncheon 
meeting of the Buffalo Association of 
Accident & Health Underwriters, No- 
vember 3, discussed current problems 
in the regulation of A. & H. insurance. 
He said that there is no concert of 
activity among the insurers in the fixing 
of accident and health rates; in this 
respect A. & H. ratemaking resembles 
life underwriting, but it appears that a 
much larger eK of judgment is re- 
served by the A. & H. underwriter. 

“Accident and health insurance,” he 
said, “is a highly individualistic, com- 
plex and competitive field. Because of 
its nature and operations, the industry 
has not found it necessary to submit its 
ratemaking processes to the detailed reg- 
ulation common in the fire and casualty 
fields and despite the various state laws 
requiring policy form approval, a high 
degree of individuality is maintained. 

Should Permit Free Competition 

“To my way of thinking, in the case 
of accident and health insurance one 
of the purposes of good Insurance De- 
partment administration is to permit the 
free flow of competitive forces and to 
encourage the development of service 
and coverages beneficial to the public 
by means of private rather than govern- 
mental effort. This does not mean that 
competition alone always prevents abuses 
to the public. Analysis of accident and 
health operations and results over the 
years shows that the public in most 
instances has received its money’s worth. 
This is especially true in group and by 
and large the case in individual accident 
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JOSEPH F. MURPHY 
and health contracts. 

I] would be, however, less than candid 
if I did not observe that in the indi- 
vidual field improvements can and will 
be made—particularly as respects those 
policies producing loss ratios which in- 
dicate that the benefits are unreasonable 
in relation to premiums charged. It is, 
however, not my purpose today to delin- 
eate possible abuses in the accident and 
health field. Suffice it to say, in New 
York at least, flagrant abuses are prac- 
tically non-existent if the experience 
of our policy approval and complaint 
bureaus are sound criteria. 

Reviews Record in Dollars 

“Perhaps the best and the most gra- 
phic way to highlight the phenomenal 
growth of both individual and group 
accident and health business is to review 
the record in dollars. Ten years ago 
countrywide group volume was $103,000,- 
000, while individual production amount- 
ed to $120,000,000 or a total of about 
$225,000,000. Less than ten years later, 
or in 1951, comparable figures show 
group production $760,000,000, individual 
$343,000,000, a total of $1,100,000,000 or 
an overall increase of 500%. It is a trib- 
ute to you gentlemen that in New York 
the percentage increase was even great- 
er. Group production, in 1942 in this 
state was $12,000,000,000 and individual 
production reached $15,000,000, or a total 
of $27,000,000. In 1951 group ran $130,- 
000,000 and individual $52,000,000 or a 
total of $182,000,000, an increase of 
most 700% over 1942. 

“An interesting comparison can be 
made at this point in the case of auto- 
mobile liability insurance. In 1942 stock 
and mutual casualty companies wrote 
about $320,000,000 in premiums, whereas 
in 1951 stock and mutual companies 
wrote $1,070,000,000 for the same kinds 
of insurance countrywide. It is imme- 
diately apparent that the increase here 
is merely slightly over 300% despite 
safety and financial responsibility legis- 
lation; increased registration and consid- 
erable percentage of rate increase. It is 
also noteworthy that the total volume 
of accident and health coverage in 1951 
approximated and even slightly exceeded 
stock and mutual automobile liability 
premiums, 

Figures Are Gratifying 

“These figures are particularly grati- 
fying for a number of reasons, not the 
least of which is that they demonstrate 
private insurance industry in this coun- 
try is resilient and resourceful enough 
to provide for the demand arising out 
of the ever increasing public awareness 
for the need of accident and health in- 
surance. But this tremendous increase 
also has its impact upon the various 
public officials charged with regulating 
the business of insurance. While for- 
tunately for us bureaucrats no direct 
ratio is maintained, these remarkable 
increases are reflected in a multiplicity 
of policy forms, rate filings and miscel- 
laneous related problems. 

“Practically all states have statutes 
dealing with individual accident and 

(Continued on Page 37) 
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Gaines Urges Solution 
Of Excess Lines Abuses 


ADDRESSES BROOKLYN BROKERS 


Says Excess Lines Brokers Show No 
Inclination to Form Organization to 
Assume Their Responsibilities 


Speaking | before the meeting of the 
Brooklyn Brokers’ Association, Novem- 
ber 6, Sidney Gaines, senior attorney 
of the New York Insurance Depart- 
ment, said that the New York Legis- 
lature created the excess line section 
of the insurance law because it recog- 
nized a need for a market for risks 
which insurers licensed in the state 
ould not write and for amounts of cov- 
erage which licensed companies would 
not accept. For many years, he said, 
the section applied only to fire and 
allied lines, but in 1948 its scope was 
broadened to include most forms of 
casualty as well, so that today the only 
lines which cannot be placed under the 
section are life, annuities, accident and 
health, workmen’s compensation, em- 
ployers’ liability, credit and title. 

In addition, Mr. Gaines said, automo- 
bile liability and property damage can- 
not be placed under this section, the 
Superintendent having ruled that part 
of the diligent effort to place this line 
with an authorized company includes 
submission to the Assigned Risk Plan. 

Must File Affidavits 

“Briefly,” he said, “Section 122 of the 
insurance law provides that a_ licensed 
excess line broker may place a line with 
an unauthorized company, where, after 
diligent effort, the insured (through his 
own broker) and the excess line broker 
have been unable to procure the desired 
coverage, in whole or in part, from any 
authorized company or companies. When 
a line is so placed the insured and the 
excess line broker must each file an 
affidavit with the Department within 30 
days after the policy has been procured. 
The affidavit sets forth the pertinent 
facts and indicates at least three au- 
thorized companies which have declined 
the risk. 

‘T think that most of you are aware 
that it is permissible for an excess line 
broker to pay a commission to the for- 
warding broker so long as the forward- 
ing broker takes no part in negotiations 
with the unauthorized company. 

“Certainly we can all agree that by 
creating this section neither the Legis- 
lature nor the Department ever intended 
to expose the insuring public to com- 
panies which were inadequately financed 
or unsoundly conducted or which were 
not subject to supervision and control 
even in the state of their domicile.” 

Find Companies Not Licensed 
However, he said, it did not quite 
work out that way, and he gave ex- 
amples of happenings in the past few 
years where investigations disclosed that 
companies writing excess lines were not 
licensed in their states of domicile, had 
inadequate surplus and even went so far 
as to claim they had taken over three 
companies created under an old Mis- 
souri statute which forbid them writing 
in any country except its domicile or 
adjoining country, one of which had 
been taken over by the Missouri De- 
partment. He described other similar 
conditions under which New York citi- 
zens had been subjected to danger of 
losses and of outright losses, and said: 
“Your Insurance Department recog- 
nized that something had to be done 
to eliminate situations such as I have 
described. Conferences were held by the 
Department with representative com- 
mittees among the excess line brokers 
and the need for greater standards of 
care was developed and acknowledged 
by all concerned. One direct result was 
that under date of January 12, 1951, < 
letter was sent by the New York inal 
ance Department to every excess line 
broker which, among other things, 
warned him that he has a responsibility 
!o his assured to make some investiga- 
tion into the financial stability and claim 
practices of any unauthorized company 
with which he proposes to do business. 





Another result is that several excess 
line brokers have since been cited by 
the Department for having failed to 
exercise their responsibility in this re- 
gard and a total of $2,500 in fines has 
been meted out. 

Problem Is Not Solved 

“But the problem is not yet solved. 
Only recently a Pennsylvania mutual 
writing New York excess lines was 
taken over for liquidation by the Penn- 
sylvania Department. We are now in- 
formed that the liquidator proposes to 
invoke the assessment clause contained 
in the policies issued by this company. 
Another Pennsylvania mutual has re- 
sorted to voluntary assessment of its 
policyholders in a desperate attempt to 
achieve solvency and I would not be 
at all surprised that there are some 
among you tonight whose assureds have 
received assessment notices from this 
company. 

“For some time now the Department 
has urged the excess line brokers to 
form an association to help them meet 
these problems—to enable them to place 
their excess lines in companies whose 
financial status is good and whose claim 
practices are fair and honorable. They 
have shown no inclination to do so. 

“To you brokers I can say only this. 
The assureds are your clients—they look 
to you for safe protection and properly 
so. They do not know the excess line 


broker and are not concerned about 
him or the unauthorized insurer. They 
rely on you. I would earnestly suggest 


to those of you who forward business 
to excess line brokers that before ac- 
cepting a policy you ascertain the fol- 
lowing about the proposed insurer: 
Does Company Have License? 

“1. Does it have a license from, and 
is it subject to the supervision of, some 
state or governmental authority ? 

“2. Is it in good standing in_ that 
state ? 

“3. Demand at least a short form 
financial statement so that vou can get 
some idea of the size and substance 
of the company. 

“4. Inquire as to its method of han- 
dling claims and its reputation in this 
regard. 

“5. Check to see if the policy is as- 
sessable. If so, you might be wise to 
insist on a policy which does not con- 
tain such a provision, or possibly a 
company which does not issue assessable 
policies.” 


Murphy on A. & H. 
(Continued from Page 36) 


health insurance and most states deal 
with group or multiple underwriting 
plans either under particular law or 
administrative regulation. Thus we have 
in the case of an insurer writing in all 
jurisdictions some 49 separate super- 
visory authorities considering its acci- 
dent and health forms and related data. 

Low Degree of Uniformity 
There is without question simultane- 
ously a low degree of uniformity and a 
high degree of duplication among states 
in the supervision of accident and health 
policy forms. The overlapping resulting 
must be reflected in higher costs to 
policyholders, an expense which can 
hardly be justified in a number of our 
states by the standards of current reg- 
ulation.” 

Added to the complexities of multiple 
supervisory authority, Mr. Murphy ob- 
served that there is no great uniformity 
among the — in the various statutes 
applicable to & H. insurance. How- 
ever, he said ae strenuous efforts have 
been made to achieve some degree of 
uniformity and what does exist today 
is directly the result of those efforts, 
both by the NAIC and the industry 
itself. 


TO HEAR HOWARD M. STARLING 

Howard M. Starling, manager, Wash- 
ington, D. C., office, Association of 
Casualty & Surety Companies, will be 
the luncheon speaker next week at 
the annual meeting of Maryland Asso- 
ciation of Insurance Agents. His sub- 


“er 


ject will be “A Look Into the Insurance 
Future.” 





Reinsurance Regulation 
Raised in N. C. Hearing 


CHEEK WILL STUDY MATTER 


Local Company Head Calls Reinsurance 
Situation Critical; Leslie Makes Case 
for Compensation Increase 

The subject of regulation of reinsur- 
ance rates was raised at the hearing 
on workmen’s compensation rates called 
by Insurance Commissioner Waldo C. 
Cheek of North Carolina, October 29. The 
Commissioner advocated this step when 
it was stated by T. A. Wilson, former 
chairman of the North Carolina Indus- 
trial Commission and now president of 
the Textile Insurance Co., High Point, 
that he was having difficulty in obtain- 
ing reinsurance on compensation written 
by his company. 

Mr. Wilson said that reinsurance has 
“hecome a very important item, both 
in availability and cost.” The direct 
writing company “has a difficult time 
getting reinsurance,” he added, “and 
now some reinsurance companies don’t 
even want to quote you a rate on it” 
for compensation coverage When a 
rate is quoted, Mr. Wilson contended, it 
now “costs two to two and a half times 
as much as it did two years ago. 

Cheek Points to Reinsurance 

“This points up the question,” Mr. Cheek 
replied, “of whether or not regulatory 
authorities should look beyond the rates 
which companies are charging the pub- 
lic to actually see it all the way through 
—where the liability is ultimately—and 
you run into reinsurance every time 
you do it. 

“It has never made sense to me for 
us to do such a sincere job of regulating 
rates which the companies charge and 
try to assure the solvency of the com- 
panies to see that they stand back of 
the risks, and then shut our eyes to 
what happens to it when they reinsure 
—when the biggest part is reinsurance. 

Want To Be Free 

The reinsurers want to be free from 
regulations so they can bargain with 
you. Then when it gets tight they can 
call on you for every cent you have 
and leave you holding the bag and leave 
us as administrators should anything 
happen to you. And I don’t like it a 
bit. 

“T don’t see any reason why they 
shouldn’t be regulated,” Commissioner 
Cheek continued, “and I am willing to 
look into it. 

“Tt is a critical situation—a very, very 
critical situation,’ Mr. Wilson com- 
mented. 

“T know it is,” Mr. Cheek agreed. 

The rate filing contemplates increases 
averaging 5.8% in workmen’s compensa- 
tion in this state. 

Leslie Represents Companies 

William Leslie, Tr.. of New York, as- 
sistant secretary of the National Council 
on Compensation Insurance, said that 
increases in the average claim cost are 
largely responsible for the requested in- 
crease in rates. 

The average indemnity claim in 1949- 
50, Leslie said, was $336.50. compared 
with $220.52 in 1945-46. The average 
medical claim was $27.76 compared with 
$18.22. 

Mr. Leslie pointed out that the aver- 
age claim cost had increased 53%. 
whereas wages—on which the amount of 
compensation insurance premiums de- 
pends—had increased onlv 28% 

During the 1949 and 1950 polic Vv vears 
on which the rate increase request is 
partially based, Leslie said. com>ensa- 
tion premiums in North Carolina 
amonnted to $20,419,240 and losses (that 
is, claims paid) amounted to $11.878.391, 
for a loss ratio of 582%. This came 
close to the 58% ratio on which com- 
pensation rates are normally calculated. 

However, Leslie added, in the 12- 
month period ending Tune 30, 1952, the 
nremiums come to $12,438,383 and the 
losses to $7,862,508, for a loss ratio of 
63.2%. This also was used as a basis 
for figuring the proposed rate hike. 
Glenn Penland of Durham, an official 
of the Erwin Mills, Inc., suggested that 





ABA Reports 


(Continued from Page 36) 


that ABA’s fiscal year ending August 
31, 1952, marked the eighth consecutive 
increase in crimes of violence against 
banks. “The gradual uptrend appeared 
at times to level off, but instead it con- 
tinued. This year an increase of 35% 
should be somewhat disturbing to all 
banks and particularly alarming to most 
of them,” he said. Continuing: 
“Bank burglaries and holdup attacks totaled 
against 144 during the previous fiscal 
totaled $701,974 as 
$549,931. A breakdown of the figures for this 


195 as 
year and_ losses against 
fiscal year show 19 attempted burglaries and 
43 burglaries causing losses of $47,824; also 24 
frustrated holdups and 101 holdups in which 
the loot amounted to $638,489. In 


there were two night depository burglaries—one 


addition, 


unsuccessful and one successful—involving a 


loss of $6,700, and six thefts from the ‘heads’ 
cr street entrances of night depository chutes 
which netted losses of $8,961. 

“Last year there were 24 attempted burglaries 
and 40 burglaries, losses $54,313; 15 frustrated 
$492,882. Also, 


attempted burglaries and one 


holdups and 60 holdups, losses 
there were two 
successful burglary of night depositories, losses 
$1,700, and two night depository thefts, losses 
$1,036.” 

Despite their varying degrees of pro- 
tection, nine of the banks robbed during 
this period were also attacked during 
the preceding 12 months and ten banks 
burglarized or held up in the 1950-51 
fiscal year were also attacked in the 
previous year. “To banks which have 
been free from burglary and_ holdup, 
this experience reveals the probability 
of attacks upon them,” Mr. Harrington 
warned, 

Comments on Other Improved Coverages 

Rounding out his report, Mr. Harring- 
ton was glad to record that a standard 
form of liability insurance for corporate 
fiduciaries is now an actuality as a re- 
sult of the cooperation of the National 
Bureau of Casualty Underwriters in 
supplying an endorsement entitled “fidu- 
ciary liability of banks,” to be attached 
to the comprehensive general-automo- 
bile liability policy.” 

Another endorsement for which the 
ABA’s committee has completed nego- 
tiations is a lender’s loss payable clause 
for peril Pantin to fire insurance policies 
covering personal property other than 
automobiles. It is described in the re- 


port as “form I.R. June 1952.” Said Mr. 
Harrington: “While no official approval 
has been given to this form the com- 
mittee considers it acceptable te raise 


the quality of coverage in nearly 13,000 
banks 

Furthermore, he said that the com- 
mittee anticipated no difficulty in secur- 
ing final approval of underwriters on a 
similar clause to ghee mortgaged 
commodities stored in several different 
warehouses. “This improved coverage,” 
he explained, “is especially important to 
the larger banks which have sought to 
have revoked a ruling by the Multiple 
Location Service Office which restricts 
the underwriting companies to the use 
of a simple loss payable clause on in- 
surance policies covering commodities at 
various warehouses 

ABA’s insurance and protective com- 
mittee for 1952-53 with Mr. Harrington 
as its reelected chairman is set up as 


follows: James E. Baum, deputy man- 
ager, ABA, in charge; G. H. Hotten- 
dorf of ABA, secretary; Carl A. Bow- 
man, secretary, Kansas Bankers Asso- 
ciation; T. J. Carlile, assistant vice 
president, Anglo California National 


Paul S. Gillespie, president, 
Western Montana National Bank; 
Thomas F. Glavey, second vice presi- 
dent, Chase National Bank, New York; 
H. B. Smith, president, Middletown 
Savings Bank, Middletown, Conn., and 
Philip Woollcott, president, Bank of 
Asheville, Asheville, N. C. 


Bank; 





increasing: the rates would be “added 
incentive for us to become self-insurers.” 
Mr. Leslie agreed that it might. 
Proposed increases are 2.6% for manu- 
facturing concerns, 4% for contracting 
companies and 12.1% for all others. 
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Whiteside Retires as } A : CS C ‘ Insurance Institute 
Loyalty Group Officer American-Associated roup Vampaigns At Univ. of Nebraska 


ILE UND. ise : SPEAKERS AND FORUM 
LIEB HEADS AUTOMOBILE For “Mr. Safety in E ach ee m munity LEADERS 


Whiteside, Retiring Because of Ill University and State Ih Insurance Federa- 


Health, Served Group 30 Years; Lieb The American-Associated Insurance’ events. Also, note the announcement on — Lomhers Pomuak ee 


Joined Group in Chicago in 1936 Cos., in connection with its current cam- holidays. It shows how holidays, too, 
The Firemen’s of Newark and the eae” vga Revol oe pape d a to add extra interest to your The second biennial Insurance Insti- 
Loyalty Group announce retirement of munity, have released their recent “3. Keep them friendly—Selling safety tute, sponsored jointly by the University 
William J. Whiteside, secretary, and ;adio announcements to be used in con- is serious business. But you won’t suc- of Nebraska College of Business Admin- 
appointment of William A. Lieb, assist- nection with advertising appearnig in ceed by being stern. You can’t miss if istration and the Insurance Federation 
ant secretary, to succeed Mr. Whiteside insurance trade journals last month. In- you think of every announcement as a of Nebraska, was held Friday and 
: cluded with the safety kit there are bit of practical advice you're offering to Saturday, October 31 - November l. In 
newspaper advertising mats to be used a friend. And if most people know you announcing the Institute, Dean Earl 
by agents in connection with their radio by a ‘nickname,’ don’t hesitate to use it. Fullbrook of the University and E. J, 
announcements. These mats are for the “How about it, “Mr. Safety’... are Faulkner, president, Woodmen Accident 
current trade paper ads, “The Necklace you ready to take to the air to sell your Co. and chairman of the general com- 
That Ended with Pearl Sixteen.” community on you? Then call the man mittee for the Insurance Federation, 

The mats for newspapers do not men-- at your local radio station now!” stated: “Once again the purposes of the 
tion that groups’ company names, but ee ir ance f the Uni are to sped to the 
are designed for agency imprints. The students of the University and the mem- 

safety kits and mats are offered to any PROPOSES MASS. AUTO PROBE pers of the insurance industry greater 

responsible agent or brokers, without re- Revere Reposition Buiisn Eaabilaiwe ireng nig ding of the iimesce snd im- 

spect to company representation and re- Investigation of Compulsory Auto pact that insurance exerts in the econ- 

quests for the material are reaching the aia atid omy of our nation and on the daily lives 

companies from all sections of the coun- Representative Harold Bo Wei al of our citizens and to afford all who are 

ny Revere Mass has announced that he saboreetnd ht Sep artene ste ree 

Includes Ad Reprints will file “legislation ‘in the House of analysis of the major currents and 

va: 4 ater: . ; : | changes that are taking place in insur- 

In addition to the newspaper ad mats Representatives for an investigation of ance today. The institute dramatized 

and radio announcements, the kit in- the state’s compulsory motor vehicle in- the importance of insurance in daily liv- 

cludes ad reprints, posters, direct mail surance system. If approved by the 1953 ine and the essential function played by 

folders, and policy inserts. The program Legislature, the investigation would be the aneurance representative in, evens 

is prepared by the advertising depart- made by a special commission of two — joea] community. 7 

ment of the companies, of which E. R. Senators, four Representatives and an The institute meetings were held 

Hurd, Jr., who was elected president of appointee of the Governor. ; on the campus of the University, with 

the Insurance Advertising Conference at Mr. Canavan proposed the study after the sessions on Friday devoted to. the 

its annual meeting last month, is mana- Massachusetts casualty insurance com- — cpeaking program and those on Saturday 

ger. . ; panies reported that they had suffered morning to clinics presided over by the 

The new edition of the safety kit con- staggering losses of nearly $25,000,000 yarious spei arse with open forum dis- 

tains two one-minute announcements, since 1949 and were reluctant to under-  eyssion of questions of interest to those 

two 30-second announcements, two 15- write motorists with bad accident rec- attending the institute. Other activities 

WILLIAM J. WHITESIDE second announcements. The entire pro- ords. : ; included a luncheon Friday noon and a 

: gram is aimed at safety for youthful [he companies stated that since 1949 hanquet Friday evening. Speakers at the 

7 drivers, conducted through the “Mr. they had paid out $12,858,063 in accident —hanquet were Dr. R. G. Gustavson, chan- 

as officer in charge 1e automobile Safety” in every community. In a fore- damages in Boston and expected a 1952. ¢ellor of the University of Nebraska 

underwriting division f all Loyalty word to the series of radio announce- — statewide deficit of $8,000,000, an all-time and Ralph R. Lounsbury, president, 
roup companies. ments, the companies say: high. Bankers Life of New Jersey. 

Mr. Whiteside’s retirement, at his re “Producers who will get the best re- Mr. Canavan challenged the antici- : : 
quest, is because of ill health. He was cults from radio will be those who treat nated deficit of $8,000,000 as “not true.” 
born in New York City in 1887 and these messages as suggestions and adapt He charged that the insurance compa- Other speakers and clinic leaders at 
eee associate d with Loyalty Group them to fit their individual needs. As nies were making an annual profit of the institute were: H. Lewis Rietz, vice 
ROK ail PLOMAUMALC ly 30 years. He was edu- you prepare your radio copy, keep these — $6,000,000 president and member of the board, Lin- 
cated in the public and high schools of things in mind ———_—— coln National Life; Paul Wilson, execu- 
New York City. He has had an exten- “1. Keep them local—Ever notice how NAMES DUFFY AT PORTLAND. ME. tive vice president, Planet Insurance Co., 
Sive career in the insurance business, a person will ‘perk _up his ears’ when vice president, Standard Accident and 
being first employed by the Massachu ie hears his name? Well, you can't Hartford A. & I. Rieitens Him Engineer assistant secretary of the Pilot Insurance 
setts Bonding & Insurance Co. in 1914, mention everybody’s name in your an- in Charge of Engineering Territory; Co. of Toronto; Charles J. Zimmermann, 
and subsequently as auditor and special — youncements ... but you'll achieve much With Company Six Years managing director, Life Insurance Agen- 
gent for the Southern Surety. — Later the same effect by including names of Appointment of James E. Duffy as en- CY Management Association; Carleton I. 
he was executive special agent for the  \el]-known local personalities, schools gineer in charge of the Portland. Maine, Fisher, vice president, G. L. and H. ip 
Great Eastern an and afterward 5 pen ' Gross, Inc. Providence; Dr. James J. 
O'Leary, director of research, Invest- 
ment Research Committee, Life Insur- 
ance Association of America; Shelby 


Speakers and Clinic Leaders 


agency superintendent of the Union In ere engineering territory is announced by 
Interest in Local Statistics G. B. Butterfield, secretary of the Hart- 
—_ joined the ranks of the “Here, too, is an excellent place to use _ — nt - Kndeanity os is 

rcial Newark in 1923 as man the facts and figures you'll gather as Re: has "7 oe ge oncomggeack ‘seit gn Cullom Davis, investment counselor, New 
(ger > accident and health depart vou become a local safety expert (your the past chee Bach with ii ‘heads uar- York City; Robert L. Hogg, executive 
ete eae rf = pence eo aS first step in becoming ‘Mr. Safety’). ters office of the Hartford Accident’ < vice president and general counsel, 
he was appointed agency director, He geiieues' of course than in national or NOW, England engineering district in American Life Convention: Milton W. 

f the statewide figures. eager native of Worcester, Mass, Mavs, ance E € F 
Commercial and the Metropolitan Casu “2 Keep them timely—Political rallies. oe ener ane ms Seater a “7 
alty of New York in January, 1932 and sports events, public gatherings of all ay Northeastern Rone ee aa Hill ie 
advanced to secretary June, _ tor ali kinds increase chances for traffic acci- CG, ee ern: avied 





was elected assistant secretary of 


office and Mr. Chatelain with the New 
Collec Orleans branch office. 
Loyalty Group companies, in charge of ne ise folk attending Se a r. Thompson was employed at Los 
are les itn ais ‘ meg ar dents \dvise folks attending — these Mr. ‘Datty s vocational background i in- M sia ge Dike es 
all automobile underwriting in the East meetings to be extra careful, give spe- Ang reles July 5, 1950 as a casualty un- 
. = + a = er cludes ex yerience in Ss afetv ens gineeri ng ns 
ern department ‘ific good driving tips to help them avoid . 
is tature ileus, best -weneiitia errant bale poner I ee ac a work with the American Steel & Wire 
iS lans, hneaith ~ & =. ’ c 20° , ~ *. i 4 
include traveling abroad es may é having accidents spol bi reir fun. f Co. He served with the U.S. Navy from 
11 | Oi as wel as a " F ede a ;: "4 
: ca as wen aS perform a needed public service—and — 1942 to 1946 and saw considerable sea 
spending some time with his daughter, take advantage of the interest in these duty in the Mediterranean and Atlantic and has twin boys. He is a veteran of 
who resides in New Mexico. paw iter te aeatae et Cea the United States Air Force. 
: - areas, ; Ber ok 
sine x r. Chatelain joined the company as 
William A. Lieb : : ee Mr. : any 
7 of plate glass department a payroll auditor in December, 1948, at 


perintendent 
Mr. Lieb was born in Elizabeth, N. J., in 1937 and transferred in 1939 to New- AMERICAN SURETY NAMES TWO \New Orleans. Later he was transferred 


and educated in the public and high ark home office as underwriter. He aaa to Oklahoma City and was appointed a 
schools of Newark and Columbia Uni advanced to head underwriter in 1941. Thompson Special Agent With Los An- casualty underwriter. He returned to 
versity. Mr. Lieb’s entire insurance ca Mr. Lieb enlisted in the United States geles Branch Office and Chatelain New Orleans in April, 1952, to begin 
reer to date has been as an employe Navy in 1942 and was discharged in With New Orleans Office his training as a special agent which he 
of Loyalty Group companies. He was 1945, reentering the service of Loyalty American Surety Co. announces the completed November 3. " 
employed as an inspector in the public Group in charge of casualty operations appointment of Robert G. Thompson Mr. Chatelain attended Loyola Uni- 
liability and plate glass division of Loy- at Pittsburgh. In 1946 he returned to and V. J. Chatelain as special agents versity and served as a lieutenant com- 
alty Group, Western department, Chi- the Newark home office as special agent for the company. Mr. Thompson will be mander in the Navy during World War 
cago, in 1936. He was advanced to - for all lines in northern New Jersey. associated with the Los Angeles branch 


derwriter and began his special agent 
training on February 15, 1952. A gradu- 
ate of Pepperdine College, he is married 








Are You on the Right Track? W. CLEMENT STONE, President 
of the Combined Group 
Are You Heading inthe Right Direction? 


You Will Be....1f You Represent — 


HEARTHSTONE INSURANCE co. OF MASS. COMBINED INSURANCE CO. OF AMERICA COMBINED AMERICAN INSURANCE CO. 
120 Boylston Street Boston 16, Mass. 5316 Sheridan Road Chicago 40, Ill. 2817 Maple Avenue Dallas 4, Tex. 
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Mary Donlon Lauds N. Y. 
Disability Benefits Law 
DEEMS LEGISLATION IS WISE 


Speaks at College of St. Francis Xavier 
on New York State Disability Law 
and Collective Bargaining Pacts 





“The New York State disability bene- 
fits law illustrates very. well the soundest 
approach to labor legislation,” declared 
Mary Donlon, chairman of the New 
York State Workmen’s Compensation 
Joard in an address, October 29, at the 
College of St. Francis Xavier, New York 
City, on “The New York State Disability 
Law and Collective Bargaining Agree- 
ments.” ; 

Miss Donlon was among a group of 
labor relations specialists participating 
in a month-iong panel discussion of 
union problems and law sponsored by 
the school’s Institute of Industrial Rela- 
tions. 

“Such legislation,” Miss Donlon con- 
tinued, “is most wise when, as our dis- 
ability benefits law does, it recognizes 
collective bargaining, gives real respon- 
sibility as well as opportunity to em- 
ployers and employes to work out pro- 
grams tailored to their own needs, and 
limits government interference to the 
supervision of compliance and the ad- 
judication of disputes. 

; Board Sets Standards 

“The Workmen’s Compensation Board, 
which administers the law, is a stand-by 
agency, empowered to set standards and 
provide procedures for review of claims 
when employes are not satisfied,” she 
said. 

“New York’s disability benefits law 
recognizes employer-employe welfare 
plans—many of them worked out over 
the years or through collective bargain- 
ing agreements—and encourages new 
plans in compliance with the law.” 

The New York State Workmen’s 
Compensation Board which Miss Don- 
lon heads, is responsible for the admin- 
istration of the state’s three disability 
insurance programs: the workmen’s 
compensation law, the disability benefits 
law and the workmen’s compensation 
provision for civil defense volunteers. 
Cooperating in these programs are 350,- 
000 employers; 6,000,000 working men 
and women; 27,000 physicians and 300 
insurance companies. 
Was Practicing Lawyer 

Before entering public service in 1944 
at the request of Governor Thomas EF. 
Dewey, Miss Donlon was a partner in 
a New York City law firm. As a lawyer 
in private practice, she specialized in 
corporation and tax law. 

Largely because of Miss Donlon’s long 
and favorable experience in reorganiz- 
ing the administration of workmen’s 
compensation, which is an occupational 
disability insurance program for work- 
ers, the legislature, in establishing the 
new non-occupational disability benefits 
program, in 1949, placed responsibility 
for administration of this program in 
the chairman of the Workmen’s Com- 
pensation Board. 

Since 1945, Miss Donlon has been a 
member of the advisory council of the 
New York State School of Industrial 
and Labor Relations of Cornell Univer- 
Sitv. 


L. K. Farrell To Be Honored 
By N. Y. Club on Nov. 20 


The Accident & Health Club of New 
York has appointed a special commit- 
tee to arrange for a testimonial dinner 
on November 20 to Lawrence K. Farrell, 
who will retire as third vice president 
of the Metropolitan Life the end of this 
year. Harold M. George, United States 
F. & G., and Julius L. Ullman, W. L. 
Perrin & Son, Inc., are co-chairmen of 
this committee on which are serving 
Frederick E. Boes, Metropolitan Life; 
Arnold W. Danckwerth, Mutual of 
Omaha, and all past presidents of the 
A. & H. Club. 

Mr, Farrell has given many years of 
devoted service to his company, the 
A. & H. industry and the New York 
club of which he was president in 1932. 





Employers’ Group Names 
Two in Claim Departments 


Two appointments in the middle de- 
partment are announced by the Employ- 
ers’ Group Insurance Cos. 

Thomas G. Parris, formerly superin- 
tendent of the Pittsburgh claim depart- 
ment, has been appointed assistant su- 
perintendent of the middle claim de- 
partment in Philadelphia, and Raymond 

Allison, formerly assistant superin- 
tendent of claims at Baltimore, has been 
appointed superintendent of the Pitts- 
burgh claim department. 


Safety Dinner in Washington 

As part of its “Safety Month” events 
the Insurance Women’s Club of Wash- 
ington, D. C., had as its speaker at a 
dinner meeting October 20 in Annapolis 
Hotel Dick Mansfield, newspaper and 
television Guests included 
Lou Brodt of the traffic department, 
A. Julian Brylawski, chairman of the 
Commissioners Traffic Control Board of 
the Traffic Safety committee and prom- 
inent insurance executives. Mrs. Cleo 
Hamerski, president of the club, pre- 
sided. 


” 


cartoonist. 


American Promotes Dill 
In Western Department 


The American Insurance Group an- 
nounces the promotion of Arthur G. 
Dill to senior casualty underwriter in 
the western department at Rockford, 
Il. Mr. Dill has been special agent for 
the group in Flint, Mich. 

In 1947, following military service, 
Mr. Dill joined the American. He is a 
graduate of the advanced multiple line 
training class at the home office, and 
he served two years in the casualty de- 
partment at Rockford before assign- 
ment to the field in 1950, 








The Cost of Your 








Automobile Insurance 


AUTOMOBILE liability insurance rates do not have to increase 


if you ... and the rest of the nation’s motorists . . . do not 


want them to. 


No amount of inflation can affect the accident that does not 


happen. Increased costs of repairs and repair bills cannot be 


charged against the car that isn’t damaged. 


No court, no jury can be swayed to excessive awards for liabil- 


ity claims that do not exist. 


It all boils down to... sane driving and fewer accidents! 







Your local agent is constantly ready to serve you. Consult him as you 
would your doctor or lawyer. For U. S. F. & G. claim service in 
emergency, call Western Union by number and ask for Operator 25. 


S.F.&G. 


CASUALTY 
FIDELITY -SURETY 
FIRE 


United States Fidelity & Guaranty Company, Baltimore 3, Md. 
Fidelity Insurance Company of Canada, Toronto 









Page 40 


November 7, 1952 














| Avcident éx Health j_ | ee ews 








Wn. V. Dillon Joins 
Kuh Agcy., Inc., in N. Y. 


STARTS EXPANSION PROGRAM 


As Production V.P. He Will Work 
Closely With Lloyd M. Kuh in De- 
veloping A. & H. Business 
Lloyd M. Kuh, A. & H. specialist in 
New York City, who has operated on 
an individual basis for 30 years, is now 
embarking on an aggressive expansion 


William V. Dillon Lloyd M. Kuh 


program under an incorporated agency 
setup. 
As a major 


William V. 


this direction, 
Dillon who is well known 
among the brokerage fraternity, has 
joined Kuh Agency, Inc., as vice presi- 
dent in charge of production and will 
work in close cooperation with Mr. Kuh 
in developing individual and group A. 
& H., non-cancellable A. & H. and life 
insurance lines. 

Mr. Dillon began his business career 
in 1932 as an insurance broker in Brook- 
lyn handling general lines. In 1935 he 
turned his attention to A. & H. and life 
development including group. A_ few 
years later he joined Continental Casu 
alty as a special agent in its commer- 
cial A. & H. department covering three 
eastern states. He was then advanced 
to the post of superintendent of A. & H. 
production in that company’s commer- 
cial and non-cancellable A. & H. de- 
partments at the downtown New York 
branch office. 

For the past eight years Mr. 
has been connected with 
tual Liability in New 
divisional sales manager, covering New 
York and New Jersey, i 9 " charge of com- 
mercial, true group and disability bene- 
fits departments, which post he resigned 
recently to join Kuh Agency, Inc. Mr. 
Dillon was also vice president in New 
York of Allied American Agency, Inc., a 
subsidiary of American Mutual Liability. 

Kuh Big Writer of A. & H. 

Lloyd M. Kuh, a graduate engineer, 
has specialized in A. & H. production 
throughout his 30-year career. The Con- 
tinental Casualty has been his No. 1 
company for A. & H. business ever since 
he started off as an insurance broker. 
Around 1926 he was one of New Eng- 
land Mutual Life’s leading producers 
and paid for $750,000 that year through 
the old E. W. Allen office of that com- 
pany. For years he has been a district 
manager of the Continental, building up 
a sizable volume of disability business. 
In the company’s production records he 
has consistently ranked among the first 
five in premium volume (Class AAA) in 
the disability division. 


step in 


Dillion 
American Mu- 
— as eastern 


RAYMOND C. BARR RETIRES 

Raymond C. Barr has retired as dis- 
trict safety director at San Francisco for 
Lumbermens Mutual Casualty Co. and 
other companies in the Kemper insur- 
ance group. His retirement marks the 
end of 38 years of service in the safety 
engineering field, 25 of them with the 
Kemper organization. He is succeeded 


by Richard P. Hill. 


BMA TO HONOR W. T. GRANT 


Grant Month Campaign Always Held in 
November, is Tribute to Chairman 
and Founder of Company 
The Business Men’s Assurance Co. of 
Kansas City, has mailed to all its field- 
men the complete material necessary to 
get started on the annual Grant month 

campaign. 
1920 the 
been 


company’s November 
have dedicated to W.. T. 
chairman and founder of the com- 
mat without exception, Novem- 
been a month of record pro- 


Since 
sales 
Grant, 
pany, 
ber has 
duction. 

November, 1951, was the largest month 
in the company’s history and normally 
about 14% of the company’s total busi- 
ness is produced during the month. An- 
other objective for this November is to 
help BMA reach its goal of 150 million 
new paid life insurance for the year 
1952 and also to maintain a_ record 
production of accident and health and 
group insurance. 

Again this year the leading 
will be presented the Grant 
plaque. The winner in 1951 was 
Rocks of Chicago. 


ANGLE 


salesman 
Month 
Frank 


is. “ASSOCIATE ACTUARY 


Woodmen pee ae ied Woodmen Cen- 
tral Life Appoint Him; Is Now on 
Duty as Captain in U.S. Air Force 


President E. J. Faulkner of Woodmen 
Accident and Woodmen Central Life an- 
nounces the election of John Angle of 
Lincoln as associate actuary of the 
companies. 

Mr. Angle is presently on active duty 
as a captain in the U.S. Air Force. He 
expects to return to civilian life Janu- 
ary 1, at which time he will assume his 
duties with the Woodmen Companies. 

A graduate of the University of Chi- 
cago he-was actuary with the Union 
National Life of Lincoln before his cur- 
rent term of duty in the Air Force. For 
the past year he has been stationed in 
Iceland with the meteorological service. 


Expansion Program of International 


A.& H, Association Gets Underway 


As a curtain raiser for its 1953 expan- 
sion program the International Associa- 
tion of Accident & Health Underwriters 
at its executive board meeting recently 
in Chicago decided on a number of im- 
portant steps which will increase the 
association’s prestige and strength. The 
meeting was one of the best attended 
to date with all but one out of 18 
board members present. In addition, R. 
J. Costigan, B.M.A. manager in Kansas 
City, and a past president of the asso- 
ciation, attended in his capacity as 
chairman of agents w elfare and compen- 
sation committee, and Thorn W. Mock, 
president of the National Accident & 
Health Insurance Co., Philadelphia, as 
a member of the steering committee. A 
newcomer on hand was Dave Brov: an, 
Mutual of Omaha manager for southern 
California, who has been newly elected 
to the executive board. 

Most significant action taken was to 
raise the dues to the International As- 
sociation to $5 per member (a $2 in- 
crease) to be effective as each local 
association renews its membership. It 
was explained that a portion of this 
increase will be set aside to pay*a por- 
tion of the future presidents’ traveling 
expenses, and a portion to finance and 
take over the annual convention after 
the 1953 gathering in Chicago. It was 
felt that the International Association 
should control and operate these con- 
ventions and hold registration fees to a 
minimum so that all agents could afford 
to attend. 

Wohlers and Wessman Handling 

1953 Meet 

Albert H. Wohlers of Youngberg- 
Carlson Co., Chicago, has been picked 
as program chairman for the 1953 con- 
vention and vice chairman will be Irving 
G. Wessman, secretary of Loyalty 
Group’s western department. They were 
instructed by the board to have the 
convention program completed by Janu- 
ary 1, 1953. 

The 1954 convention will also be held 
in Chicago, it was decided. 

The Disability Insurance Sales Course, 
one of the big features of the Interna- 
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With a kit of policies that enables you to meet 
virtually any need you may discover for personal 


Federal Life and Casualty men can approach 
prospects with confidence because of the complete 
service at their command ... Life, A & H and 
combinations of both. Here are policies of strong 
competitive value that can be easily tailored to 
fit the individual or family need and budget. 


Inquiries about our complete personal protection 
and other services will be held confidential. 


FEDERAL LIFE AND CASU 


DETROIT 2, MICHIGAN 
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tional Association’s activity, will con- 
tinue to be expanded in the coming year, 
Its value and availability to the entire 
membership will be improved. A large 
number of the board members and other 
leading A. & H. men attended a new 
instructors’ course early in October at 
Allerton Park, near Champaign, III., and 
added considerably to their knowledge 
of A. & H. teaching as a result. This 
course which ran for three days, was 
conducted by the University of Illinois 
in cooperation with the International 
Association. 

The next DISC will be conducted at 
the University of Alabama, Tuscaloosa, 
Ala., on November 17-19. The expecta- 
tion. is that this will be an outstanding 
course, attendance at which is available 
to all who desire to enroll. 

1953 Membership Goal Is 35% Increase 

O. D. Harlan, San Antonio, made a 
splendid report as chairman of the In- 
ternational’s membership committee and 
emphasized the increase in over-all 
membership. He reported 138 new mem- 
bers from Texas alone in September, 
The board adopted a goal of 35% in- 
crease in membership for the coming 
year. 

Mr. Costigan reported as chairman of 
the agents welfare and compensation 
committee on which is represented Fred 
M. Peirce, Life Insurance Agency Man- 
agement Association; Roy A. Mac- 
Donald, Health & Accident Underwrit- 
ers Conference; C. W. Cameron, North 
American Accident, and Don Compton, 
Washington National. 

Mr. Compton is also serving as chair- 
man of the speakers bureau committee 
on which is represented Harvey Quigley, 
Mutual of Omaha. 

Choose the Plan Directory 

Earle Bennett, general agent, Provi- 
dent Life & Accident in Tampa, pre- 
sented an impressive report on _ the 
“Choose the Plan Directory,” a project 
of the International Association which 
is designed for public relations and pub- 
lic service. As explained by Mr. Ben- 
nett, the directory can be inaugurated 
by any local association and will repre- 
sent an accurate list of all available A. 
& H. and hospitalization agents in each 
locality. In other words, it is a reliable 
guide to the public as to where volun- 
tary insurance may be purchz ised. The 
directory is placed in the offices of doc- 
tors and dentists. 

In another action the executive board 
recommended that the “Accident & 
Health Underwriter” house organ of the 
association, be improved to render 
greater service and put it up to the 
executive committee for immediate ac- 
tion. It was then decided that the con- 
tract to edit and handle the advertising 
of the magazine be awarded to Vaughan, 
Thain & Spencer, Inc., Chicago adver- 
tising agency. Under its direction the 
magazine will be considerably improved. 
Executive Secretary William G. Coursey 
who has been handling the ‘Accident & 
Health Underwriter” will thus be re- 
lieved of this responsibility so as to de- 
vote more time to association needs. 
President Galloway’s Speaking Itinerary 

John G. Galloway, general agent, 
Provident Life & Accident in Birming- 
ham, Ala., who is president of the In- 
ternational Association, has a_ busy 
schedule — of speaking engagements 
planned for the coming weeks. He 
spoke October 31 at the combined sales 
congress of the California State Associa- 
tion and the Accident & Health Mana- 
gers Association in San Francisco. His 
subject was “Ten Golden Words.” This 
week he is visiting Portland, Ore.; 
Seattle, Wash.; Vancouver, B. C.; Salt 
Lake City; Denver, Colo. and Grand 
Island, Neb. 

Mr. Galloway will also be on the sales 
caravan in Texas beginning December 
1, which program is being directed by 


Clifford McDonald of Dallas. 
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THE TRUMPET THAT PLAYED ITS 
LAST SENIOR PROM 


The couples stopped dancing and gathered around 
the bandstand. It was always this way when Bob 
took off on a trumpet solo. The lean kid with the 


crew cut just had the feel of the horn. 


After the dance Bob gunned his car toward “‘Ham- 
burger Joe’s.”” He thought ahead to the crowded 
schedule for his dance band during the busy Holiday 


Season. Things were looking great. 


The blinkers flashed red at the railroad crossing. 





Beating that slow freight was child’s play. Too late, 
Bob saw a speeding passenger train hurtling down 


on him from the opposite direction... 


A freight train whistle wailed in the night as a police- 
man picked up a battered trumpet and sadly shook 
his head. 




















PHOTOGRAPH BY SARRA 


To help you become “Mr. Safety” in 
your community, we have prepared 
a kit of materials based 

on this message to young drivers. 
Sell prevention as well as 
protection; write for Safety Kit 

“C." American-Associated Insurance 
Companies, Saint Louis 2, Missouri. 
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A. & H. Association Group Business 
A Desirable Line If Properly Written 


By Paut 8S. FisHeR 
Superintendent of Association Group Division 


Continental Casualty Co., 


Fisher, author of the 


and company 


Paul 3S: 


both agency 


(prior to 1932) he headed his own agency in Dodge City, 


following 
experience dating back to the depression 


Chicago 


has a background of 
*30’s_ when 
He joined Con- 


timely article, 


Kansas. 


tinental Casualty in late 1943 after serving as supervisor of agents for the Hoosier 


Casualty. 


His first post with Continental was as group production manager which 


by the group underwriter to evaluate 
the desirability of a case, prepare a 
proper plan to fit it, and figure the cor- 
rect rates. These are as follows: 

(1) Name and location of association; 
(2) nature of profession or trade; (3) 
number of members; (4) average age of 
members; (5) previous group experi- 
ence; (6) estimated turnover of mem- 
bership, and (7) spread of coverage. 

Regarding this last point, spread of 


coverage, it must be remembered that 
there should be a reasonable ratio be- 
tween the amount of liability on any 


one individual to the total number of 
individuals in a group. For example, in 
a group of several thousand people, you 
can afford to give higher indemnity and 
longer term indemnity than you can on 
a small group of several hundred. It is 
not good underwriting to have a liability 


dividual basis. Such policies usually 
contain a renewal agreement which pro- 
vides that the company cannot decline 
to renew any individual policy unless 
all such policies issued to members of 
the organization are cancelled. These 
policies usually have no exclusions with 
reference to pre-existing conditions, are 
non-pro-rating and do not require house 
The rates used are 


confinement. ap- 
proximately, if not exactly, the same as 
for coverage provided under a master 
contract and certificates. 

The best field for association group 
insurance is among the organizations 
and societies of a highly professional 
character, such as medical societies, 
dental societies, bar associations, ete. 


i eb of the fact that some under- 
writers look with disfavor upon the 
whole in of writing group insurance 


was followed by promotion to superintendency of the department. Then, in 1949 on one claim for an amount more than for such organizations, the performance 
when the company’s group production was separated in two divisions, general the total premium on the group. has been so satisfactory to the members 
group and association group, Mr. Fisher was named superintendent of the latter If an agent or broker will provide as well as to the carriers, that today 
in which executive capacity he has continued up to this time. accurate facts on these items, the com- there are very few medical, dental a“ 

In his nationwide supervision of association group business Mr. Fisher directs pany will be able to give more prompt bar associations of any prominence 
the activity of the regional offices in New York and Los Angeles. Their respective and efficient proposal service. throughout the country that do not 


managers are William E. Coyle, recently appointed for eastern and New England Most companies formerly thought, and have an officially sponsored group dis- 





states, who has 20 years’ experience, 


and West Coast states. 


when Continental made association 


In discussing group accident and 


health insurance for the members of 
professional and trade associations, 
there are many important points that 
deserve attention. These should be con- 
sidered from the viewpoints of the as- 
sociation, the insuring company and the 


agent. 

In considering the idea of 
a group program of accident jnd_ sick 
ness income protection for its members, 
an organization should bear in mind the 


sponsoring 


purposes to be accomplished by such a 
plan. In attempting to select the right 
plan and the right carrier, the insurance 


committee has a great responsibility and 
a deep obligation to the membership. 
Very often the officers or the insur- 
ance committee of an organization seem 
to feel that all they need to do is invite 
bids for a group insurance plan and then 
select the plan that seems to offer the 
greatest benefits for the lowest pre 
mium. Such a method could lead to 
very unsatisfactory results because there 
are many other considerations even 
more important than the benefits and 


cost. 
Advantages of Group Income Program 

First, 
why an 


let us consider the question of 
organization should sponsor a 
group income insurance program for its 
members. The main purpose is to make 
it possible through unified action for 
the members to get many outstanding 
advantages in health and accident  in- 
come protection under a group plan 
that would not be possible if the mem- 
bers purchased individual policies from 
various carriers. The oustanding advan- 
tages of a group plan to the members 
briefly are 

1. The fact 
age cannot be 


that the member’s cover- 

cancelled or limited in 
any way by the company so long as the 
plan remains in force, until such mem- 
ber retires or reaches age 70. 

2. The group plan will cover all dis- 
abilities occurring after the effective 
date without regard to the date or origin 
of the ailment causing such disability. 
is much broader than 
policy in many 
There are no limitations or 
as to certain diseases, no re 
duction of benefits for non-confining 
sickness and the coverage is non aggre- 
non pro-rating and worldwide, in- 
commercial air travel. 

4. Because of the 
and administration cost, 


3. The coverage 
the average individual 
respects. 

restrictions 


gate, 
cluding 
savings in selling 
the premium is 


and Pat 
His connection with this line 
group a 


McIntyre, who handles the Mountain 
dates back for several years 


separate agency division. 





from 25% to 50% less than a good in- 
dividual policy would cost. 


Stimulates Interest in Membership 

In addition to the benefits to the in- 
dividual members that would be made 
possible through sponsorship of a group 
plan, there are certain other advantages 
to the organization. Organizations that 
have sponsored group plans have found 
that a good plan stimulates more inter- 
est in membership, and is especially ef- 
fective in retaining present membership. 
It also is a factor in effecting more 
prompt payment of dues and_ provides 
another service afforded by the organi- 
zation that makes membership more at- 
tractive. 

The sponsorship of 
an organization does 
organization with any financial obliga- 
tion nor does it cause them any addi- 
tional work or inconvenience. All 
printed materials used in the promotion 
of the plan are provided by the com- 
pany and all expense of mailing and 
solicitation is borne by the agent. All 
that is expected of the organization is 
their sponsorship and moral support. 

In choosing a plan it is of utmost im- 
portance to provide a plan that is ac- 
tuarially sound and with sensible under- 
writing rules and regulations so that it 
will have the necessary stability hold 
up throughout the years. Some companies 
in their eagerness to acquire business 
are inclined to offer much for the 
price and later find it necessary to raise 


a group plan by 
not involve the 


too 


rates or curtail benefits. Such action 
does not reflect any credit to the carrier 
or to the organization and is apt to 


shake the confidence of the members in 
the stability of the plan. 
It is also of great importance in spon 


soring a group plan to select a company 


that is not only above question in its 
financial structure but also thoroughly 
experienced in the highly specialized 


insurance. It 
the plan ad- 


field of association group 
is also important to have 
ministered by an agency that is quali- 
fied financially, physically and through 
experience to do a thorough job of in- 
stalling and administering the plan. The 
service you receive is almost as impor- 
tant as the benefits. 

All of these factors are 
why an organization should 
group insurance plan. 


sound reasons 
sponsor a 


Seven Points of Information Needed 
From the point of view of the insur- 
ing company, there are at least seven 
important items of information needed 


some companies still think, that group 
insurance cannot or should not be writ- 
ten except where there is an employer- 
employe relationship, an employer con- 
tribution, a 75% participation and other 


factors that would tend to limit the 
scope of group insurance. Ways and 
means have been found, however, to 
provide the broad coverage and_ the 
efficiency and economy of group opera- 
tions to members of business and pro- 
fessional organizations. 
A Highly Specialized Field 

The underwriting, promotion and ad- 

ministration of this type of group in- 


surance is so radically different from in- 
dustrial group that it is age a highly 
specialized field in which all of the sig 
nals of procedure are cathe. "different 
from orthodox group. Specifically, these 
differences include the following items: 

1. The coverage must be the full 24- 
hour per day coverage rather than non 
occupational. 

2. Premiums must be quoted on an 
annual or semi-annual and billed 
direct by the agent instead of being col 


basis 


lected monthly through payroll deduc 
tion. 

3. The rules regarding percentage of 
participation and waiving of individual 


modified somewhat. 
no possibility of 
that the par 
pay the entire 


selection are usually 

4. There is usually 
premium contribution so 
ticipating member must 
premium. 

Because of these variations, the agent 
has a much bigger job to perform and, 
therefore, the commission rate must be 
higher than is normally paid on group 


insurance. The premiums, of course, are 
somewhat higher to take care of the 
increased operating cost, the’ low  per- 
centage of participation and the occu 
pational hazard. Nevertheless the pre- 


association group 
substantial 
individual 
and health 


mium for professional 
insurance still represents a 
saving over the ordinary 
method of selling accident 
insurance. 

Two Methods for Writing Assn. Groups 


There are two methods vogue for 
writing business and professional groups. 
One method follows the orthodox pat- 
tern of issuing a master contract to the 
organization and certificate of insurance 


to the participating members. This is 
generally the preferred method to use 
in those states where the group law 
permits the writing of associations on 


a group basis. 

The other method is to issue each 
participating member an _ individual 
policy which is usually designed espe- 
cially to provide practically all of the 
benefits of group insurance on an in- 


ability insurance program. 
Most of the effort in association group 
during the past few vears has been di- 


rected toward expanding the field for 
this type of coverage by making it 
available to a great many other or- 


ganizations of a semi-professional or 
business nature so that now you will 
find group plans sponsored by organi- 
zations of funeral directors, pharma- 


cists, hardware merchants and gasoline 
dealers. The experience of most com- 
panies in this field however, would in- 
dicate that the more professional the 
character of the organization, the better 
the group principle of insurance will 


work in actual practice 

The limit of the scope of 
group insurance, is largely a matter of 
judgment. There are agents who advo- 
cate writing association group on. all 
kinds of organizations, including 
clubs, lodges, veterans organizations and 
even political clubs. It is generally felt, 


association 


social 


however, that there should be a_uni- 
formity of occupation; the organization 
should not only be permanent in char- 
acter but the membership should be 
of a permanent nature with a very low 
percentage of turn-over. These prin- 
ciples preclude the writing of lodges, 
fraternal and_ social clubs, _ political 


groups and other similar organizations. 

Certain Ethical Principles to Observe 

In order to preserve the permanence 
and stability of these groups, there are 
certain ethical principles which should 
be observed among the companies un- 
derwriting this type of business. Inci- 
dentally the more permanent and stable 
a group plan is, the more value it will 
have to the membership. An organiza- 
tion should use great care in choosing 
a plan, a carrier and an agent but once 
they have made their choice, nothing 
short of gross mistreatment should per- 
suade them to change plans, carriers or 
agents. 

No organization can get the maximum 
efficiency out of its group plan unless 
it receives wholehearted support and 
attracts a high percentage of par- 
ticipation. No organization can success- 
fully support two group plans at the 
same time that overlap because obvi- 
ously neither plan can attain maximum 
participation. Most of the companies, 
therefore, follow the practice of refus- 
ing to quote a group plan for any or- 
ganization that is already sponsoring a 
similar plan with another carrier unless 
and until the executive officers of the 
organization have definitely decided to 
withdraw all support from the previous 
plan and have notified the previous 
carrier accordingly. This is purely a 
matter of sound ethics and underwriting. 
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HEARTHSTONE INSURANCE 6. OF MASS. 
ton 16, Mass. 


Are You on the Right Track? 
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An apple a day can’t keep hospital or doctor bills away after accident 


ton group 


| eh a strikes. But you can show your clients how they can protect them- 
naking it selves against costly medical bills with low-cost Travelers Accident 
cn insurance. 

you will 

vhuretat For little more than it would cost them to buy an apple a day your 
oe clients can be sure that in the event of accidental injuries their 
vould. in- earnings will be safeguarded and that they will have money to pay 
Hg ire for treatment. 


ince will 
Remind your clients of Travelers Accident insurance. It’s sure to 


sociation 


“ite bear fruit and give you a steady crop of renewals. 

p on all 

ee pe Just contact the nearest Travelers Branch Office. You'll get full 
rally felt, information on Travelers broad, up-to-date Accident contracts... 
ae plus a selection of hard-hitting sales aids and leaflets. And while 
gaa you're there, why not find out about Travelers Sickness policies. 
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A Thanksgiving Feast of 1734... +.. 
The workmen who helped build historic Inde- 
pendence Hall were the first to be entertained 
within its walls. To thank them, Andrew 
Hamilton, designer and director of the building, 
spread a lavish feast in the unfinished rooms. 
Since the days of the Pilgrims, there have been 
many Thanksgivings on various dates and for 
various reasons. The first Thanksgiving Day, 
as we know it, was not until 1863 when President 
Lincoln set aside the last Thursday in November. 


With Financial Independence... 
Thanksgiving is every day 


Most of us can be thankful for many things. Thankfulness is something 
deep-rooted—personal. Today's owner of life insurance has good reason 
to be thankful because he has taken many worries off his mind. He has pro- 
vided financial independence for his family and future security for himself. 


Life insurance can help in many other ways. It can assure you a 
steady income for retirement years or pay off the mortgage on your 
home. It can guarantee funds for the future education of your children 


or help to build an estate. 


Your Penn Mutual Underwriter is an experienced businessman who has 
been trained to work out a plan for you that will promise greater peace 
of mind through life insurance. He also can show you why a Penn 
Mutual policy is one of the most welcome Christmas gifts for yourself 
or your family—a gift that brings Thanksgiving every day—for years. 


a Back of Aes 

Your Independence 

Stands The 
PENN MUTUAL y 
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THE PENN MuTuAL LirE INSURANCE COMPANY + INDEPENDENCE SQUARE, PHILADELPHIA 





This is a reproduction of Penn Mutual's current advertising appearing in national publications. 
PENN MuTUAL ADVANCEMENT OPPORTUNITIES Go To PENN MuTUAL MEN. 























